





































THE EASTERN UNDERWRITER 


A WEEKLY NEWSPAPER INTERPRETING THE TRUE SPIRIT OF INSURANCE 


(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 
Published by The Eastern Underwriter Co., 93-99 Nassau Street, New York 38, N. Y. Printed in U.S.A. 


Entered as second-class matter April 5, 1907, at the Post Office of New York, N.Y., under act of Congress, March 3, 1879 








er ee ’ rm — 


a eae ee ee Te ee eee ee nage Te — 
Fifty-sixth Year, No. 43 NEW -Y POBER 28, 1955 $5.00 a Year; 25c. per Copy 


























Bankers National’s % 


Atlantic City And 
- Miami Meetings 


New Line of Non-Can. A. & H. 
Policies Enthusiastically Greeted 
by Company Leaders 


MANY CHANGES JANUARY 1 


President Lounsbury Heads Exec- 
utives From Home Office; Some 


Jackson Confident 
Atomic Risk Cover 
Will Be Forthcoming 


St. Paul President Tells Brokers 
Companies Feel Obligation to 
Provide Needed Protection | 


PERCY CHUBB IS HONORE. 
Receives Brokers’ Gold Medal for 





























Services to Insurance; Herd 
Acts as Toastmaster ‘ Features of Meetings 

Problems of insurance in the atomic ™ > Ralph R. Lounsbury, president and 
age will be solved, President A. B. Jack- chairman of Bankers National Life of 
son of the St. Paul Fire & Marine stated Dependability Montclair, N. J., welcomed the members 
confidently when he addressed the 30th of the Master Producers Club and their 
annual dinner of the General Insurance +> guests to the club’s conventions held 
Brokers’ Association, Tuesday evening, Strength | Service at Hotel Traymore, Atlantic City, on 
at the Sheraton-Astor Hotel in New ~ October 17. On Tuesday, October 25, he 
York City, attended by hundreds of in- Departmental Offices at welcomed the members of the company’s 
surance men and women from. all _Chicago and San Francisco Presidents Production Club to their 
branches of the industry. tlortford New York convention held at the new Hotel Fon- 
Mr, Jackson, in his talk on coverage tainebleau, Miami Beach, Fla. 

for atomic energy risks, joined in hon- In speaking to the leading producers 


of the company, Mr. Lounsbury greeted 
them with congratulations for a job 


oring Percy Chubb, II, partner of Chubb 
& Son of New York and recipient that 





— of the brokers’ Gold Medal well done during the qualifying period 
Award for meritorious service to insur- 74 ‘ kninien. avinfiv ss tet ‘ 
ance. He stated that “with men of the One of the Best peta oe ee 9 eager 
vision, courage and determination of . a a 


Mr. Chubb, problems of insurance in pany as well as the agency force, as 
the atomic age will be conquered.” He JUVENILE POLICIES an important factor in obtaining success 
Pe greatiene a acta aoa J in the years to come. “Success is built 
ship” L i.” wes sacaaes pt 99 on enthusiasm for the insurance busi- 
todate. The latter heads the atomic en- On the Market Ey FONE MD AEN. Yee Pes 
ergy committee of the American Insur- portfolio,” he said. “This enthusiasm can 
ance Association. neil ree , be instilled into the policyowner, client 
Th ¢’s the enthusiastic comment we have received oF promect, if the agent ead bis com 


from Bankers Security agents on our pany believes in their enthusiasm on the 
whole. Confidence in yourself, your 


Herd Is Toastmaster 


J. Victor Herd, executive vice presi- 
dent of the America Fore Group, served 1 i I fessi 

ap anh gs al i J & company, and in your chosen profession 
Mr. Herd. paid fine pea to Albert UVENILE STATE LAN goes hand in hand with building enthu- 
Conway, chief judge of the New York Endowment at Age 65 siasm.” 

State Court of Appeals, former Insur- 
ance Superintendent and popular toast- 


Had Best Year in Its History 


master at many of the brokers’ banquets : 7 . . 

I past years. Mr. Conway was ocuneitt Study These Rates and Benefits: Wm. J. Sieger, vice president and 

‘ae Ge and warmly welcomed. Prem. $41.66 per $1,000 at Age 0; superintendent of agencies, congratu- 
ussell \Wittpenn, president of the Bro- lated the members of both production 

i cians: a briefly on ways ($250 Benefit aa congas sees clubs on their fine efforts e- perform 
T reducing detail for producers and of H a cee 

the value to pinmadins i company or- $1,000 Insurance Thereafter Until Age 21 ances during the past year—efforts which 

ganizations coordinating release dates ‘ made it possible for the company to 

ne  agnee in rules, rates $5,000 Inserance—Ages 21 one a sineeastiaes move into a new modern building, and 

7 ver: a aoe ‘ i Pipe 

erages. He said that “the fre (No Increase in Premium to pass the $300,000,000 mark of insur- 


quent and indiscriminate releasing of 
such material is no help to the producer 


ance in force in August, as well as to 


re A budget his production time. Further details and literature gladly furnished. Attractive make 1955 the best Ordinary production 
sti! the earnest contention of this ; ; ; : year in the history of the company. At 
associatio ; : ati General Agency Openings in your territory. Write ye le histor} company. 
n that prior consultation on the end of September, Ordinary produc- 
(Continued on Page 26) George Olmstead, President tion was 27.7% ahead of the same pe- y 
riod in 1954 and over-all company busi- 
———EEEEEEO—E——_ ness was 30% ahead of last year. : 


ao Page 22 BANKERS SECURITY LIFE lan ce Mattei of tee Det 
: F illionai cheo 
there & Agents nn i INSURANCE SOCIETY Fecal Lcmaberraed Uae Pesaa 


Marine Dept " a \ 
ne 34 Sieger were hosts at a midday banquet 

le ms ji 103 Park Avenue New York 17, New York in honor of 11 of Bankers National’s 
Ity i 35 million dollar producers. Present at the 

Accident & Health ” - enviiaintanbid banquet were life and qualifying mem- 








ee (Continued on Page 10) 
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He left us a heritage, in our hands... 


America, in its youth, was a nation of craftsmen. Months 
away from Europe by boat, with little to exchange for 
Europe’s goods, Americans turned of necessity to their own 
skill and ingenuity for the things they needed. 

Many gained fame for the excellence of their designs, 

the sure painstaking quality of their workmanship. Silver 
by Revere... glass by Stiegel and the folks at Sandwich... 
furniture by Phyfe and Hitchcock. But in addition to the 
names we know, there were hundreds of others — largely 
self-taught, non-professionals—who designed and built 
homes that have never been surpassed for simple beauty ... 
rifles which shot straighter than any others in the world... 
great, lovely sailing ships that could show their 

sterns to everything on the seas. 


Perhaps it was the clean, fresh beauty of the land itself 
that gave such beauty to their designs. And it was 
probably the strength and honesty of a new 

freedom for man that helped put such strength 


said, “We are losing the skill of working with our hands... 
we'll never do things for ourselves any more.” But like 
many prophesies . .. that one, too, was wrong. 


For the machines brought leisure time, and people saw 
things they'd like to make better and more attractive about 
their homes . . . and they discovered their hands, and abilities 
they never realized they had. And so the spirit of the early 
American craftsman is again abroad in the land... 
guiding a plane along a piece of white pine, keeping a saw 
straight in its path through a 2 x 4, smoothing the way 

of a paint brush along a nursery wall. We call it 
“Do-it-yourself,” and we think of it as new. It’s not. 

It’s a throwback to another day ...a heritage passed down 
to us from earlier self-taught Americans who wouldn’t 

be denied what they wanted either, and set out to 

“do it themselves” ! 





znd honesty into their workmanship. 

, , / MUTUAL LIFE INSURANCE COMPANY 
But then steam and electric power turned naan. pie aiieniaainiae 
\mericans to mass preduction and a Y— ees oe 


complex machines. And everyone 
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Institute Of Home Office Underwriters 


Public Relations Aspects Of 
Underwriting Told By J. D. Renn 


Louisville—In his address as president 
of Institute of Home Office Underwriters 
holding its annual meeting here this 
week, James D. Renn, Peninsular Life, 
lacksonville, Fla., discussed the public 
relations aspects of underwriting re- 
iterating that the objective has always 
heen to find ways of giving more insur- 
ance coverage to more people and still 
maintain a satisfactory mortality ex- 
perience, on the most equitable basis 
possible, and as economically as pos- 
sible. “If we ever approach accomplish- 
ment of these objectives,” he said, “we 
have made a gigantic contribution to 
public relations not only for the under- 
writing profession but for the life indus- 
try as a whole.” 

; Expanding Underwriting 
Mr. Renn cited a number of examples 
of expanding underwriting saying: 

“Not too long ago diabetics were con- 
sidered ‘untouchables’ as far as life in- 
sirance was concerned. With thanks to 
the medical profession for development 
f methods of treatment and to the life 
insurance industry for statistical studies, 
we are now giving insurance to many 
liabetics previously considered uninsur- 
able. 

“A few years ago when the idea of 
atomic energy suddenly appeared as if 
from nowhere, we were at a complete 
loss to know how to provide coverage to 
those employed in highly secret work. 
To most of us at that time, electrons 
and neutrons were just words dimly re- 


called from our chemistry or phvsics 
text books at high school or college. 
Thanks to Colonel Stratton and others 


we are now able to provide life insur- 
ance coverage on an equitable basis to 
the many people engaged in this boom- 
ing industry. We are delighted to have 
Colonel Stratton with us at this conven- 
tion to give an up-to-date report on 
the atomic industry. 

“Taxes, like death claims, have always 
been with us but the laws, court deci- 
sions and treasury department rulings 
change from time to time. It is impera- 
tive that the home office underwriter 
stay abreast of these changes in order 
that life insurance can be provided for 
business purposes and protection fur- 
nshed against estate shrinkage from 
taxes. This subject will be discussed for 
us by B. M. Anderson, vice president 
and counsel of Connecticut General. 
“When I came into this business of 
underwriting in 1936, private pilots were 
acceptable only with an aviation exclu- 
sion rider, Even fare-paying passengers 
m scheduled lines paid an extra pre- 
mum for more than 100 hours flying 
lime per year and the commercial pilots 
paid about $25 per thousand extra. A 
lot of water has gone over the dam in 
aviation underwriting and we must con- 
‘tantly review the situation in order to 
be ready to provide coverage on an 
equitable basis. 
in Touch With the Agency Force 
“The importance of serving this public 
Is obvious because securing new applica- 
tons is the life blood of our business 
and it will be extremely difficult for the 
gent to secure new business unless the 
‘ompany has a reputation of service and 
‘quitable treatment of policyholders. 

. “High on the list of gripes from the 
ield is the complaint that the applica- 
lon, the aviation, military status ques- 
‘lonnaire or other forms are too long 
and too complicated. Agents and doc- 
‘ors alike have complained of forms that 
ask questions which can be answered 
Jes or ‘no, with lots of space given 
lor an answer; but other questions ask 
‘or full details and not enough space is 
Provided to write the name of the dis- 
fase let alone any details. The Under- 
writing Forms Committee of which Ray 











Burke is chairman, has on file portfolios 
of all types of forms from various mem- 
ber companies. 

“One area in which I think we, as un- 
derwriters, fall down is in teaching or 
training agents in the principles of home 
office underwriting. After speaking to a 
local Life Underwriters Association, I 
was amazed at the number of men who 
later told me how glad they were to hear 
about the numerical system of under- 
writing and that they had never heard of 
such a thing before. In my opinion, this 
should be a part of every training pro- 
gram for agents. Also we should accept 
speaking assignments whenever the oc 
casion arises either to talk to our 
own agents or to life underwriter asso- 
ciations. 

“There are other areas in which we 
can do much to foster good public rela- 
tions with the agency force. Do we at- 
tempt to help the field man in his efforts 
to place a rated case by furnishing him 
information as to the cause of rating? 
Are we always willing to reconsider a 
rating on the basis of new information 
... but quite firm in refusing to do so 
when the new information is only that 
another company has made a better of- 
fer? Do we visit field offices regularly ? 
Is your occupational manual up-to-date ? 
Have you provided field underwriting 


guides, manuals, or bulletins as to avia- 
tion or military ratings or the usual con- 
sideration given certain types of physi- 
cal impairments or history? Some com- 
panies have found it more advantageous 
to publish such information in their 
monthly magazine which is circulated 
through the field rather than in the 
rather cold form of a manual or bulletin. 
I would not attempt to answer these 
questions, nor would the answers be the 
same for all of you because each com- 
pany has its own peculiar characteristics 
with respect to the size and type of 
agency organization. But you can 
cure a tremendous amount of help in 
solving these problems in your company 
by participating in the panel or room 
hopping sessions and even better by in- 
formal chats with other members before, 
between and after the regular sessions. 

“Also you will find numerous papers 
in our proceedings aimed toward better 
public relations with that ever impor 
tant public of ours... the agency force 
Year before last Bill Harrison very 
aptly pointed out in the presidential ad- 
dress that the home office underwriter 
must be a salesman and sell himself to 
the field force. 

“Certainly not the least important of 
our publics is our own underwriting staff 
without which we could certainly never 
reach our objectives. And again in this 
area of training, the Institute can be of 
great assistance. What better way of 
training home office underwriters could 
be devised than the curriculum of study 
and examinations afforded by the Joint 
Educational and Examination Committee 
of the Institute and the HOLUA.” 


se- 


Civilian Aviation Underwriting 


As Seen By John D. Rockafellow 


Louisville — There is a growing trend 
today toward standard life insurance for 
civilian aviation pilots not supported by 
the statistics, declared John D. Rocka- 
fellow, manager underwriting depart- 
ment, Pacific Mutual Life, before the 
Institute of Home Office Underwriters 
this week. He added, however: 

“T believe that sooner or later we will 
give full coverage without extra pre- 
mium to all except the unusually haz- 
ardous flyers, those who might be called 
‘dare-devils.’ However, it would be a 


‘precarious prognostication’ to say 
whether such liberalization will be ac- 
complished in 1956, or even by 1965. 


While I am in general optimistic for the 
future, IT am convinced we have some 
present day problems and IT hope that 
what I have to say may contribute to the 
solution of some of them. 

“First I should like to pose four ques- 
tions: Is standard life insurance justified 
on some civilian pilots at this time? If 
so, how do we determine what are stand- 
ard? How many pilot classifications 
should we have? Should amounts be 
severely limited on the standard pilots? 

“We will each have to answer these 
questions for ourselves and be guided by 
our individual company policy ,the phi- 
losophy of mangement regarding classes 
of business and effects on surplus, and 
our own particular competitive situation. 

“In my opinion a company can safely 
give standard coverage to at least a few 
of a more hazardous than average group 
by careful selection and __ limiting 
amounts. It was not so many years ago 
that diabetics and other groups were 
considered uninsurable. The pioneers 
showed that with intelligent experimen- 
tation these classes could be insured on 
a substandard basis. The insurance in- 
dustry and particularly the insuring pub- 
lice have all gained from such pioneering. 
Certainly in other classes where an extra 
premium is now charged there are some 
who could be given standard insurance, 
if we know how to select them. As we 
try to find a way to issue substandard 





to some of the uninsurable and standard 
to some who are now rated, we should 
conduct this work to benefit the great- 
est number of persons and still create the 
fewest difficulties for our companies. 
How far we can go along these lines with 
civilian aviation pilots is the main issue 
behing this paper. 
Factors in Civilian Pilot Problems 


“One approach is by broadening the 
standard classification. Other methods 
for handling a recognizable extra hazard 
are: by excluding it from the policy; or 
by charging an extra premium to cover 
the extra hazard; or by careful selection 
of all factors accepting into our regular 
group of policyholders those with an 
extra hazard only if they are better than 
average in all other respects, and also 
limiting the amount of issue. 

“In the past few applicants with an ap- 
preciable aviation hazard were given 
standard insurance. Within the year 
some companies have reduced their rates 
for pilots and some are giving standard 
to the more favorable classes. A few 
companies first liberalized on the sched- 
uled airline pilots for limited amounts 
Others have given standard to the pri- 
vate pilot where the flying is limited. 
However, it seems that within the last 
few months competition has intensified 
by reducing the minimum requirement 
for flying experience and increasing the 
maximum amount of annual flying time 
permitted. 

“Perhaps there are other fields in 
which liberalization might be more bene- 
ficial for our comnanies. The fellow who 
can afford to fly can usually purchase 
larger amounts, so such business is 
much more competitive, but should we 
succumb on these larger amounts if there 
really is an additional hazard? How- 
ever, let us assume that it is in the 
aviation field where our company has 
decided to be most competitive. What do 
we as underwriters have to guide us in 
our daily handling of individual cases? 

“In reviewing briefly the aviation sta- 


Underwriting Diabetics 
Told by Dr. Y. E. Yochem 


Louisville—Diabetes mellitus in life 
insurance selection was discussed by Dr. 
Donald E. Yochem, medical director of 
Nationwide Life, before the Institute of 
Home Office Underwriters in whch he 
told of the liberalized treatment given 
diabetics today. Heredity and obesity are 
the two most important factors in their 
history. About 75% of all diabetics are 
overweight before onset of the disease. 
Occurrence of diabetes is relatively in- 


frequent under age 25 and in under- 
weight adults. There is no evidence 
that overweight alone causes diabetes. 


The controlled diabetic may quality for 


class 1 rating. 


Handling Industrial as 
Seen by Frank T. West 


Louisville—The mechanics of handling 
Industrial business was discussed by 
Frank T. West, vice president, Kentucky 
Central Life & Accident, in which he 
discussed office methods and equipment 
use in connection with this business. 


tistics available to us we should give 
great credit to the Society of Actuaries 
and their Committee on Aviation, headed 
by James E. Hoskins. An index to the 
recent information an various classes 
included in the Aviation Reports from 
1940 - 1954 is given in the ‘1954 Reports 
of Mortality and Morbidity Experience.’ 
In this same publication is a study on 
‘Policies for Large Amounts.’ From this 


[ now quote some comments on ‘Ex- 
perience by Cause of Death.’ It ‘was 
reported ‘accidents and homicide were 


the only causes to show higher mortality 
on policies for larger amounts than 
on corresponding standard Ordinary 
medically examined issues, when com- 
parisons are limited to causes respon- 
sible for more than a few deaths. ; 
Of the 192 deaths due to accidents and 
homicide, 45 resulted from aviation ac- 
cidents and 67 from motor vehicle acci 
dents. This unusually high proportion 
of aviation deaths was associated with 
an appreciable amount of private flying.’ 
“The more recent reports indicate that 
there is still approximately a 2 per 1,000 
death rate for scheduled airline pilots, 
which is more than twice the exepcted 
mortality rate in the earlier policy years 
for those in their twenties. Only private 
pilots flying less than 50 hours in the 
preceding 12 months had a death rate of 
much less than 2 per 1,000 when issued 
with an aviation extra premium 
Extra Hazard Indicated 
“These statistics suggest that 
extra premium is indicated for practically 


some 


all pilots, unless we are willing to 
broaden substantially our standard 
classification, or select certain small 


classes of pilots to whom we will give 
standard for limited amounts. This year 
several good companies have chosen the 
latter method. This trend toward more 
standard issues and fewer exclusions, if 
proper, for in the long run it will give 
the public more protection for their 
insurance dollars. However, at the pres 
ent time we still face the danger of a 
few pilots doing especially hazardous 
flying and affecting the experience of the 
group. I am not going to dwell on fig 
ures and rates, as it would be much 
better if each of us studied the statistics 
ourselves and interpreted their signifi 
cance in the light of our own company 
practices. 

“Tf we are to broaden the standard 
base, or in some other way liberalize 
in the handling of the extra hazard, we 
are confronted with problems in classi 
fication. We have statistics on the usual 


classes of civil aviation pilots which 
probably include a number of most un 
usual types of flving. We have some 


knowledge of modifving factors and spe- 
1 : B spe 
cial aspects from the Committee's re- 


(Continued on Page 19) 
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Willis McMartin Will 
Retire April 30 Next 


GEN. AGT. NORTHWESTERN MUT. 





Health Has Not Been Good; One of 
Company’s Prominent Heads 
of Agencies 





After a long and successful career 
with Northwestern Mutual Life, Willis 
F. McMartin, general agent of the com- 
pany at 595 Madison Avenue, announced 
this week that he will retire as general 
agent on April 30 next. He will leave 
his post as general agent because his 
health has not been good, but he expects 





WILLIS F. McMARTIN 


to remain as a special agent with the 
general agent who will succeed him un- 
less health reasons dictate otherwise. 

Mr. McMartin has a B.A. degree from 
the University of Iowa and an M.A. in 
economics from Columbia University. 
After engaging in investment banking 
he joined the old Clifford L. McMillen 
agency of Northwestern Mutual in 1932. 
He was an unusually successful agent, 
specializing in writing small retirement 
plans in which field he is an authority. 
He is a life and qualifying member of 
the MDRT and personally has more 
than $13 million of insurance outstanding 
in Northwestern Mutual alone. 

At the end of 1948 when Mr. McMillen 
retired as general agent the agency was 
divided into two general agencies, one of 
which was headed by Mr. McMartin and 
the other by Robert Guy. 

Mr. McMartin’s agency at 285 Madi- 
son Avenue was opened on January 1, 
1949, and later was moved to 595 Madi- 
son. Among the agents in the McMartin 
agency are Herman Duval, who has 
spent half a century with Northwestern 
Mutual, and his son, Herbert J.: Charles 
F. Kreter and his son, Warren G.: 
Walter Rederscheid, Allen Kaufmann, 
Arthur W. Stein, Monte A. Goldstein, 
Ernest S. Hickok, Henry G. Auerbach, 
Herbert Sternau, Arnold Belaus, John 
F. Flynn, Jacob G. Calvert, John W. 
Nipps, R. S. Darrenougue, H. Ward 
Meacham, James H. Anderson, Ronald 
J. Newmark and Thomas H. Mettler. 


Richards Joins Ranni 

The appointment of Elliot T. Richards. 
Jr. as brokerage supervisor has been 
announced by the James G. Ranni 
Agency, New York, of Manhattan Life. 
Prior to joining the Ranni organ- 
ization, Mr. Richards was with New 
York Life as an agent, and later as a 
supervisor, He graduated from  Ford- 
ham University in 1950 with a BS. 
degree and 2nd Lieutenant’s Commission 


in the Artillery Reserve. The Army 
called him to active duty in March, 1951, 
and he served for nineteen months, 


mostly in Korea, 





Paul Rogan, 37, Named 


Wisconsin Commissioner 
Madison—Governor Kohler has ap- 
pointed Paul Rogan, 37-year-old leader 
of the state senate Republican majority, 
to be Insurance Commissioner succeed- 
ing Alfred VandeZande, also a former 
state senator who had been named early 
in the summer to the post but who re- 
signed for reasons of health. Rogan 
will serve about five and a half years of 
the unexpired term at a salary of $10,000 
a year. 

The new Commissioner was educated 
at St. Norbert’s College and University 
of Wisconsin. He has engaged in a 
number of occupations, at one time sold 
life insurance on a part-time basis. He 
has been an important factor in putting 
through Governor Kohler’s legislative 
program. His home town is Ladysmith. 





Charles Thompson Dies 

Charles C. Thompson, former mana- 
ger for Metropolitan Life at Seattle and 
president of the National Association of 
Life Underwriters in 1932, died in Seattle 
after a long illness at the age of 77. He 
was a past president of the Washington 
State Association of Life Underwriters 
and the Seattle Association. 





LIFE INSURANCE 


RENEWAL 


RENEWAL PURCHASE COMPANY 





300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2824 








Canada Life Opens New 
San Diego Branch Office 


Canada Life in accordance with its 
continuing expansion program in the 
United States, has announced the open- 
ing of a new branch office at San Diego, 
Cal. 

Albert E. Kilhefner, well known in the 
West Coast insurance field, has been 
named manager of the new branch. He 
has been actively engaged in life under- 
writing in Connecticut, Hawaii and 
leading United States West Coast cities 
for more than 20 years and has valuable 
experience in both sales and managerial 
capacities. 










SMtelpape 
INSURANCE SALES 


are increased and made more 
profitable through use of the 
Company's unique Mortgage In- 
surance Sales Kit. This Kit, com- 
plete with a phonograph train- 
ing record, contains all the 
materials needed to make a 
convincing Mortgage Insurance 
presentation. It is one of four 
similar Kits, each based on field 
tested procedures which accel- 
erate the sales effectiveness of 
the career life underwriter. 


FOUNDED IN 1867 IN DES MOINES 


men EQUITABLE 


LIFE INSURANCE COMPANY OF IOWA 
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Alice Roche Hare Retiring 
From Provident Mutu, 


ALICE ROCHE HARE 


Alice Roche Hare, CLU, director oj 
education of Provident Mutu 
Life, the second woman to be made a 
officer in the history of that company 
will retire at the end of the month. Her 
work has been outstanding. Starting 
with one of the leading agencies of the 
company she organized a service bureai 
and became manager of a department oi 
sales promotion. She originated and ex- 
ecuted the first organized direct mail 
service offered by a life insurance 
agency. Her fine work in connectiot 
with direct mail won her for three 
consecutive years the Silver Trophy 
awarded by the magazine, “Printed 
Salesmanship.” 

Mrs. Hare was president of the Phile- 
delphia chapter of CLU and a director 
of American Society of CLU. She servei 
as chairman of numerous CLU commit: 
tees, as well as those of NALU ani 


Philadelphia Life Underwriters Associ: 
tion. An unusually able speaker she als 
has written numerous insurance articles 
including some for The Eastern Under 
writer. At the present time she is wrt 
ing a book on a phase of life insurance 
She plans to open an office of her ow 
in connection with sales activities and 
do general consultant services. 


sales 


Mutual Benefit Appoints 
T. M. Lemly in Memphis 


Theron M. Lemly has been appoinie’ 
general agent in Memphis for Mutu 
Benefit Life, Newark. He will assume 
his new duties on November 1, succee*” 
ing Lloyd Ramsey, who has resigned * 
general agent. Be 

Mr. Lemly has been in the life ist" 
ance business for 17 years, the last oe 
with the Home Life as manager of ™ 
Memphis office. He is a graduate ‘ 
Millsaps College, Jackson, Miss. an¢.* 
veteran of World War II. As a captal 
in the Army, he served 27 months oad 
seas in Africa, Italy, France and Al 
many. He received two unit citation 
for his part in the African and Germ! 
campaigns. 
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At Rye, N.Y. 








Success Building Factors 


Outlined by R. B. Evans 


“Rarely can a supervisor build a sub- 
ordinate beyond his own level, for like 
pegets like.” Richard B. Evans, presi- 
jent of Colonial Life, took this as the 
theme of his featured address before a 
meeting of LIAMA’s 
\ssociation at Rye, N. Y. 
“He suggested that “if we are going to 
puild an agency of successful men we 
ourselves must be successful. If we want 
these men to have a thorough ‘know- 
how’ of the business, we must have that 
‘now how.’ If our men are going to 
have proper work habits, we must have 
them. If they are going to have the 
proper attitudes, we must have them and 
so on through every measurable con- 
tributory factor that goes to build up 
success. ‘ 

“Tt is obviously important to manage- 
ment,” Mr. Evans said, “to determine as 
soon as possible after a new agent has 
entered his career program in our great 
business, just what his own personal ap- 
praisal of success in his life’s career 
might be. It is really only then that we 
in supervision can determine intelligently 
how to direct and motivate this man. 
One of our great problems is the ap- 
parent failure and loss of men after 18 
months or two years, during the early 
part of which period they have held 
every promise of being ‘balls of fire’ with 
substantial sales records, good persist- 
ency and earnings, then suddenly, lose 
the ‘pick-up’ power and interest in main- 
taining, or improving upon, the basis 
they had established earlier, upon their 
introduction to the business.” 

Mr. Evans pointed out that there are 
many men who apparently have the po- 
tentials for success in the life insurance 


Atlantic Alumni 








eer °'H® business to leave the business discour- 
Mutua aged and disheartened about the possi- 
made an bilities for success. He suggested two 
company possible causes for this. “First, I believe 
oh He that in recent years too much emphasis 
ag has been laid by company agency man- 
Starting agement on recruitment and expansion 
es of the MR of agency personnel and has most un- 
e burew ME fortunately forced an overconcentration 
tial of of attention by field agency supervision 
in this area of agency personnel build- 
| and ex- ing. Second, the unfortunate assumption 
ect mall on the part of the agency manager and 
insurance his assistants that once a man appears 
nnection AE (2 De Well on his way toward the build- 
ing of a successful career in our busi- 
or three BR ness, he can stand pretty well on his own 
Trophy feet and they, in turn, can start chasing 
“Printed the rainbow’s end of an agency of a staff 
of larger numbers personnel-wise. 

; “There is a real need for supervisors 
1€ Phil in our business to sit down with them- 
director selves and attempt to evaluate, in their 
1e served own minds, what their true measurement 
commit: of success of an agency performance 
LU ani truly is,’ Mr. Evans said. 

Associe- E 

she as Ralph H. Rice Tells of 

» articles . ° 

Tae Tools Used in His Agency 
is writ: “The best supervision in the world is 
surance misplaced on the man who‘should not be 
her own in our business in the first place,” was 
s and to the conclusion of Ralph H. Rice, Jr., 


Prudential manager in Philadelphia, be- 

tore LIAMA’s Atlantic Alumni Associa- 

tion. “Many hundreds of thousands of 

dollars have been spent on supervision 

S ot poorly selected agents, which merely 
his prolonged by a few months or a year 
mp their existence in the business.” He said 





pointe! MM "e thought the life insurance business is 
Mutua! hot unique in this regard. 
assume 7 While admitting that everyone makes 
succeed- ‘ome mistakes in selection, he suggested 
gned as that “we should recognize its importance 
and its definite bearing on supervision,” 
e insu: Mr. Rice said. “If you have a good man 
st sevel ‘0 start with, your supervision in the 
of the tatly days and ‘over the years is inter- 
uate 0! “sting and rewarding.” Terming super- 
, and vision “a continuous process,” he said 
captall he had “never known of an agency where 







1s over” supervision was too thorough over a pro- 
1d Ger — period of time.” 
tation Jescribing five supervisory tools used 





Germa! 





Sales Method Index Study 
Discussed by Dr. Weitz 


Results from the use of a research- 
developed supervisory tool were de- 
scribed by Dr. Joseph Weitz, research 
associate for the Life Insurance Agency 
Management Association, at the Atlantic 
Alumni Association Conference in Rye, 
New York, last week. 

Dr. Weitz discussed LIAMA’s recent 
study in one company to evaluate the 
Sales Method Index. “All agencies in 
the company were divided into two 
groups,” he explained. These two groups 
were matched to make them as near 
alike as possible. One group was then 
asked to use the SMI with every agent 
for one year and managers in those 
agencies were urged to cooperate with 
LIAMA. 

Here is what happened. “Average 
monthly production for SMI agents in 
the six months before the study started 
was $21,000 and increased to an average 
of $24,800 during the year of the study. 
The corresponding figures for the non- 
SMI agents were $21,800 before and 
$22,000 for the vear following. 

“Thus the SMI agents showed a 17% 
increase in production whereas the non- 
SMI agents had only 1% increase,” Dr. 
Weitz said. “While 63% of the SMI 
agents increased their average monthly 
production, only 41% of the non-SMI 
agents increased theirs.” 

To determine the effectiveness of the 
SMI for agents at different production 
levels, Dr. Weitz explained that “we 
divided the agents of both groups into 
three production levels.” Results proved 
that the SMI helped agents who have 
previously been producing less than 
$25,000 per month but had no effect on 
the performance of agents producing 
more than that at the start of the study. 
“The agents in the SMI group who were 
originally producing below $25,000 per 
month increased their monthly produc- 
tion, whereas the agents in the non- 
SMI group who also were originally pro- 
ducing less than that amount decreased 
in their rate of monthly production. 

“The SMI appears to be most helpful 
to agents with low production the 
very group who need help the most,” 
Dr. Weitz concluded. He acknowledged 
the excellent results from using this su- 
pervisory tool in one company, but 
pointed out that there is no guarantee 
similar results would be obtained under 
all conditions. 





in his agency, Mr. Rice said that he felt 
that their importance lies in the fact 
that they deal with specifics, not gen- 
eralizations. Three tools are for the 
agent, two for the assistant manager. 

1. Agent’s Blue Print analyzes work- 
ing habits of the agent and shows where 
improvements can be made. The agent 
and manager discuss all phases of the 
agent’s operations and each week a 
follow-up interview is conducted. 

2. Agent’s Monthly Progress State- 
ment shows the agent whether he is 
ahead or behind his objectives, compar- 
ing his production with his quota. 

3. Weekly Progress Report is com- 
pleted by all agents during their first 
three years in the agency. This gives a 
complete picture of their activities for 
the week: number of face calls and in- 
terviews; written and paid business. 
Each week management discusses with 
the agent this report in which patterns 
of strength and weakness show up 
readily. 

4. Assistant Manager’s Weekly Report 
covers field work with agents in his 
unit; office drill and rehearsal; office 
conference, recruiting activities; com- 
ments on each agent and his work 
habits. In addition, the assistant mana- 
ger writes down his plans for the next 
week to help him better organize his 
work. 

5. Assistant Manager’s Monthly Prog- 
ress Statement, like the agent’s, visually 
shows the assistant manager whether he 
is ahead or behind his goals. 


Term Has Place in Plans, 
Opinion of Donald Smith 


“No good will come in reducing Term 
sales, _but rather, improvement must 
come in promoting permanent sales of 
life insurance,” Donald W. Smith, gen- 
eral manager for New York Life’s Lin- 
coln_ branch in New York City, told 
LIAMA’s Atlantic Alumni Association. 

Speaking on “Marketing for Money,” 
Mr. Smith pointed to three results in 
his agency from “learning all we could 
about the proper use of term.” He said: 
“We increased our business; we were 
better able to guide our associates; we 
also have gained a healthy respect for 
the place of Term in our plans.” 

He spoke of Term as “a good product 

. with an important and definite place 
in our sales portfolio.” 

Describing his agency training pro- 
gram, Mr. Smith said “we consider it 
vitally necessary to feed well-thought- 
out and stimulating ideas that will lead 
the agent into (1) better job satisfac- 
tion, (2) better markets, and (3) better 
quality and quantity of sales.” 

He called CLU training “a must” and 
described the value of group work. 
“Every agent is encouraged to join a 
group generally not larger than four or 
five. When he finishes one we start 
him on a new one. We encourage one 
of the group to be the leader, and keep 
the leadership rotating so everyone has 
a turn at being ‘important.’ We find 
that our agents like these courses, they 
like the activity pattern, and their in- 
terest and enthusiasm is kept at a fine 
level.” 

The importance of training the man- 


agement team was stressed by Mr. Smith. 


who described his regular bi-monthly 
staff meetings. “These meetings give the 
general manager a necessary opportunity 
to appraise the quantity, quality and 
spirit of the work of the entire manage- 
ment team.” 


Sales Method Index a Must 


In Supervision Says Kinsey 
“The Sales Method Index is of un- 
usual benefit as a direct supervisory 
tool,” Harold E. Kinsey, assistant gen- 
eral agent in Cleveland, Ohio, for Massa- 
chusetts Mutual, told the meeting of 
LIAMA’s Atlantic Alumni Association 
Conference in Rye, N. Y. Mr. Kinsey 
gave a factual report of what happened 
in his agency during the first year of 
using the Association’s SMI to study the 
work habits of his agents. 

“The SMI shows the supervisor where 
to start working with the agent,” Mr. 
Kinsey said, “and it provides this in- 
formation in the first 20 cases.” 

The speaker gave the case histories of 
six men in his agency which was in the 
test group for the LIAMA evaluation 
study on the new Sales Method Index. 
During the study period these six men 
raised their production 115%, 51%, 9.6%, 
26%, 38% and 97%, according to Mr. 
Kinsey. In six months following the 
termination of the study, when the 
agents no longer used the SMI, two of 
the agents have continued to increase 
their production, four have decreased. 
“Those decreasing are now getting back 
on the production trail, however.” 

Will the SMI lead to self-supervision 
by the agent? Mr. Kinsey does not want 
it to do this as he believes that there 
is no substitute for direct supervision. 
He said that he believes the SMI can 
be very effective with veteran agents 
but that the agent must want this help. 

“T believe that the SMI is absolutely 
a must with all new agents,” Mr. Kinsey 
emphasized. He will definitely use it in 
his agency. 

Mr. Kinsey said that he particularly 
emphasizes the conference between the 
agent and supervisor after every 20 case 
sections of the SMI are completed. He 
feels that the SMI summary should be 
then completed together. “This way,” 
the speaker said, “faults can be corrected 
before they become too serious.” 





Edwin H. May President 
Of Atlantic Alumni Assn. 





EDWIN H. MAY 


Edwin H. May, manager in Hartford 
for Phoenix Mutual Life, 
president of the Atlantic Alumni Asso- 


was elected 


ciation, an organization of more than 
1,200 east coast graduates of LIAMA 
Schools in Agency Management. He 


Kent 


agent in 


succeeds L. 
Life 
Thayer Quinby, general agent for Co- 
lumbian National in Boston, was elected 
vice president. Mr. May and Mr. Quinby 
shared the presiding role during a two- 
day meeting devoted to “Supervising for 
Success.” 


Babcock, Jr., Aetna 


general Philadelphia. 


Paul L. Guibord, general agent, Mutual 
Benefit, Newark, was elected secretary- 
treasurer. 

Mr. May joined the Hartford agency 
of the Phoenix in 1929 and became its 
manager in 1937. For many years this 
has been one of the leading agencies 
within the company. 


Supervision Continuous, 


View of Kent Babcock 


“Supervision of life insurance sales- 
men must be continuous and probably 
without end,” was the conclusion of L. 
Kent Babcock, Aetna Life general agent 
in Philadelphia, who keynoted a meet- 
ing of LIAMA’s Atlantic Alumni As- 
sociation, October 20, at Rye, N. Y. Mr. 
Babcock completed his term as president 
at this meeting. 

Noting that “continuous supervision is 
not a particularly pleasant thought,” Mr. 
3abcock said, “it is probably just as 
unpleasant to the man being supervised 
as it is to the agency manager or to 
the supervisor.” But, he added, “we may 
as well face it.” : 

He cited two common problems in 
supervision. One is too early relaxation 
of supervision; the other is supervising 
all men on the same basis. 

“We have talked to the new man 
about being in business for himself. We 
hope he is adult enough to do the things 
necessary to attain his goals. After a 
few weeks we begin to relax the dis- 
cipline. There is less joint field work 
—fewer training sessions—fewer confer- 
ences—a bit of relaxation in demanding 
necessary reports. It seems to me this 
happens either at a time when the new 
man still possesses lots of enthusiasm 
for his new career or, because of his 
enthusiasm, he is doing well—better than 
enough to meet the validation schedule 
required by his financing. The result is 
the trouble starts before the supervisor 
realizes it.” 
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Notable Japanese Group In Study 
Visit To Metropolitan Life 


Front row, |. to r.: Alfred J. Ronk, project manager, International Cooperation Ad- 


ministration; 


Ichiro Yano, president, Dai-Ichi Mutual Life Insurance Co.; Frederic 


W. Ecker, Metropolitan president; Taizo Ishizaka, president, Tokyo Shibaura Elec- 
tric Co., Ltd.; Frederick H. Ecker, honorary chairman, Metropolitan; Kiichiro Satoh, 
president, Mitsui Bank, Ltd. 


management study 
has been on a five-week 
mission in the United States, obtained 
overall view of techniques and manage- 
philosophy in the American life 
business through a day-long 
conference Frederic W. Ecker, 
Metropolitan Life president, and other 
company officials at the Metropolitan’s 
home office in New York. 

The delegation is made up of 14 lead- 
ing Japan’s industry, 


finance, 


The 
group 


Japanese top 


which 


ment 
insurance 
with 


representatives of 
education and governmental ad- 
The study project is under 
the auspices of the International Coop- 
Administration, project manager 
of which is Alfred J. Ronk of the ICA’s 
industrial training division. 

The delegates were greeted by Presi- 
dent Ecker and Samuel Milligan, senior 
vice president. Mr. Ecker opened the 
morning session with a discussion of 
the general relationships between the 
business and the national economy. The 
discussion was amplified in detail by 
industry-wide statistics from William A. 
Berridge, the company’s economist. 

Other portions of the program were 
presented by Cecil J. North, vice presi- 
dent in charge of field management; 
Arnold RK. La Force, second vice presi- 
dent in investments ; Norman Carpenter, 
second vice president in charge of city 
and Charles A. Siegfried, 
president in Group insur 
ance. During the afternoon session the 
delegates were shown a motion picture 
on the Metropolitan’s housing projects. 

Present at a luncheon tendered the 
delegation, in addition to the officers 
already named, were Frederick H. Ec- 
ker, honorary chairman of the Metro- 
politan’s board; Harry C. Hagerty, fi- 
nancial vice president; William J. Bar- 
rett, the company’s secretary; Dr. Earl 
C. Bonnett, medical director; and Glenn 
Rogers, second vice president. 


ministration, 


eration 


mortgages; 
second vice 


Members of the Japanese Group 


In addition to those shown in front 
row of the accompanying cut the mem- 
bers of the Japanese group were: 

Naokazu Ishiguro, manager, interna- 
tional department, Tokyo Shibaura Elec- 
tric Co., Ltd.; Chohei Asada, president 
and director, Kobe Steel Works, Ltd.; 
Harushige Inoue, of the Japan Science 
Council; Teiichi Kawakita, president, In- 
dustrial Bank of Japan, Ltd.; Ichiro 
Nakayama, president, Hitotsubashi Uni- 
versity; Nobuo Noda, dean of the Fac- 
ulty of Politics and Economics of Seikei 
College. 

Also, chief of the 


Susumu Morota, 


international department of the Japan 
Productivity Center; Ichiro Oshikawa, 
chief of the Economic Research Insti- 
tute of the Osaka Prefectural Govern- 
ment; Seiichi Tobata, director of the In- 
stitute for Research in Agriculture, Min- 
istry of Agriculture; Hisatsugu Tokun- 
aga, director of the Enterprise Bureau, 
Ministry of eggs ae Hm Trade and 
Industry; Hirosi Yaskawa, president, 
a Electric Manufacturing Go., 
std. 


‘and 


Raymond Johnson Sees 
Big Future Growth 


NEED MORE MEN PER OUTLET 


New York Life Vice President Views 
Possibilities of Growth Before 
ALC in Chicago 

A life insurance company grows only 
as its sales and in-force grows; the need 
is more salesmen to establish more sales 
outlets and to increase the sales of the 
salesmen, to secure more 
These were some of 
the points stressed by Raymond C. 
Johnson, vice president of New York 
Life, in a talk before American Life 
Convention in Chicago recently. Not- 
withstanding the remarkable record of 
growth of life insurance in the past, he 
believes an even greater record can be 
marked up in the years ahead. 

Mr. Johnson declared that the aver- 
age American family is “pitifully under- 
insured measured against today’s in- 
creased incomes and living costs; last 
year with all our sales and growth, the 
average American family had _ only 
enough life insurance to continue its 
income for less than one year and four 
months,” 

Answering the question: 
surance continue to grow? 
son said: 


established 
sales per outlet. 


Can life in- 
Mr. John- 


How Life Inurance Grows 


“Our competition is with two-tone 
hardtops and _ split-level ranch houses 
go-now and pay-later trips to 
Europe. They have been getting more 
and more of our share of the consumer’s 
dollar. 

“But—and this is the difference—un- 
like most other businesses, we are not 


Reporton LIAA-ALC Joint Committee 
On SS Presented by Fitzgerald 


president, North- 
Mutual Life, is chairman of the 
Association of America- 
American Life Convention Joint Commit- 
tee on Social Security. In his report to 
American Life Convention in Chicago as 
chairman of the committee, Mr. Fitsgerald 


Edmund Fitzgerald, 
western 
Life Insurance 


said : 


At the beginning of this year, it was 
widely believed that 1955 would see no 
active efforts to further expand the Fed- 
eral Social Security legislation. The old- 
age and survivors, insurance program 
(OASI) had been substantially expanded 
aa liberalized by Congress in 1950, 
1952, and 1954; and there seemed to be 
no need or reason for further change 
for at least several years. 

However, in the closing days of Con- 
gress several members of the House 
Ways and Means Committee developed 
a number of proposed amendments to 
the OASIT legislation, which were intro- 
duced as H.R.7225. The two chief pro- 
posals of the bill are, (a) a reduction in 
the retirement age for women workers, 
wives, widows, and female parents from 
65 to 62; and (b) the provision of 
monthly cash benefits for covered work- 
ers aged 50 or more, if under an ex- 
tended disability. It is estimated that 
the bill, if adopted, would add a cost 
burden mounting gradually to an addi- 
tional $3 billion a year, with total OASI 
costs eventually exceeding $30 billion 
annually, 

Without public hearings, the Ways 
and Means Committee approved the bill 
by a vote of 21 to 3 on July 12. On July 


18 the bill passed the House by a vote 
of 372 to 31. It was then referred to the 
Senate Finance Committee which, in 
view of the pending adjournment of 
Congress, decided to postpone final ac- 
tion until next year. 


Miller Chairman of Subcommittee 


Prior to these developments, the Joint 
Committee on Social Security had held 
a meeting on May 19. Then, with the 
sudden appearance of the Congressional 
proposals, a subcommittee with respect 
to them was created. This subcommittee, 
under the chairmanship of John H. Mil- 
ler, held a meeting on June 14. Shortly 
thereafter, Mr. Miller was in Washing- 
ton and collaborated with officials of the 
Department of Health, Education and 
Welfare in assembling material for the 
letter which then Secretary Hobby sent 
to the Ways and Means Committee 
chairman on June 21, raising a number 
of questions concerning the desirability 
of the bill. In the absence of open hear- 
ings in the House, there was no oppor- 
tunity for additional action by the Joint 
Committee. 

When the bill reached the Senate Fi- 
nance Committee, the Joint ALC-LIAA 
Washington office sent a letter to Sena- 
tor Byrd, the Finance Committee chair- 
man, requesting that open hez arings on 
the bill be held, prior to action on it, 
and that a life insurance witness have an 
opportunity to appear. 

It seems clear that the finance com- 
mittee will hold public hearings on the 
measure early in 1956, and that a life 
insurance witness will h aye an oppor- 
tunity to appear. The Joint Committee 


RAYMOND C. JOHNSON 
limited by the demand for our produc 
because there is no demand for life in- 
surance—in the ordinary sense. Let me 
illustrate. If every life insurance agent 
in America, starting tomorrow morning, 
took a three months’ vy: ication, we 
wouldn’t sell enough life insurance in 
the next three months to pay for the 
ink on the applications we wouldn’t use. 
Our agents create the demand for life 
insurance. When they stop creating, we 
stop selling. 

“When a man is hungry, he buys food; 
when he needs clothes or shelter or 
transportation, he buys a suit or rents 
a house or purchases a car. If we were 
engaged in selling milk or shoes or seal- 
ing wax, there would be very real limi- 
tations on our growth—except for keep- 
ing up with the population increases—or 
getting more than our share of the to- 
tal demand. 

3ut life insurance has always been 
different; we are not limited to ‘demand’ 
Our agents create the demand in person- 
to-person interviews. Since no one (who 
can buy life insurance) really thinks he 
will ever die or be old and _ penniless, 
our prospect feels no immediate need for 
the benefits of life insurance. To make 
the sale even more difficult others say 
to our prospect, ‘Enjoy now and pay 
later’; we have to say to him, ‘Pay now 
and enjoy later.’ It is only when an 
agent makes a prospect feel the imme- 
diacy of this need that a demand is cre- 
ated and he becomes a buyer of life in- 
surance. Yes indeed, we create our own 
demand! 

“So what? Just this—additional sales 
outlets in other industries do not always 
mean greater total sales for that in- 
dustry. Often the law of diminishing 
returns takes effect. In some other in- 
dustry, one company with additional 
sales effort and expenditures may seize 
a larger piece of the pie but the pie 
itself does not grow in size. In life in- 
surance more selling creates more de- 
mand; we can make the pie bigger, and 
all can have bigger pieces. 

“So let’s go back to that original ques- 
tion—how does a life insurance company 
grow? We will all agree it does not 
come about by building larger home 
offices or buying more business machines 
and electronic computers or adding to 
the personnel in the head office, as ie 
essary and desirable as these may be. 
seems to me these are a result of ne 
than a cause of growth. 

“Nor does it come from competitive 
policies nor hard-selling advertisements 
nor hard-hitting sales promotion, 4 
helpful as these alv jays are 

“The simple truth is a life insurance 

company grows only as its sales and it- 
force business grow.” 





and its subcommittee pl: in to hold meet 
ings before that time for the purpose 0 
formulating recommendations on the p& 
sition to be taken by the witness. 
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“INSIDE JOB” 


For years this Company’s slogan has been “Penn Mutual jobs for Penn Mutual 
Men.” We like to select promising candidates from our field force and 


“raise” them for future management responsibilities as General Agents. 


To insure having the right man for the right job when a General Agency 
post is to be filled because of promotion, retirement, expansion or other 
reasons, the Company maintains a constant pool of ten General Agents 


in Training at the Home Office. 


These young men are selected impartially from all sections of the country. 
A good personal production record, successful supervising activity and an 
aptitude for management are the best recommendations. After twelve months 


Back of Your 
Independence 
Stands The 
PENN MUTUAI. 


of intensive training in Home Office operations, fundamentals of agency 
management and actual field assignments for practical experience they are well 


equipped to assume the greater responsibility of management work. 








Promotion “‘inside the family” is an old and honored custom 


at The Penn Mutual. 





THE PENN MUTUAL LIFE INSURANCE COMPANY ¢ Independence Square, Philadelphia, Pa. 
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Mutual Benefit First 
Year Leaders to Meet 


52 TO BE AT ANNUAL MEETING 


Will Be Held Nov. 2-4 at St. Moritz 
Hotel, New York, and at Company’s 
Newark Home Office 





Fifty-two leading first-year agents will 
attend the 1955 First Year Leaders Club 
meeting of Mutual Benefit Life, to be 
held November 2-4, at the St. Moritz 
Hotel in New York and at the company’s 
home office in Newark. 

Director of Agency Administration H. 
Douglas Palmer, meeting chairman, will 
open the business session on Thursday 
morning and will be followed by Second 
Vice President and Director of Agencies 
Charles G. Heitzeberg, CLU, who will 
officially welcome the group. 

In the first session Director of Field 
Supervision Wilbur E. Hintz will dis- 
cuss “Prospecting in 1956.” This will 
be followed by a round table discussion 
on “You Incorporated” led by Thomas 
J. Munn. In the afteroon a round table 
discussion on sales aids will be led by 
Douglas W. Johnson. 

\ feature speaker in the morning will 
be Harold M. Covert, Jr., a member of 
the company’s first First Year Leaders 
Club in 1946. He will describe his expe- 
riences since 1946 which have led him to 
life membership in the Million Dollar 
Round Table and many other honors. 

Company President H. Bruce Palmer 
will wind up the day’s business by dis- 
cussing the importance of the First 
Year Leaders Club members to the com- 
pany and forecasting their future in the 
life insurance business. 

At the banquet Thursday evening, Sec- 
ond Vice President and Director of 
Agencies Charles G. Heitzeberg, CLU, 
will act as toastmaster, introducing Gen- 
eral Agent Laurence W. McDougall, 
CLU, who will have three leading first- 
year agents at the meeting. Mr. |Mc- 
Dougall, who is the evening’s speaker, 
is general agent of the Cleveland agen- 
cy, one of the Mutual Benefit’s leading 
agencies. 

Plaques will be presented to Stanley 
Lampert, New York-Huber, as Club 
earnings leader; to William House, Man- 
chester, as volume leader; and to Lau- 
rence C. Krehbiel, Wichita, lives leader. 
Diplomas also will be awarded to Club 
members. 

On Friday, the group will travel to the 
home office where two of the top award 
winners—William House and Stanley 
Lampert—will speak. Their talks will be 
followed by a round table on “Tomor- 
row’s Markets” moderated by Director 
of Training Francis L. Merritt, CLU. 

Agents and their wives will meet with 
company executive officers at a luncheon 
to hear a talk by Agency Vice President 
Richard E. Pille. After the luncheon, 
the agents will be taken on a tour of the 
building by staff assistant to the presi- 
dent Mildred F. Stone, CLU, and Miss 
Malvine Mills of the agency department. 


New Annual Sales Record 
For Northwestern Mutual 


A new annual sales record appears al- 
most certain for the Northwestern Mu- 
tual Life, said President Edmund 
Fitzgerald, who made the prediction as 
he announced a new nine-month record 
of $435 million, a 914% increase over the 
previous high, set last year. The com- 
pany’s 1954 sales total was $535 million. 
Now nearly $38 million ahead of last 
year’s pace, the company’s 1955 sales 
could exceed $600 million. 

Last month also marked the highest 
September sales in the company’s 98 
year history. The total of $45% million 
is 16% over last year’s figure and ex- 
ceeds the 1950 record by $1% million. 

The company’s leading general agency 
for the month was that of F. R. Horner 
of Madison with sales totaling nearly 
$134 million. The runner-up spot was 
taken by the Stumm & Roeder agency 
of Aurora, Illinois. 
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_ _Plans for construction of a new home office building are announced by Howard 
S. Wilson, president of Bankers Life of Nebraska. The new building site will be 
located in suburban East Lincoln at the corner of Cotner Boulevard and O Street. 


According to the company’s present plan construction is scheduled to begin 
during the summer of 1956. The building will be of altered “T” shape in design. 
The main portion of the new structure will be two stories high, plus a ground floor, 
with a frontage measurement of 363 feet. This portion of the structure will be 72 
feet in depth. At its deepest part the building will measure 258 feet in depth. The 
center portion of the building will provide for a third floor on which executive 
offices will be located. On this level there will also be a mechanical equipment 
penthouse which will house air-conditioning and elevator tower equipment. 


Architects for the building are Unthank & Unthank of Lincoln. Shreve, Lamb 
and Harmon Associates, New York, are consulting architects. 


VU. TSroker — 


YOU HAVE THE CLIENTS, 
WE HAVE THE GOODS... 





It’s that simple and the most logical 
reason in the world why we should get 
together. 


Your policyholders look to you for 
complete insurance service. You, Mr. 
Broker, can look to State Mutual for a 
full line of life, non-can sickness and 
accident and group plans. 


We'd like you to become familiar 
with our S & A disability policy de- 
signed especially for key employees. 
Because of the favorable tax advan- 
tages, for both employer and employee, 
this protection sells easily and stays 
sold. And you'll like the commissions! 
Why not ask our nearest agency, or 
write directly to our Home Office, for 
a copy of the folder “How Long?” 
which will help you take advantage of 
this new sales opportunity. 


STATE-MUTUAL-LIFE 


OF WORCESTER, oe ey 











—— 
C. V. Starr Made Chairman 
Philippine American Lif, 

C. V. Starr, chairman of C. y, Star: 
& Co., Inc., and American Internation, 
Underwriters Corp., has been electej 
chairman of the board of Philippine 
American Life. The post was previous) 
held by the late Paul V. McNutt, wh 
died last March. At a recent meetin, 
the board of directors also elected \;. 
Kathleen McNutt, his widow, as a mem, 
ber of the board. 
_ Philippine American Life is the lea. 
ing life insurance company in th 
Philippines, accounting for nearly hyj 
the total number of policyholders in thy 
Republic, and about 40% of the tot 
business in force. 

The company was recently the subjec 
of a study, made by the National Plan. 
ning Association, Washington, D, ¢ 
which showed how this private American 
investment was serving the economic 
and social interests of the Philippines 
The Philamlife is almost entirely owne; 
by American Life of Delaware, a mem. 
ber of the American International insyr. 
ance groups. 





Excelsior Life of Canada 
Passes $400 Million In Fotce 


Marking the 65th anniversary of the 
Excelsior Life Insurance Co., Major 
General A. Bruce Matthews, it’s pres- 
dent, announced that the amount of lie 
insurance in force now exceeds $4) 
million. 

Ever since it began operations the 
Excelsior Life has been located near 
the General Post Office in downtown 
Toronto, and two of its former home 
office buildings are about to be de. 
molished to make room for the ney 
16-story Canadian Government office 
building and central post office just 
across the street from Excelsior Life’ 
headquarters. 

“There are signs of a rebirth in the 
area east of Yonge and north of Fron 
Streets,” observed General Matthews, 
“and the next five years will demon- 
strate what development effect the sea- 
Way opening is going to have upon the 
business and commercial life of the 
downtown area—as well as_ upon the 
economy of the rest of the city ani 
province.” 


New Guardian Agency 
Opened in Fort Worth 


President James A McLain of Guart- 
ian Life has announced that the com 
pany has opened a new agency in For 
Worth, Texas, under the management 
of Joseph D. King. 

Mr. King, who entered the insurance 
business as an agent in 1949, was 4 
supervisor for another company prior! 
his present appointment. He is a met 
ber of the Fort Worth General Agents 
and Managers Conference and the Litt 
Underwriters Association. 4 

A native of Laurel, Miss. Mr. King 
served with the Army in Europe during 
World War II and was discharged with 
the rank of Captain. He attended Tw 
lane University, Louisiana. 


Great-West Expanding 


erations in Ontario 


Great-West Life Assurance Co. ha 
appointed Leslie Reichardt as manage? 
of a newly-formed branch in Peterbor- 
ough, Ontario. The new branch, which 
will serve a large urban and rural art 
of Central Ontario, began operation 
October 1. It has been organized as ost 
of an extensive program of expamsid! 
by the company in Ontario. mY 

Mr. Reichardt, who joined Great-We 
as an agent in Peterborough in 1 
subsequently was appointed distri 
manager for the company in that city. 

Mr. Reichardt is currently preside! 
of the Peterborough Life Insurant 
Managers Association. 
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Assistant Medical Director 
For Connecticut Mutual 





DR. DAVID LUCHS 


David Luchs, M.D., has been appointed 
assistant medical director of Connecticut 
Mutual Life, it was announced by Peter 
M. Fraser, chairman of the company. 

A native of Marietta, Ohio, Dr. Luchs 
received an A.B. degree in business ad- 
ministration from Marietta College, and 
his B.Sc. degree from Ohio State Uni- 
versity. He received his medical degree 
from McGill University Faculty of Medi- 
cine, Montreal, Canada, in 1950. 

He interned at George Washington 
Hospital, Washington, D.C., and was a 
resident physician in internal medicine 
there and at Mt. Alto Veterans Admin- 
istration Hospital. Since May, 1954, he 
has been civilian medical officer and 
consultant in medicine at Walter Reed 
Army Medical Center, Washington. 





Fidelity Bankers Names 
Richards Vice President 


Harold J. Richards, formerly assistant 
to the president of Fidelity Bankers 
Life, has been elected vice president, it 
was announced by Stanley B. Markel, 
president. The life company is a mem- 
ber of the Markel Insurance Group of 
Richmond, Va. 

Mr. Richards is a graduate of Holy 
Cross College high school in New Or- 
leans, attended Loyola University of the 
South School of Business Administra- 
tion in New Orleans and majored in 
accounting. He is a Certified Public 
Accountant in the State of Virginia. 





Guynn Succeeds Parker 


For Old Line Life 


Paul A. Parker, who -has been associ- 
ated with Old Line Life at the home 
office in Milwaukee for the past 26 years, 
has relinquished his duties as agency 
director, having reached the retirement 
age. His duties have been assigned to 
Forrest D. Guynn, who recently joined 
Old Line Life as director of agencies. 

A veteran of 38 years in the insurance 
business, Mr. Parker had agency sales 
and organization as well as home office 
Management experience before going 
With Old Line Life in 1920. During his 
tenure in office, the agency department, 
sales force and production of the com- 
Pany showed continuous growth. He has 
also been active in insurance organiza- 
ons, including the LIAIMA and _ the 
A.& H. Conference. 

‘ Mr. Parker and his wife will make 
bet, home in Lakeland, Florida, where 
“teal ees in an active capacity as 
ag al agent for Old Line Life. He 
as honored by the company at a fare- 


Ww anne sae : 
= dinner party attended by his asso- 
ates, 


Split-Funding of Pension 
Plans Told by John Hines 


A new trend in split-funding of pen- 
sion plans as a solution for employers 
seeking “to combine the major services 
of an insurance company wiih the major 
services of a trustee,” 
cited by John M. Hines, second vice 
president of Equitable Society, in a talk 
given before the fall conference of the 
Council on Employe Benefit Plans, at 
Hotel Commodore, New York. He said 


corporate was 


that split-funding “gives more flexibility, 
lower net cost and more guarantees than 
can be provided by a fully trusteed ar- 
rangement.” 

Remarking that “some insurance com- 
panies are reluctant to move from their 
traditional role of insurer into this area,” 
and that reluctant to 
see a large share of their funds invested 
in stocks,” he hoped that “both insur- 
ance companies and banks will find in 
split-funding a way of living together 
to give pension plans the advantages 
which each can provide.” 


“banks are often 


Colonial Office Moves 
The Jersey City, N. J., 
of Colonial Life 
larger and more modern offices at 547 
\ve 


nue in Jersey City, it was announced by 


branch office 


recently moved to 
Summit Avenue, corner of Pavonia 


Martin J. Ruane, manager. The Colonial 
Life will occupy the entire second floor. 
The office was formerly located in the 
Trust Co. of New Jersey Building. 

In addition to Manager Ruane, the 
personnel of the Jersey City branch also 
includes two cashiers, three field mana- 
gers and 19 representatives. 





Who'd buy 
Life Insurance at the Automat? 
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pick out a policy with one hand and dessert with the other. 


addition to good, sound policies. 


ENDOWMENT ENDOWMENT 
ATES 0) AT6O 
fe) gilli Mall 

SW FA Sa eh \ 

£ 
SSome people would. They’d like the convenience of being able to 
But for most thoughtful people, nothing will ever replace an honest, 
well-trained life insurance agent able to provide good, sound counsel in 
That’s why, here at Mutual Benefit Life, we’re placing more emphasis 
— not less — on the importance of the life insurance agent. And that’s 

THE 


why Mutual Benefit Life agents are confident of a prosperous future. 


Garnard A. Hamilton, Jr., Gowanda, N. Y., established 
an enviable record the very first year of his association with 
Mutual Benefit Life—and he’s been setting bigger and better 
He makes no “secret” of his secret-— 
the desire to use it for the 
. and good, hard work. 


records ever since. 
the best possible training . . . 
benefit of his clients . . 





Mutual 
Benefit 
Life 


INSURANCE COMPANY 


300 Broadway, Newark, N. J. 
Organized in 1845 


Page 10 


October 28, 1955 








Bankers National 


(Continued from Page 1) 


Million Dollar Round Table: 
Harry J. Boston; George E. Par- 
Philadelphia; A. J. Wohlreich, East 
N. J., and Charles L. Patrone, 
Million Dollar Round 
Chevy 
Puerto 
Kaplan, 
Risman 


W ood- 


bers of the 
Baker, 
ris, 
Orange, 
Hyde *Park, Mass. 
Table eligibles are Claude Booher, 
Chase, Md.; A. R. Calderon, 
Kaplan and S. 
Kass and D. 
and M. J. 


Rico; B. B. 
Hartford; N. D. 
of Medford, Mass., 
nick, Pottsville, Pa. 
New Policies Announced 


business meetings, Ramon E. 
assistant superintendent of agen- 
manager of the accident and 
health department, formally introduced 
the company’s new line of non-can- 
cellable accident and health policies that 
issued for the first time by 
on January 1, 1956. The 
non-cancellable and guar- 
After age 65 


At the 
McCue, 


cies and 


are to be 
the company 
policies will be 

anteed renewable to age 65. 
they are renewable at the option of the 
company, if the insured can meet the 
company’s current underwriting stand- 
ards. Benefits for accident and sickness 
are payable for periods of 12, 24, 60 and 
120 months. Lifetime benefits for acci- 
dent are available. Accident benefits are 
payable from the Ist, 8th, 15th, 31st or 
6lst day. Sickness benefits are payable 
from the 8th, 15th, 3lst or 6lst day. 

The policies will be issued to 
18-60, with or without partial disability. 
The maximum monthly indemnity issued 
will be $400. Optional benefits that can 
be added are: Daily hospital expense 
for as long as 90 days, up to $15 per 
day; miscellaneous hospital expense up 
to $250; and up to $400 for surgeons 
fees as per schedule. 

Special guarantees and features of the 
follows: No house con- 
premiums due while 
disabled are waived if disability con 
tinues after four months; non-aggre- 
gate; recurrent disability considered a 
new claim after six months; non-pro 
rating; no increase in premium after 
being issued; incontestable after two 
years; grace period of 31 days, and only 
exclusion, any loss caused by war, 
undeclared, or by any act 
of war. All other sicknesses and acci 
dents fully covered. 

Mr. McCue informed the two 
that a complete sales kit with proposals 
underwriting instructions, pre 
and brokerage acai 
released to the field 


OP 
ages 


nolicies are as 
finement required ; 


one 
declared or 


PTOUDS 


rates, 
approach material 
ing pieces will be 
on January 1, 1956. 


Other 
John D. 


Changes Coming 


Brundage, CLU, administra- 
tive vice president, spoke at length on 
the many changes that will take place 
on January 1 in the company’s policy 
portfolio. A study was made of the 
Ordinary business paid for in July which 
indicated where changes might be made 
as well as the f new innova 
tions that had been intro 


success of 
previously 
duced. 

The Champion policy, with 
advantages, had a volume twice as 
much as the next leading policv sold 
which was the nreferred risk Ordinary 
life. Of all the policies sold in Tulv, one 
in three had waiver of premium. AI- 
though par for the course, waiver of 
premium rates will be lowered slightly 
on the first of the vear. 

In a few weeks, a 20 Pavment Tife 
a Life Paid Un at 65 will be released 
to the field. These are especially de- 
signed for female risks with lower rates 
account of the more favorable mor 
tality rate for women. The policies have 
a minimum issue of $3,000 

Other important changes for January 1, 
announced by Mr. Brundage were the 
following: Monthly disability income 
will mature the policy of a disabled 
policvowner at age 65 as an immediate 
endowment instead of the disability in- 
come just terminating at age 65, and the 
for this new coverage will be 
than at present. Accidental death 

premiums will be changed to 


its low net 


. + 
cost 


and 


rates 
lower 
benefit 


$1.25 from ages 15 to 49, $1.50 from 
50-54, $1.75 from 55 to 59, and $2 at 
age 60. This is a lower premium below 
age 50, up some over age 50 which is a 
more realistic pricing than the flat 
charge of before. The age limit of 65 
will be raised to 70 on the preferred 
risk Ordinary life, endowment at 83, 
20 payment life, 20 year endowment, the 
Champion, selected risk Ordinary life 
and the single premium Ordinary life. 
Cash values will be increased at all 
durations on the 30 payment life, en- 
dowment at 65, life paid up at 65 and 
endowment at 85. 

There will be no change in the gross 
premiums or dividends which means they 
will be even better values than hereto- 
fore; and incorporating all these changes 
will be a new, easy-to-use rate book 
with policies listed by age instead of 
plan. 

Besides the addition of non-can. acci- 
dent and health and the special women’s 
policies, a complete line of Group cov- 
erages, including life, accident and 
health and major medical will be ready 
for issue some time next year. Mr. 
Brundage concluded by saying: “By my 
count, there will be at least 20 sig- 
nificant changes effective January 1, 
and we hope we have made the right 
decisions which will give you more op 
portunities to sell and your policyowners 
more reasons to buy.” 

H. Carlyle Freeman, 
intendent of agencies, at 
business meeting presented 
special 10 payment life plan 
$50,000 minimum issue and a premium 
that reduces 50% after the fifth year. 
It is expressly designed for funded pre- 
mium plans. Also introduced was a sales 
presentation folder that takes the mys- 
tery out of selling bank fun‘dins ple ins. 
\s far as can be determined, it is the 
first company sponsored presente ition 
piece of its kind, and makes the mer- 
chi indising of the plan easier than 
before. 

At this same session, 


assistant super- 
the second 
the new, 


with a 


3ernard Kaplan 


Gibbs Succeeds Colmery for 
N. Y. Life in Jacksonville 


William G. Colmery has been ap- 
pointed general manager-at-large, and 
Charles L. Gibbs has been named to 
succeed him as general manager of the 
New York Life’s Florida branch office 
in Jacksonville. 

Mr. 
Florida 


has headed the 
branch since 1937, is retiring 
from the company at the end of the 
current year after 44 years of service. 
He previously served with the company’s 
branch offices in Jackson, iss.; Bir- 
mingham, Ala., and Memphis and Nash- 
ville, Tenn. 

Mr. Gibbs began his career with New 
York Life in Jacksonville, starting as an 
organizing agent there in 1927. 

When Mr. Colmery came to Jackson- 
ville in 1937, the New York Life office 
had an annual sales volume of about 
$6,000,000. In 1954 the total volume 
reached more than $30,000,000. 


Colmery, who 





Goldstein Connecticut Agency, 
presented a funded premium 
using the Champion, that 
their agency is selling with great suc- 
cess throughout Connecticut. Figures, 
presentation and sales track were given 
to those in attendance for their use in 
merchandising the plan to young busi- 
nessmen and executives who have an 
excellent potential for future earnings. 

Other highlights of the two conven- 
tions were: an excellent dinner at the 
“500 Club” in Atlantic City in conjunc- 
tion with an entertainment; a motor 
drive along the Florida Keys to Mara- 
thon Key and lunch at the Green Turtle 
in Islamorada; a boat ride through the 
Everglades and Seminole Indian coun- 
try; and the top thrill of all, enjoying 
the luxurious Hotel Fontainebleau, Mi- 
ami’s newest hotel. 


of the 
Hartford, 
presentation 
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Building for 
SECURITY 


In ship design, it is a balance of speed, 


performance and sea-worthiness. 


In life insurance, it is a balance of new 


ideas. progress and sound principles. 


FIDE 


The 
LITY MUTUAL 


LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 


PHILADELPHIA e 


PENNSYLVANIA 





RAYMOND 
COMMERCE 
BUILD! 


Newark, N., J. 
SERVING: 
_ The Insurance 
Industry 


The Raymond Commerce Building 
is recognized as Newark’s leading 
more than 60 


insurance building 


leading insurance companies are 


located here. 


Money - Saving Feature: A fully 
equipped meeting room is available 


for tenants’ use without charge. 


Owner Management 


Raymond Commerce Corporation 


1180 Raymond Boulevard MArket 3-4600 





Director of Training 
For Acacia Mutual Life 


& 
STUART DPD; HECOX 


Acacia Mutual Life has appointed 
Stuart D. Hecox director of training. He 
was formerly director of sales training 
for Mutual Trust Life in Chicago and 
has been in the life insurance business 
since 1945. He started as a personal pro- 
ducer with the Northwestern Mutual in 
their top producing agency, the Charles 
R. Eckert Agency, Detroit. In three 
years he paid for approximately $1.5 
million of business. Appointed organiza- 
tional assistant in the Eckert Agency in 
1948, he resigned i in 1951 to become gen- 
eral agent in Detroit for Mutual Trust 
Life. In June, 1952, Mr. Hecox was 
brought into his company’s home office 
as director of sales training. Starting 
from scratch, he dev eloped a comprehen- 
sive training program which has proved 
highly successful. 

Mr. Hecox attended Wayne Univer- 
sity, Detroit, where he majored in bank- 
ing and finance. He was in the banking 
field for a number of years during which 
time he was associated with the Com- 
monwealth Bank, Detroit. He has been 
active in the Boy Scouts of America and 
Parent Teachers Association. He has 
been chairman of several key committees 
in both organizations and, in addition, 
has taken an active role in various other 
civic enterprizes. He is married and has 
three children, two sons and a daughter. 











28, 1955 


——. 


N. J. 
NG: 
rance 
try 


ilding 
sading 
an 60 


7S are 


fully 
ilable 
urge. 


t 


ration 
3-4600 


al Life 





pointed 
ing. He 
raining 
go and 
usiness 
al pro- 
itual in 
Charles 

three 
ly $15 
aniza- 
ancy in 
1e gen- 
| Trust 
x was 
» office 
tarting 
yrehen- 
proved 


Jniver- 
bank- 
anking 
which 

Com- 
s been 
ca and 
le has 
nittees 
dition, 
; other 
nd has 
ighter. 





October 28, 1955 



























7 medical and nursing authorities 
are recommending home care for more 
and more patients . . . especially if someone 
in the family is skilled in home nursing. 


There are several reasons why home 
nursing is of such great importance now. 
Nearly all of our country’s hospitals are 
crowded. In fact, they care for more than 
20 million patients a year. 

Naturally, doctors, nurses and their as- 
sistants are busier than ever before. So, 
whenever a patient can be adequately cared 
for at home, hospital beds and personnel 
are freed for more serious cases. 


Moreover, the cost of a long hospital 
stay is a heavy financial burden to the 
average family . . . as well as a source of 
worry to the ill person. 


Lengthy hospitalization may also make 


the sick person depressed and even doubt- 
ful of his recovery. These attitudes can 
often be offset when the patient can safely 
and conveniently be cared for within the 
family circle. In fact, familiar home sur- 
roundings and family companionship can 
often help to hasten recovery. 

Fortunately, in such circumstances, home 
nursing can usually be performed ade- 
quately by a family member under the 
direction of the doctor. 

To give the best possible help to an ill 
person, however, the home nurse must 
know how to follow the doctor’s specific 
instructions, and be able to care for both 
the physical and emotional needs of the 
patient. In addition, the home nurse should 
be prepared to make some simple but es- 
sential observations which help the doctor 
determine the patient’s progress. 








Sickness at your house? 


Suppose you had to give home nursing 
care to someone in your family. Would you 
know how to do any of the following: 


1. Could you carry out a doctor’s or- 
ders to observe and record a patient’s 
breathing, or to take his pulse? 

2. Help a sick person overcome fears 
and anxieties? 

3. Persuade a child to take medicine? 

4. Help a bed patient maintain com- 
fortable posture? 

Since illness may occur unexpectedly at 
any time in any family, someone in every 
household should be a qualified home 
nurse. 

You can learn more about home nursing 
skills in free courses given in most com- 
munities by the American Red Cross. 
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LOMA Training Programs 
Praised by G. T. McElwrath 


Leadership training is one of the most 
important responsibilities of modern 
business management and in the life in- 


surance business, Life Office Manage- 
ment Association students and graduates 
are keymen in this work, G. Thomas 


McElwrath, vice president of New York 
Life said, addressing the first fall meet- 
ing of the Society of LOMA graduates 
in New York City. 

“Time is important in developing office 
personnel and a trainee program will 
help business and industry to develop 
department heads in the future,” Mr. 
McElwrath said. “There can be no com- 
plete substitute for years of experience 
and apprenticeship, but organized train- 
ing is the only known means of enabl- 
ing inexperienced personnel to assume 
the responsibilities of management posi- 
tions.” 

Citing the parallel in the development 
of atomic energy, he said that “a num- 
ber of people man the intricate processes 
of converting atomic energy into peace- 
ful pursuits and one of the most impor- 
tant functions within this vast operation 
is its leadership training program—the 
development of men to perform as a 
team for the benefit of mankind.” 

The LOMA students are the fusion 
experts in the area of life insurance 
management, he said, who will determine 
whether the individual company’s lead- 
ership training program will be disturb- 
ing or beneficial. 

“The effectiveness of the application 
of what you learn will determine the 
power of the chain reaction of benefits 
to employes and, through them, to 
agents and policy owners,” Mr. McI:l- 
wrath told the LOMA graduates. 


John Hancock Opens New 


District in Jacksonville 


Further expanding its district agency 
operations in the state of Florida, the 
John Hancock has announced the open- 


ing of a district office in Jacksonville. 
Gilbert W. Roebig, regional supervisor 
in the company’s southeastern territory, 
has been appointed district manager at 
the new office. 
Mr. Roebig was 


assistant manager at 


the Washington, D.C. district for over 
three years during its early period of 
development. He joined the John Han- 


3altimore in 
Washington, 


cock as a district agent in 
1941, and transferred to 


D.C. as assistant district manager in 
1945, He was appointed regional super- 
visor in the southeastern territory in 
1949. 

Associated with Mr. Roebig will be 
assistant district managers Donald W. 


Porter, CLU, and George Barson. 

Mr. Porter joined the John Hancock 
as an agent in Philadelphia in Septem- 
ber, 1948, and has served as assistant 


district manager there since May, 1951. 
He is a graduate of Temple University, 
and the John Hancock’s school for assis- 


tant district managers 

Mr. Barson joined the 
district agent in Youngstown, 
1946, following five years of 
service. His performance since joining 
the company has been outstanding and 
he now holds fortieth place in the Presi- 
dent’s Club 


company as a 
Ohio in 
military 


Home Life Liberalizes 
Military Underwriting 


Liberalized underwriting of military 
risks has been announced by Home Life 
of New York. The liberalizations, which 
recognize “some recent improvement in 
the world picture,” are designed to re- 
turn the company as much as possible to 
pre-Korea underwriting standards. 

The only restrictions remaining, ac- 
cording to Underwriting Secretary 


Robert B. Cunningham, are necessitated 
by training hazards, foreign service and 
other factors applying particularly to 


younger men entering service by 


draft. 


way 


of enlistment or 


Republic National Life 


Announces Four Promotions 

Four promotions have been announced 
by Theo. P. Beasley, president of Re- 
public National Life, Dallas. 

Robert P. Brady has been advanced to 
assistant vice president and actuary, re- 
insurance division. Replacing Mr. Brady 
as reinsurance secretary is Frank Bruns- 
wick, formerly office manager, reinsur- 
ance division. 

Wailand Wilson has been named office 
manager of the reinsurance division, and 
Harold Ball is office manager, policy is- 
sue department. 

Mr. Brady joined Republic National 
Life in 1953, after seven years with the 
consulting actuarial firm of Haight, 
Davis and Haight in Omaha, Nebraska. 
A graduate of St. Thomas College he 
served in the Navy in World War II. 
He is an associate in the Conference of 
Actuaries in Public Practice, a member 
of the Actuaries Club of the Southwest 
and the Fraternal Actuarial Society. 

Mr. Brunswick attended the Univer- 
sity of Chicago and studied business law 
at Chicago Academy. He joined the 
company in 1949. Mr. Brunswick is a 
veteran of the Army Air Corps. 





EMPIRE CAN FURNISH YOU-- 


the tools to do a completely efficient job for your clients. For 
example — EMPIRE’S NEW LOW RATE MORTGAGE 
CANCELLATION POLICY — guarantees a family’s stay 
in their home, while the mortgage moves out! 








Write in confidence to: 


MORGAN O. DOOLITTLE, 


President 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


If you are considering a General Agency, and are interested 
in territory in New York, Ohio or Virginia, write to: 


OR 


DOUGLAS S. FELT, 


Director of Agencies 














REACHES $800,000,000 MARK 

Pan-American Life of New Orleans 
has reached the $800,000,000 mark in the 
insurance in force, which 
total value of insurance 
in force on individual and Group clients 
throughout the Pan-American’s | terri- 
tory. 


amount of 
represents the 





Introducing 
FLEXIBLE, LOW COST 


Supplemental Term 


Here is the ideal contract 


for that client of yours 


whose need for permanent insurance has out- 
stripped his present ability to pay. With low cost 
Supplemental Term added to one of our whole 
life plans, he obtains immediately the total cover- 
age required with the option of placing it all on 
a permanent basis in easy stages. 


A, B, C’s of the new Rider 


Avataste in amounts as high as twice the basic 


policy. 


B sep on low extra premium for seven year period 
with option of renewal at end of period. 


ConvertIBLE without 


evidence of insurability, 


Another important feature is the privilege of con- 


verting in part. 


Our Branch Offices in the following cities will gladly give you 
complete information on Supplemental Term 


BALTIMORE ¢ CHICAGO ¢ CINCINNATI « 
HARTFORD ¢ HONOLULU 


PHILADELPHIA e PITTSBURGH - 


SEATTLE ¢« SPOKANE e 


TH 


e LANSING « LOS ANGELES « MINNEAPOLIS ¢ 
PORTLAND  e« 


DETROIT 
NEWARK 
SAN FRANCISCO 


CLEVELAND « COLUMBUS e 


SAGINAW 


WASHINGTON, D.C, 


MANUFACTURERS 


INSURANCE 





LIFE COMPANY 


81-65 
€ 





mm 


Prudential Opens Ordinary 
Agency in New Brunswick 





JULIUS A. R. RARUS 


The Prudential announced the creation 
of a new Ordinary agency at New 
Brunswick, N. J., under the supervision 
of Julius A. R. Rarus. The agency re- 
places a branch office there which had 
been operated by the company’s Tren- 
ton agency. It will handle sales of Ordi- 
Group and Sickness and Accident 
insurance throughout Middlesex County. 

For the present, the new organization 
will occupy the branch office quarters 
at 5 Elm Row, but a move to larger 
offices will be made later. 

Mr. Rarus’ promotion to agency man- 
ager follows a Prudential association 
which began as a special agent in the 
company’s Trenton agency. He later was 
advanced to a _ division managership. 
Until his present appointment he has 
been directing the Trenton agency’s 
Middlesex County operations. 


nary, 





Pacific Mutual’s New Policy 


A new low cost annual renewable and 
convertible Term policy has been an- 
nounced to the field organization of 
Pacific Mutual Life. Comprising non- 
participating one year Term insurance, 
renewable annually to the co of ten 
years and with attractive onversion 
privileges, the policy is designed specifi- 
cally to meet the problem faced by 
young business and professional men oF 
women, and expanding business organi- 
zations, in need of substantial amounts 
of low cost, temporary protection. — 

The policy minimum is ene a= 
is available at ages 20 through 5 
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Lee Nashem Agency Leads 


Topping all Mutual Benefit agencies 
in September with $1,332,000 of paid for 
tee Nashem Agency is well on its way 
to over $10 million paid for in 1955. 
They have $8,487,000 of paid for to Sep- 
tember 30. Edward J. Winters paid for 
$600,000 of this business. He is director 
of training. 

The Lee Nashem Agency held its 1955 
duel luncheon at the Brass Rail Res- 
taurant recently with guest speakers 
H. Bruce Palmer, president; William 
Ward, vice president in charge of under- 
writing, and Charles Heitzeberg, second 
vice president and director of agencies. 
The Duel is an annual competition held 
by Mutual Benefit Life and this year 
the Miami agency is in competition with 
the Lee Nashem Agency. The objective 
of each agency is $1,750,000 in submitted 
business for the month of October. 

The five leaders in personal paid for 
business for the agency in 1955 are, in 
order, Cy Block; Albert Greenhouse, 
brokerage manager; Edward J. Winters, 
director of training; James Slote and 
Roy Zider. 





Ohio State Life Appoints 
Sutherland and Lumpkin 


Ohio State Life has announced the 
appointment of Richard G. Sutherland 
as director of education and sales pro- 
motion and of Luther L. Lumpkin as as- 
sistant superintendent of agencies. 

Mr. Sutherland formerly was with 
Trans-American Life in Fort Worth as 
director of mortgage life insurance sales, 
and before that with American Bankers 
Life of Florida, in a similar capacity. He 
entered the life insurance industry with 
Connecticut General Life in 1950 as an 
agent in their Hartford branch. He la- 
ter became brokerage sales promotion 
specialist for Connecticut General, help- 
ing to develop their national brokerage 
operation. 

Mr. Lumpkin was formerly Columbus 
general agent for State Life of Indiana- 
polis and national production manager 
for American Farmers Mutual, a mem- 
ber of the Kemper group, operating out 
of Chicago in 13 Midwest and Eastern 
states. He was also field supervisor five 
years for Farm Bureau Mutual. 





New Personnel Director 
Named by Pan-American 


Appointment of John T. Graham as 
personnel director of Pan-American 
Life has been announced by President 
Crawford H. Ellis. 

_A native of Evansville, Ind. Mr. 
Graham attended Evansville College 
prior to entering the Army Signal Corps 
during World War II. He was a volun- 
teer member of an underwater demoli- 
tion team (Frog Men) in the Pacific 
theatre. In 1947 Mr. Grahz um joined In- 
ternational Harvester Co. in Evansville 
as wage and classification analyst. In 
1952 he was transferred to New Orleans 
to supervise wages and salaries in the 
company’s plant in that city. Prior to 
joining Pan-American, Mr. Graham was 
personnel assistant for American Cyana- 
mid Co. in New Orleans. 

Active in business, civic and fraternal 
affairs, Mr. Graham is a member of the 
Personnel Management Association. He 
is a past president of the Gentilly Woods 
Civic Association and is an officer of 


Louisiana Lodge 102, F. & A. M. 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 











enn 








Mutual Benefit in Sept. 


John P. Lyons Named 

John P. Lyons of Madison, Wis., 
been appointed general agent for In- 
dianapolis Life, launching the company’s 
operation in the State of Wisconsin, 
which it entered recently. 

Admission to Wisconsin increases the 
territory in which Indianapolis Life 
operates to ten states. Other states are: 
Indiana, Ohio, Michigan, Minnesota, 
Iowa, North Dakota, Illinois, Missouri 
and Texas. 

A native of Wisconsin, Mr. Lyons is 
a veteran of five years in life insurance 
sales. 


has 


PAN-AMERICAN NAMES HUNTER 

W. Dudley Hunter has been appointed 
general agent in Lubbock, Tex., for 
Pan-American Life of New Orleans, 
according to an announcement by Ken- 
neth D. Hamer, vice president 
agency director. 

Mr. Hunter is a graduate of South- 
western University, Georgetown, Tex. 
and Southwest Texas Teachers College, 
San Marcos, Tex., receiving B.S. and 
M.A. degrees. For four years he taught 
high school mathematics and for three 
years was principal and athletic coach 
of a high school. 


and 








NO NEED 10 
WRITE THIS 
LETTER 


Just Fill in the Following and Send 
to Bill Sieger. 





This Can Mean $$$$$$ to You. 


TEAR OUT AND MAIL 
TODAY FOR FULL DETAILS. 


Providing sound coverage at reasonable cost 
through competent representatives. Bankers CNational’s 
consistent aim since its founding. 


y io" 


Insurance Company 


CO)’ NATIONAL LIFE 


Pe isles 





Training Division Staff of 
Equitable Society Meets 

The training division instruction staff 
of Equitable Life Assurance Society met 
recently for its semiannual home office 
conference. Field instructors based 
throughout the country attended the ses- 
sions which were held from October 13 
to 21, inclusive. 

Clarence B. Metzger, CLU, second vice 
president in charge of training, was as- 
sisted by the following members of his 
staff: Robert C. Yohe, CLU, manager, 
training division; Don A. Gorsline, assis- 
tant supervisor, unit manager training; 
Charles A. Happe; William J. Costello; 
Anne Renzland, CLU, and Margaret F. 

Carlsen, CLU. 

Other officers and home office special- 
ists giving lectures and conducting semi- 
nars included : Joseph L. Beesley, CLU, 
senior vice president in charge of agency 
affairs; Samuel A. Burgess, agency vice 
president; Melville P. Dickenson, assis- 
tant to the president; Merle A. Gulick, 
vice president, group department; John 
H. Muller, vice president, residential 
mortgage dep: irtment; William E. Walsh, 
vice president, underwriting ; Harold J. 
Rossman, CLU, second vice president, 
agency; William R. Cowie, second vice 
president, investments; Albin E. Elander, 
second vice president, agency; R. M 
Thykeson, field vice president; and 
Charles R. Corcoran, second vice presi- 


dent, sales promotion. _ } 
Also Harry A. Lloyd, director of pen- 
sion trusts; Eugene D. Badgley, CLU, 


director of special services; Henry P. 
Green, assistant director, special serv- 
ices; Milton J. Goldberg, assistant su- 
perintendent, agency administration; Dr. 
Norvin C. Kiefer, chief medical director; 
Morton D. Miller, associate actuary ; 
William W. Cramer, CLU, director in- 
dividual accident and health; S. L. Neil, 
individual accident and health; and W. 
W. Bainbridge, manager, salary savings. 

Field instructors who led discussions 
were, G. F. Affleck, J. M. Barnett and 
G. P. Sweeney. 





Alabama Outlaws Tontines 

Following the lead set by South Caro- 
lina and Georgia, Alabama’s Superin- 
tendent of Insurance, Leslie L. Gwalt- 
ney, Jr., has ordered all life insurance 
companies operating in Alabama_ to 
“cease and desist” from issuing tontine 
and semi-tontine policies “not later than 
March 15, 1956.” 

It was further “ordered that none of 
these policies shall hereafter be filed and 
approved for issuance in the State of 
Alabama from now until the effective 
date of this — 

Superintendent Gwaltney’s directive 
followed a series of conferences held by 
him with various representatives of the 
Life Underwriters Associations of Ala 
bama. These conferences were the re 
sult of several resolutions submitted to 
the Superintendent of Insurance by the 
Underwriters Association of Alabama, 
condemning the issuance of tontines and 
semi-tontines in that state. 


Tontine policies were outlawed last 
December in South Carolina and_ last 
August in Georgia by rulings of their 


Insurance Commissioners 
Five other states—Alabama, Utah, Ne 
vada, North Carolina, and Maine--have 
passed this year the model anti-tontine 
bill developed by the National Associa 
tion of Life Underwriters. 

In —— tontine policies, 
tendent Gwaltney stated: “This also in 
cludes illustrations in connection with 
any policy of life insurance shown to the 
prospective buyer regarding profits to be 
made or expected through the invest 
ment of such funds in other 
special investments.” 


respective 


Superin 


stocks or 





Woodward, Ryan, 
Sharp & Davis 
Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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W. R. Bonner to Retire as a 
Brokerage Mgr. in Prudential 


R. BONNER 


WILLIAM 


Willia 


metropolitan 


m R. Bonner, well kn n among 


insurance brokers and in 
war veteran circles, is retiring November 
] as brokerage 


manager in the Knicker 
Agency of The Prudential In 
surance Co. of America 2t 25 Broed 
New York. 
Mr. Bonner’s first 


Prudential was in 


pbockel 


pireet, 
connection with The 
1927 


Stewart, 


when he joined 
& Will, 
com 
\gen- 


anid 


Hencken 


he firm 
Inc., then general agents of the 
pany operating the Knickerbocker 
cy. His job was the procurement 
training of life insurance agents. He was 
moted to assistant manager of 
that agency, and when Richard N. Mc 
Fadden was designated as manger in 
charge of the Knickerbocker Agency in 
1953, Mr. Bonner continued with him as 
brokerage manager. During his years 
with the agency he has been responsible 
for the licensing of over 500 agents for 
The Prudential among his many insur 
ance broker friends. 

Prior to joining Stewart, Hencken & 
Will, Mr. Bonner was an underwriter for 
the North British & Mercantile and 
later served as production 


later p? 


e 






manger for 
Norwich Union Fire in New York City 

Cited for bravery in World War 1, 
Mr. Bonner served with the 77th Divi- 
sion and saw action in the Argonne For 
est, Veile River and the Argonne Muse 
| France. After the war he 
was elected president of the 77th Divi 
\ssociation, Inc., the induction be 


sectors oft 


sion 


ing conducted by the late Robert B 
Patterson, who served as Secretary of 
War. 

In World War II Mr. Bonner as a 
rember of the speakers’ committee of 
the U. S. Treasury Department organ 


ized war bond rallies throughout Greater 


New York and was personally respon 
sible for the sale of over $5,000,000. in 

ir bonds. He also organized rallies and 
served on Red Cross and Beekman 
Street Hospital committees. He was an 
wreanizer of Insurance Post No. 1081 of 
American Legion and served as Com 
mander, Likewise, he was a_ charter 
member of the Insurance Square Club 

Mr. Bonner will continue in life insur 
ance on a personal sales basis with 
the Knickerbocker \gency. 


Conn. Mutual Cashiers Meet 

Eighteen general agency cashiers from 
throughout the country attended the 
recent annual cashier’s conference at the 
home office of Connecticut Mutual Life 
in Hartford. 





Dr. Ralph R. Simmons Named 
To Head Medical Directors 


Dr. Ralph 
rector of Equitable Life of Iowa, is the 
newly elected president of the Associa- 
Medical Direct- 
week’s issue 


R. Simmons, medical di- 


tion of Life Insurance 
announced in last 
of The Underwriter, Dr. Sim- 
mons this 
64th annual meeting held last week in 
New York. He succeeds Dr. Richard L. 
Willis, chief medical director of Mutua! 
Life of New York. 

Other officers elected for the coming 


ors, As 
Eastern 
post at the 


was elected to 


year are Dr. Edson E. Getman, medica! 
director, New York Life, president-elect ; 
Dr. Norman J. 
Connecticut General, vice president; Dr. 
Kirkland, 


The Prudential, secretary; Dr. J. 


3arker, medical director, 


Henry B. medical director, 


Grant 
Irving, medical director, Aetna Life, 
treasurer; Dr. James R. Gudger, medical 
director, Mutual Life of York, 
editor of the proceedings. 


New 


More than 250 physicians representing 
life insurance companies in the United 
States, Canada and South America at- 
tended the meeting. 





BERNARD A. 


HAAS 


AGENCY 





MANHATTAN LIFE 


60 East 42nd Street 
New York i7, N. Y. 


MUrray Hill 2-3964 








Alden D. Lewis Appointed 
By Lincoln National Life 


The appointment of Alden D. Lewis as 
regional Group manager of Lincoln Na- 
tional Life for the State of Oregon has 
been announced by Thomas A. Watson, 
second vice president and Group sales 
manager. The Portland Group office, 
headed by Mr. Lewis will provide Group 
insurance service for Lincoln National 
Life agents and brokers as well as ad- 
ministrative assistance to the company’s 
Group policyholders in the state of Ore- 
gon. 

Mr. Lewis, a graduate of University of 
Utah, Salt Lake City, with a degree in 
Economics, has participated in a com- 
prehensive home office training program, 
including considerable field work in the 
production and service of Group insur- 
ance. 








“This old hoop skirt frame of grandma’s comes in mighty handy on 
calls like this!” 


Bankerslifemen Know How To 
Approach A Prospect 


A Bankers/ifeman is a pretty self-assured person when it 
comes to approaching a prospect. He knows how to “skirt” 
the obstacles between himself and that important first inter- 
view ... and once he gets the interview, he knows how to 
develop the needs of the prospect ... and present plans to 


meet those needs. 


This confidence and resourcefulness is the result of early 
training in the agency office ... plus the series of fine Home 
Office Schools . . . plus the outstanding programming tools 
available to every Bankers/ifeman. 


Knowing his business well, and possessing a real desire 
to serve to the best of his ability makes the typical Bankers- 
lifeman the kind of life underwriter you like to know as a 
friend, fellow worker or competitor. 


BANKERS 


DES MOINES, 


COMPANY 
1OWA 





Asst. Actuary Pan-American 


DEAN E. WILLIAMS 


Pan-American Life of New Orleans 
has appointed Dean E. Williams assist- 
ant actuary in the Group and _ pension 
department. He will supervise the admin- 
istrative duties of the department and 
assist in the development of new types 
of Group insurance. 

A native of Rippey, Iowa, Mr. Will- 
iams is a graduate of Drake University 
with a BCS degree. He has been associ- 
ated with the Northwestern National 
Life, Iowa State Insurance Department 
and prior to joining Pan-American was 
assistant manager of the Group Insur- 
ance Actuarial Division of New York 
Life, In 1953 Mr. Williams was made an 
Associate in the Society of Actuaries. 





Frank H. McChesney Dead; 
With Berkshire 47 Years 


Frank H. McChesney, 68, associated 
with Berkshire Life for a period of 47 
years, died recently in Rochester, N. Y. 
Mr. McChesney entered the life insur- 
ance business in 1908 as an agent tor 
his father, Charles H. McChesney, who 
had been appointed general agent for 
the Berkshire in 1906. In 1914, Frank H. 
McChesney was appointed co-general 
agent with his father in the firm of C. H. 
McChesney & Son. At the death of 
Charles H. McChesney in 1924, the son 
became sole general agent for the Berk- 
shire in Rochester and continued to 
serve in that capacity until the Mc- 
Chesney & Weston Agency was formed 
in 1947. Two years later, in 1949, Mr. 
McChesney, because of ill health, retired 
from active agency management respon- 
sibilities. However, he continued to 
have a great interest in the agency and 
the Berkshire. 

The death of Frank H. McChesney 
has brought to an end a 49-year period 
of Berkshire representation by the Mc- 
Chesney family in the Rochester area. 





OFFICERS OF TOLEDO CASHIER 


New officers of the Toledo Life 
Agency Cashiers Association were in- 


stalled at a meeting in the Commodore 
Perry Hotel, Toledo. They are Jeann¢, 
Weckerlin, president; Flora Bast, vice 
president, and Joyce R. Orland, secre- 
tary-treasurer. 
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To Head Women’s Services 














Margaret Divver, advertising manager 
of John Hancock Life, has been named 
chairman of the Defense Advisory Com- 
mittee on Women in the Services for 
1956. Miss Divver receives congratula- 
tions from Henry A. DuFlon, Deputy 
Assistant Secretary of Defense for Man- 
power, Personnel and Reserve. 





C. E. Dickey, Jr., Appointed 
By Pacific Mutual Life 


Charles E. Dickey, Jr., New Orleans 
born and active in the city’s business and 
civic life, was named New Orleans gen- 
eral agent for Pacific Mutual Life. In 
addition to Mr. Dickey’s general agency 
in the Maison Blanche Building, the 
company maintains ‘a Group insurance 
office, in charge of William P. Perry, 
Ir, in the Carondelet Building. 

Mr. Dickey was recently elected Lt. 
Governor of Division Four, Kiwanis In- 
ternational, comprising Louisiana, Mis- 
souri and West Tennessee. He is pres- 
ident of Trinity Lutheran Church 
Congregation, immediate past president 
of the Algiers Kiwanis Club, and serves 
on the board of trustees of the United 
Fund of Greater New Orleans. He at- 
tended St. Johns College in Kansas. 
He saw four years of wartime service 
in the Army, rising from the rank of 
private to first lieutenancy in the Euro- 
pean theater, and was recalled for re- 
serve duty in 1950 through 1952. 





Midland Mutual Introduces 
New Direct Mail Program 


A revised and expanded direct mail 
program for agents has been announced 
by Midland Mutual Life, Columbus, 
Ohio. Called “The Direct Route to Pros- 
pects, Interviews and Sales,” the new 
set-up consists of 40 letters and mail- 
ing pieces, including reply-type letters, 
mass mailing messages and letters de- 
signed for pre-approach purposes. Also 
included is a booklet “Profitable Pros- 
pecting with Midland Mutual Direct 
Mail” which describes the company’s 
direct mail service and provides sugges- 
tions for the most effective use of this 
medium as a sales tool. 

To enable its field forces to derive 
maximum returns from the new pro- 
gram, the company has developed a sys- 
tem for planned repeat mailings. This 
procedure capitalizes on the law of aver- 
ages through re-circularization of the 
Same prospects at periodic intervals. 





American United’s Gain 


At the recent meeting of American 
United Life managers, President George 
A. Jackson said that for the first nine 
months of 1955 the company is 22% 
ahead of last year’s production for the 
similar period, with practically the same 
sized sales force and not including Group 
or accident and health business. 





New Post for Paul Goerig 

Paul R. Goerig, assistant manager of 
the Allentown district offce of the John 
Hancock Mutual Life Insurance Co., has 
been appointed regional supervisor-ad- 
ministration for the company’s South- 
eastern territory. He joined John Han- 
cock as an agent in Allentown in April, 


1947; was appointed assistant district 
manager of the Easton detached office 
in 1949, 








Promote J. R. Armitage 

John R. Armitage has been appointed 
manager of The Baltimore Life district 
office of Hagerstown-Frederick. 

Mr. Armitage joined the company as 
an agent in Chester, Pa. in 1949, He was 
promoted to staff superintendent of the 
northeast Baltimore office in 1950. Dur- 
ing the past summer, he served as home 
office supervisor, until his current pro- 
motion to district manager. 








Boston Group Men to Meet 

The Boston Group Representatives As- 
sociation will hold its first meeting at 
the Parker House at noon, November 4. 
The meeting is for the purpose of ap- 
proving a slate of officers, discussion of 
objectives, and establishment of proce- 
dures necessary to continue this associa- 
tion as a organization. All 
full-time field 
sentatives are invited to attend. 


permanent 


Group insurance repre- 































The Businessman 
This brand-new policy is ideally 
suited to provide protection 
against a temporary business 
need. It offers the life insurance 
you need at a minimum rate. 

















The Young Family Man 


This low-premium policy is de-_ 
signed for the young family man 
just getting started in his career 
—when life insurance needs are 
greatest and his budget is limited. 





















New MONY 

‘TMT’ Policy 
offers ‘10,000 
of Life Insurance 


at an initial rate of 


Only 16¢ A Day! 


(BASED ON AGE 30) 









HIGHLIGHTS OF THE ‘‘TEMPORARY MODIFIED TERM”: 


@ Sold in amounts of $10.000 or more. 


@ Can be converted at any time during the 5- 
year period to the same amount of permanent 
. without further evidence of in- 


insurance. . 
surability. 


e Sample gross premiums, dividend illustrations 


At Aae 30 


First year 
Second year 
Third through fifth years 


At Age 40 








uTuat Or New York 


THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 


First year 
Second year 
Third through fifth years 


Broadway at 55th Street, New York 19, N. Y. 


4a ttontt, 





Life Ii Accident and Sick fa / 


Retirement Plans... FOR INDIVIDUALS AND EMPLOYEE GROUPS 


MONY TODAY MEANS MONEY TOMORROW! 





and illustrative average net cost for $10,000: 





Gross Illustrative 
Premium Dividends* 
(payable at end of 2nd and later policy years) 
$57.20 None 
$57.20 $25.50 
$82.70 $25.50 


Illustrative net cost averages $52.10 a year 


$83.90 None 
$83.90 $32.70 
$116.60 $32.70 


Illustrative net cost averages $77.36 a year 


*Dividend illustrations are in no sense guarantees or even estimates of 
future dividends, which must depend on future experience and the an- 


nual action of the Company’s Trustees. 





INQUIRIES FROM BROKERS INVITED 
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W. WESLEY NILES 


W. Wesley Niles, 


accident and 


who has been man- 
health lines, at 
transferred 


ager, life, 
the Halifax office, has been 
to the 
ity, it has been announced by 
Carter, vice president of the 

Mr. Niles will succeed Manager Har- 
lan M. Walker who has retired after 
more than 42 years’ service with the 
insurance firm. Mr. Niles joined the 
Travelers in 1947 as a field supervisor 
at Toronto and was appointed assistant 
manager there in 1950. In 1952, he was 


Buffalo office in the same capac- 
Perry T. 


Travelers. 


Mass. Mutual Awards 
A suggestion that will speed up a de- 
partmental procedure has won an $125 
Mrs. Jean P. Landen of Wil- 


largest sum presented last 


award for 
braham, the 
month under the suggestions system of 
Massachusetts Mutual Life. One of 11 
ideas presented by employes during the 
month that were adopted, it has effected 
loan 


routine ir the policy 


a change in 


department that will make its operations 
more efficient. 


Harold J. 


department 


Pepin of the mathematical 


was second high award re 


cipient with $50. Other home office ein 
ployes to receive cash for their ideas 
which have led to savings in money or 
work, or added to the services and facili- 
ties of the insurance company, are: Mrs. 
Lois D. Bessene ((two awards), Miss 
Kleanor Delskey, Mrs. Mildred Garrett, 
Mrs. Marguerite Howard, Miss Barbara 


Robare, and Mrs. Caroline Doman and 


HARLAN M. 


WALKER 


manager at Halifax. He is a 
veteran of five years’ service with the 
Canadian Army and was separated from 
active duty as an acting major. 

Harlan M. Walker became associated 
with the Travelers in 1913 as an office 
manager at Baltimore and Minneapolis. 
He became a special agent at Pittsburgh 
in 1922 and subsequently went to Min- 
neapolis in the same capacity. In 1923, 
he became assistant manager at St. Paul 
and later that same year was promoted 
to manager. He was transferred to Buf- 
falo in the same capacity in 1932. 


named 





Twin City Home Office 
Underwriters Club Formed 


Walter K. Fritz, underwriting secre- 
Northwestern National Life of Min- 
named president of the 
City Home Office 
Club at the group’s or- 
ganizational meeting recently in Minne- 
were 83 representatives 
life companies domiciled in the twin 
Ancel internationally 
director of the Laboratory of 
University of 


tary, 
neapolis was 


newly formed Twin 


Underwriters 
apolis. Present 
of 12 
cities. Dr. Keys, 
known 
Physiological Hygiene, 
Minnesota, 


dicting and 


Prospects for pre- 
heart 


spoke on “ 
preventing coronary 
diseases.” 

Other a: officers are vice president, 
\. O. Konigson, Lutheran Brotherhood, 
and secretary-treasurer, Freda Blum, 
Minnesota Mutual Life. 








distance. 





a Sp oil Opportunity 


for an ambitious young man, familiar with Life Underwrit- 
ing and good training background. Position of Agency 
Secretary, large company, open in New York City. Com. 
pany operates in all 48 states, Canada, Alaska and Hawaii. 


State age, giving history of training and experience, 
school record, please. Must reside within commuting 


Address Box 2356, The Eastern Underwriter, 
93 Nassau Street, New York 38, New York 

















GAMC Committee Chairmen 


Judd C. Benson, Cincinnati, chairman 
of the General Agents and Managers 
Conference of the National Association 
of Life Underwriters, announced the 
names of GAMC committee chairmen for 





1955-56. They are: 

Area and State Me ‘red H. 
White, CLU, Massachusetts Mutual, 
Buffalo. 

Budget—L. V. Drury, Sun Life of 
Canada, Philadelphia. 

Education and Training—Edward L. 
Reiley, CLU, Mutual Benefit, Philadel- 
phia. 


Elections—C. Cafney Smith, CLU, Mu- 


tual Benefit, Washington, D.C. 
Extension—Tom Lyle Mitchell, CLU, 

Mutual of New York, Birmingham. 
Membership—Carr R. Purser, Penn 


Mutual, New York. 
Nominations—M. L. 

cock, New York. 
Past National Chairmen—M. L. Camps. 
Program for Annual Conventions—L. 


Camps, John Han- 


Mortimer Buckley, New England Life, 
Dallas. 

ae - A. Ellis, Pacific Mu- 
tual, San Francisco. 

idles and Regulations —W. Thomas 
Craig, Aetna, Los Angeles. 

Assistant Manager Training—Coy G. 
Eklund, CLU, Equitable of New York, 


Detroit. 


Attendance at Conventions—William 





Management eman J, 
Wood, Lincoln National, Chicago. 
Management Program of = American 
College—William E. Hays, CLU, New 
E ngland Mutual, Boston. 
_Operations Manual—Walter G. Gastil, 
Connecticut General, Los Angeles. 


Publicity and Publications—L.  V. 
Drury, Sun Life of Canada, Philadel- 
phia. 


Relations with Colleges and Univer- 
sites—E. A. Ellis, Pacific Mutual, San 
Francisco, California. 

Relations with Other Organizations— 
John A. Hill, CLU, Aetna, Toledo. 

Speakers Roster—Henry W. Persons, 
Mutual of New York, Chicago. 

Study Course for District Managers— 
Martin M. Guon, CLU, \Metropolitan 
Life, Oak Park, III. 


ASK STATE EXAMINATION 








Va. Ass’n Conducting Campaign to 
Amend Law for Agents to Pass Test 
Before Being Licensed 

The Virginia Association of Life Un- 
derwriters will conduct a campaign to 
amend the Code of Virginia to require 
life insurance salesmen to pass a State 
examination before being licensed. 

Under the present law, the only re- 
quirements for getting a license is for the 
employer to apply to the Insurance Com- 
mission on behalf of the prospective 
agent, signatures of two witnesses that 





Mrs. Iden Simonelli (combined sugges- : ~ ° ° the person is reliable and payment of 
at: Connecticut Mutual Sales A. Fraser, CLU, Bankers Life of Towa, "GP 4T8 , 

Two agency employes also turned in Connecticut Mutual Life reported sales Lincoln. ; ae pie If examinations were required there 
profitable suggestions. They are Miss of new life insurance totaling $98,203,895 _ Community Service Activities—Paul H. would be better qualified agents to 
Louise Baldassare, a member of the for the third quarter. New sales volume Conway, CLU, John Hancock, Syracuse. serve the public, according to William 
office staff in the company’s Kenny for the year to date was reported at District Agency Management—Leon- R. Gardner, of Richmond, chairman of 
\gency, New York City, and Miss Jac $299,514,733, nearly $48 million over the ard T. Smith, Prudential, Cranston, R. I. the legislative committee of the associa- 
queline Halm of the Jordan Agency, record of the first three quarters last Group Study Courses—Robert B. tion. It would also put life insurance 
Chicago. year. Pitcher, John Hancock, Boston. agents on a higher plane, he added. 

tae, 






Good News from: 








NORTHWESTERN FEATURES... 
Redemption insurance 


The Broker’s Company - 











exclusive Special Woman's Policy . 
- Guaranteed 3% Settlement Options . 


HOME OFFICE —110 WILLIAM STREET * NEW YORK 38,N.Y. 


Northeastern Life 


INSURANCE COMPANY OF NEW YORK 


. . guaranteed low-cost Mortgage 
Top Commissions—all vested. 


© WORTH 4-044¢ 


—— 
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Judson, Young, Woodbridge Promoted 
In Investment Division N. Y. Life 


The election of Everett G. Judson as 


4 vice president in investment depart- 


ment, New York Life, and the promo- 
tions of William F. Young to second 





EVERETT G. JUDSON 


vice president and Richard G. Wood- 
bridge, III, to assistant vice president, 
also in the investment. department, are 
announced. 

Mr. Judson joined New York Life as 





RICHARD G. WOODBRIDGE, III 


railroad securities in 
1938, the year he was graduated from 
Columbia College. Later he headed that 
section of the investment department and 
subsequently was promoted to senior in- 
analyst. In 1948, Mr. Judson 
Was appointed assistant manager of the 
investment department and in following 
year was named manager. In 1950 he 
was advanced to assistant treasurer. 
He became assistant vice president in 
1951 and second vice president ‘in-: 1953. 

Mr. Young, a graduate of Princeton 
and Columbia Law, joined New York 
Life in 1941 as an attorney in the general 
counsel’s office after being an Assistant 
United States Attorney in Southern 
district of New York. He entered treas- 
ury department of New York Life in 


4 Statistician for 


vestment 


1944, became assistant treasurer in 1945; 
assistant vice president in 1951. 

Mr. Woodbridge joined the company 
in 1949 as an industrial specialist, later 
becoming senior industrial specialist and 








a 


WILLIAM F. YOUNG 


in 1954 was promoted to executive as- 
sistant. A graduate of Princeton and 
Massachusetts Institute of Technology 
he worked in the industrial engineering 
department of E. I. duPont. He-is chair- 
man of the atomic energy committee of 
the investment department. 





C. H. SHERROD, SR. DEAD 


Charles Haywood Sherrod, Sr., 61, top 
salesman for the Home Beneficial Life 
last year, died recently at his home 
in Richmond, Va. Mr. Sherrod had been 
a salesman with the Richmond company 
for 29 years. He was selected as its 
leading salesman for 1954. 


Remodel Travelers Offices 


The Travelers Insurance Companies, 
Hartford, have announced the opening 
of their newly remodeled offices in 
Peoria, Ill. Announcement was made by 
Esmond Ewing, vice president in charge 
of all agency departments of the com- 
panies. 

Mr. Ewing said that the modernization 
and renovation of the Peoria office is 
being made in the interest of better 
service facilities to representatives and 
policyholders of the Travelers and that 
it is a result of the rapidly expanding 
business development in the Peoria area. 

Office space has been increased 25% 
and offices will be fitted with modern 
bank-type partitions, fluorescent light- 
ing, acoustical ceiling, asphalt tile floor- 
ing and air-conditioning. The Peoria 
office serves representatives and policy- 
holders in some 60 counties of the state 
of Illinois. 

The executive staff of the office com- 
prises: W. Ivan Fleming, manager, life, 
accident and health department; Lyle C. 
Spring, manager, casualty, fidelity and 
surety department; Arthur L. Corey, 
manager, fire and marine department; 
George E. Moser, CLU, district super- 
visor, group department; W. Mar- 
shall, office manager, branch office ad- 
ministration department; Wellington 
Heyl, claim manager, claim department; 
D. J. Balfour, supervising engineer, en- 
gineering and loss control division; and 
William F. Foley, supervising field audi- 
tor, payroll audit division. 





Lewis R. Hardy, Sr. Dead 


Lewis R. Hardy, Sr., 80, special agent 
for Sun Life Assurance of Canada, died 
recently at his home in _ Louisville. 
Known as Louisville’s most durable ath 
lete and tennis player, Mr. Hardy took 
up the game at age 5, was in his first 
tournament at age 7 and played for 75 
years without missing a season. During 
this period he won many titles before his 
first defeat in match play against a 
Louisville player in 1928 at the age of 53. 

He is survived by his widow, a son, 
Commander Lewis R. Hardy, Jr., sta- 
tioned at the Naval Air Base, Patuxent, 
Md., and a daughter, Mrs. Julian P. Van 
Winkle, Jr. 











REINSURANCE 
EXCLUSIVELY 


LIFE 
ACCIDENT 
HEALTH 


161 East 49nd St. »* NewYork 17, N.Y. 




























EVERY WORKING 
DAY the Sun Life 
Assurance Com- 
pany of Canada 
pays out half a 
million dollars to 
its policyholders, 
beneficiaries and 
annuitants. 





SUN LIFE 
OF CANADA 


Head Office — Montreal 
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Security Dealers Seek Regulation 
Of Variable Annuities By SEC 


Washi»gton—Strong moves for Federal 
regulation of variable annuities have 
been promised by the National Associa- 
tion of Securities Dealers. A resolution 
adopted by the NASD board of gov- 
ernors calls for “adequate regulation” by 
the Securities and Exchange Commis- 
sion. 

The NASD board also contended that 
“the current tax status of life insurance 
companies with respect to their present 
business (should not be) permitted to 
extend to the new variable annuity type 
of business.” 

NASD said that suitable SEC regula- 
tion should limited 
to, the following: that a 
variable annuity contract is a security 
and is The require- 
ments of a prospectus that would make a 
type of contract 
the record 


include but not be 
Recognition 


declared as such. 
full disclosure of the 
that is involved, including 
of the holdings of this segregated fund, 
the amount of selling and administrative 
costs involved, a statement on the front 
page of the prospectus that this is not a 
dollar certain contract. 

Some of Controls Sought 


The licensing and registration of life 
insurance salesmen handling variable an- 
nuities as securities salesmen, the setting 
of standards for sales literature and the 
type of policy so that there is no chance 
for misrepresentation as far as the pub- 
lic is concerned. 

Provisions for custodianship, diversi- 


fication, percentage of ownership, and 
supervision such as is set up under In- 
vestment Company Act of 1940. Control 
contracts by any 


over the issuance of 


company whose investment policies are 
completely untried and whose ability to 
stock fund 
which people are invited to invest their 
money for an annuity in the future is 
unknown. 

NASD said it would tell Congress next 
session about “the inequitable tax situ- 
ation which would exist in the event that 
the current tax status of life insurance 
companies with respect to their present 
business was permitted to extend to the 
new variable annuity type of business.” 

The Association said it was not criti- 
cizing present tax treatment of life in- 
surance companies but merely pointing 
out “that an inequitable tax situation or 
discrimination would be created with re- 
spect to individuals, investment compa- 
nies, or any other type of account that 
owns common stocks, in the event that 
the existing tax advantage of the insur- 
ance companies is extended to the new 
variable annuity type of business.” 


Might Ask Legislation 


As to regulation, NASD said that the 
Securities and Exchange Commission 
should act immediately to determine 
whether or not it has jurisdiction over 
variable annuities under the Securities 
Act of 1933, the Securities Exchange 
Act of 1934 and the Investment Act of 
1940. 

If there is any doubt of jurisdiction, 
the Association said, it will seek legisla- 
tion from Congress specifically authoriz- 
ing If. 

The Association does not oppose the 
principle of variable annuities, it was 
stressed, does believe that exnerimenta 
tion in this new field should continue 
unrestricted but feels that “if this type 
of contract is authorized, it should be 
surrounded by, or accompanied with, ade 
quate regulations to protect the public 
interest. 

The Association 


administer a common into 


protested the word 


“annuity” in the proposed type of con- 
tract as “improper” because it would 
“confuse or mislead the public.” This is 
so because, “over a long period of time 
the word... has been used and under- 
stood to mean a series of guaranteed 
periodic payments, fixed in amount, to 
continue for life or some other speci- 
fied period.” 

NASD said that the variable annuity 
“is very closely akin to, and is in es- 
sence, an offering to the public of shares 
in a common stock fund to be admin- 
istered by the respective insurance com- 
panies. The same safeguards that were 
deemed necessary in the sale of securi- 
ties in general and of investment com- 
panies’ shares should be extended to the 
regulation of this type of insurance con- 
tract at the federal and state level to 
protect the public interest.” 

The resolution asked that collaboration 
in the drive for federal regulation should 
be sought from the National Associa- 
tion of Insurance Commissioners as well 
as from all stock exchanges and invest- 
ment and securities business associations. 


Supervision in Combination 


Agency Told by Freeman 


Supervision in a combination agency 
is more complex and covers more areas 
than in an Ordinary agency, according to 
London Life’s city manager in Toronto, 
Russell H. Freeman, who spoke before 
LIAMA’s Atlantic Alumni Association 
in Rye, N. Y. To substantiate his claim, 
Mr. Freeman cited “the debit collections 
and service work required.” He said that 
because this situation exists, “we give 
great care to this important phase of 
management and we try to see that 
needless supervision is eliminated. 

“It is highly desirable to supervise in 
a combination agency with a minimum 
number of reports and check systems,” 
said Mr, Freeman. “We periodically re- 
view our methods to determine the value 
of every record.” 

Describing supervisory techniques in 
his own agency of 41 men and six assis- 
tants, Mr. Freeman said he uses “the 
management team basis . . . with meth- 
ods, principles and objectives all dis- 
cussed freely before being adopted.” He 
said that “supervision is not policing 
... that it should exploit trends point- 
ing to success and thus accelerate an 





Quatity 


had mary 


QUALITY that every Agent and Broker 
can see and compare for himself—this is 
what makes GUARDIAN Accident & Health 
Insurance outstanding. 
QUALITY in the broad coverage af- 
forded by its diversified contracts— 











rer y ¥ 


QUALITY in the simplicity and clar- 
ity of the benefit provisions in each 
policy— 

QUALITY in the swift and sincere 
service of the GuARDIAN field force 
and home office staff— 

QUALITY in the prompt payment of 
benefits — as reflected in the compli- 
mentary letters received by our Claim 
Department. 


Keep your clients happy in all phases of 
your insurance service—including accident 
and health. Place it with The GUARDIAN, a 
company with a reputation for quality since 


1860. 


Get the full story on our A & H program— 
both commercial and guaranteed renewable— 
this week. You'll be glad that you did. 
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agent’s growth... that it should pre 
vent trends which might lead to trouble 
if not averted ... that it should close 
the gap between desired and actual 
human performance . . . that human re. 
lations plays a very important part in 
effective supervision.” 

Explaining supervision procedure in 
his agency, Mr. Freeman said that new 
agents are assigned to a two-week traip. 
ing school at the head office in London 
On return to the agency, the new man 
finds an assistant manager working with 
him constantly for three weeks. 

During subsequent weeks the assistant 
keeps in close touch with the agen; 
work and progress. Mr. Freeman gai 
“most of the time during this introdye. 
tory period is spent in joint field 
office drills and review periods gop. 
ducted in the agency with the manager 
also participating.” 

Other procedures were outlined, ej. 
minating “at the end of the new map’s 
first year with a day spent with the 
manager in the field, plus a meeting with 
the agent and his wife and an anniyer. 
sary discussion of progress.” 

Mr. Freeman said _ supervision of 
agents’ accounts “is an important phase 
of our work.” 

Audits of each debit are conducted 
every 18 months, according to Mr. Free. 
man, and over a two-week period. He 
said: “Before starting on a field audit 
an interview with the agent and assis. 
tant manager (conducted by the mana- 
ger) is very helpful in preparing the 
agent to get the most out of this field 
work with the assistant manager.” 

He reminded his listeners of “the need 
to condition the agent’s mind to accept 
supervision for his success.” 

He spoke of reviewing an agent’ 
progress as “routine procedure in our 
agency.” At the first of the year, agent, 
assistant and manager get together to 
discuss in detail the agent’s over-all 
plans, including his sales objective and 
his income objective for the year. 

He explained that “when the entire 
agency has been interviewed, we are able 
to arrive at our agency objective for the 
year.” 

In addition to observing and coaching 
through the medium of joint field work, 
Mr. Freeman said “each assistant makes 
it a practice to have office drill and 
rehearsal periods of sales presentations, 
approaches and closing techniques dur- 
ing the fall and winter months.” These 
are conducted during the afternoon, at 
a time in the month “when it has the 
least effect on an agent’s collecting and 
selling time.” 

Emphasizing the importance of human 
relations in good supervisory techniques, 
Mr. Freeman cited a card on his desk 
which reads: 

“If we want cooperation . . . we must 
cooperate. If we want loyalty . . . we 
must be loyal. If we want to be liked 

. we must like. If we want respect 
... Wwe must respect. If we want to 
get... we must give. If we want to 
succeed ... we must be humble and 
help others succeed. When we quit 
getting better... we stop being good. 





AAUTI to Hold 20th Annual 
Meeting in N. Y., Dec. 28-29 


The Twentieth annual meeting © 
American Association of University 
Teachers of Insurance will be held De- 
cember 28-29 at the Hotel Roosevelt, 
New York. Professor Hampton H. Ir- 
win of Wayne University, vice president 
of the association, is chairman of the 
program committee. Dr. Victor Gerdes 
of the Association of Casualty and 
Surety Companies, is chairman of the 
local arrangements committee. 





PRODUCERS’ REVIEW CLASS : 

A review class for students planning 
to take the New York State brokers 
and agents’ examinations will be held 
at the Hotel McAlpin on 34th Street, 
on Thursday, November 3, from 6 to 
9:30 p.m. This class is sponsored by the 
New York metropolitan department © 
the Home. 


October 28, 1955 





Octo 





Train 
home 
DR 
the A 





is un 
sen, 
tory 
and 7 
of Yz 
Atlan 
Edi 
Grou 
whicl 
Grou 
will 
parts 
Brow 
mem| 
socia 
Ch 
the : 
Robe 
territ 
ton ; 
gradi 





Octob 





ng the 
is field 


1e need 
accept 


agent’s 
in our 
agent, 
her to 
ver-all 
ve and 
r, 

entire 
re able 
‘or the 


aching 
work, 
makes 
ll and 
ations, 
s dur- 
These 
on, at 
as the 
g and 


1uman 
Li ques, 
desk 
must 
. . We 
liked 
espect 
nt to 
nt to 

and 
quit 
ood.” 








October 28, 1955 








Page 19 








Massachusetts Mutual Names Three Group Fieldmen 


Massachusetts Mutual Life has ap- 
pointed three district Group representa- 
tives, all graduates of the Group Sales 





Arthur Johnson 


L. BASIL SAVARD 


Training School held at the company’s 
home office last year. 

L. Basil Savard has been assigned to 
the Atlanta Group regional office, which 


Arthur Johnson 


CHARLES E. HART 


is under the direction of Stanley John- 
sen, Group regional manager. His terri- 
tory will include agencies in Georgia 
and Tennessee. Mr. Savard is a graduate 
of Yale University and a member of the 
Atlanta Group Men’s Association. 

Edward W. O’Malley has joined the 
Group regional office staff in Cleveland, 
which is headed by Guy M. Hamm, 
Group regional manager. His territory 
will include Ohio, West Virginia and 
parts of Pennsylvania. A graduate of 
Brown University, Mr. O’Malley is a 
member of the Group Representative As- 
sociation of Cleveland. 

Charles E, Hart has been assigned to 
the staff of Group Regional Manager 
Robert J. Roberts in Houston, and his 
territory will include agencies in Hous- 
ton and New Orleans. Mr. Hart is a 
Staduate of Holy Cross College. 


October 28, 1955 


The three completed their class studies 
late in 1954 and were assigned to re- 


gional offices for six months of super- 





Arthur Johnson 
EDWARD W. O’MALLEY 


vised field training. Last month they re- 
turned to the home office for a one-week 
review before receiving their appoint- 
ments. 





Civilian Aviation 
(Continued from Page 3) 


ports. These include experience by type 
of certificate, age, annual flying time, 
total flying experience of the pilot and 
whether he has a physical defect, an 
accident record, or has been grounded 
for violation of regulations. The type 
of plane, the purposse of most flights, 
the terrain generally flown over, and 
certain seasonal flying may also affect 
the experience. Proper evaluation of this 
information will enable us to eliminate 
the poorer risks and possibly come up 
with a standard group. Therefore, let us 
explore these possibilities further. Hav- 
ing assumed that we will give standard 
to certain classes of pilots and that we 
have the means to choose them, let us 
start with age, a factor common to all. 
While age is one of the more important 
criteria in selecting military pilots it 
has much less effect on the civilian pilot 
with ample experience unless he has 
an accident record and is still under 
age 28. If our civilian pilot is also flying 
in the military reserve we may wish 
to class him as a military flyer, par- 
ticularly if he might possibly go back 
to active duty. If so, we will probably 
want to use age brackets and not liberal- 
ize. It is unlikely those with a student 
certificate will be considered standard at 
this time. With the other types of pilots’ 
certificates we may use the following 
factors for refinement of classes. 


Annual Flying Time 


“The annual flving time is one of the 
most important factors affecting fatality 
rates among pilots. The more hours 
flown the more deaths result. but with 
some changing tendencies. These are 
probably due largely to a tendency for 
those pilots to accept or continue insur- 
ance if the annual flying time is high. 
There is considerable opportunity for 
anti-selection when this factor is ap- 
plied to private pilots. For those com- 
panies issuing standard 100 to 125 hours 
per vear, at time of issue, seems to be 
the limit for private pilots. For commer- 
cial airline pilots the number of hours 
is much higher and rather well regu- 
lated by union agreements and the terms 


of employment. Therefore, the occupa- 
tional flying time is easier to appraise 
but any private flying while off duty 
must be given very careful consideration. 
The pilots of company owned planes, 
particularly of the multi-engine type, 
with good maintenance facilities have 
given a favorable experience. Here we 
have a great variation in the number of 
hours flown. A few such pilots not flying 
too many hours per year and under the 
most favorable circumstances might be 
included in our broader standard group. 

“Pilots for mnon-scheduled airlines, 
large irregular carriers, chartered serv- 
ice, those instructing students or other- 
wise flying for commercial purposes show 
a high enough fatality rate to continue 
the extra premiums charged in recent 
vears. The total flying experience is im- 
portant, with a higher fatality rate for 
the less experienced. Four to five hun- 
dred hours solo experience seems to be 
the minimum requirement for the more 
favorable classification. The statistics 
fail to reveal much difference in fatality 
rates for those with physical defects. 
This would be a rather heterogeneous 
group of pilots though and it seems 
nrudent to apply extra rates if there 
is substantial impairment, and not liber- 
alize if we are trying to select a better 
than average group of flyers. 

“The conclusions suggested by the Avi- 
ation Committee are that a record of 
accident is a material debit until the 
nilot has had a substantial amount of 
further flying without accident. A com- 
bat accident in military flying some years 
ago might be overlooked, but surely a 
recent civilian accident should eliminate 
better consideration for the average 
nrivate pilot. A record of violation of 
air regulations is associated with a high 
mortality rate, at least in the first few 
vears following the violation. Such a 
record within recent years indicates a 
rating rather than leniencv. The type of 
plane flown may have some bearing, for 
a higher rate of accident is found in 
lieht airplanes than in heavier types. 
One means of classification might be 
whether the nilot generallv flies a single 
engine or multi-engine plane. Very many 
flights outside of the United States 
should warn the underwriter to impose 
the extra premium for full aviation cov- 
erage. 

“In general that is the picture as TI see 
it today. In closing T should like to pin- 
noint a few highlights of this civilian 
aviation pilot picture. There is n accel- 
erated trend toward standard life insur- 
ance not vet supported by the statistics 
which still indicate some extra hazard 
for civilian aviation pilots as a group. 
We should beware of overliberalizine 
because there are always a few especially 
h»zardous pilots who can afford to pur- 
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chase inordinately large amounts. We 
might wish to give our best rating to 
some of the better pilots, but to do so 
may require limiting amounts and get- 
ting into refinements of classification 
and individual selection where the more 
intangible factors are important. Here 
we have plenty of opportunity for per- 
sonal interpretation and difference of 
opinion; making uniformity of action and 
fairness between applicants more difficult 
to maintain. Remember that we have 
other classes of our business which may 
also need liberalizing but that we can- 
not continue to liberalize in all dunes 
indefinitely for competitive reasons un- 
less our experience justifies it.” 
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SENSIBLE MOVE BY N. Y. DEPT. 
The New York State 


partment has shown good judgment in its 


Insurance De- 


decision to withdraw its position of 
asking applicants for agents and broker- 
age licenses to tell if they belong to 
any of a large number of organizations 
which have been designated by agencies 
of the U. 
For at 
blacklisting people who joined organiza- 


S. Government as subversive. 


least two years the wisdom of 


tions of leftist type has been subject of 
hundreds of columns of newspaper space 
and the members of the organizations 
whose names have been publicized have 
generally been made unable to get work 
then, while have gone to 


since some 


prison for refusing to tell Congressional 


committees of their political beliefs. 
Rarely has it later been proven that 
these association members have been 


Communists. Often they joined for so- 
cial reasons or because companions were 
members. 


U. S. ECONOMY AS SEEN BY BANK 
The Hanover Bank of New 
review of the current business situation 


York ina 


discusses the strong and weak elements 
of the economy. Conclusion of the bank 
economy of the 


is that basically the 


country is sound. Population is increas- 
ing, standard of living is rising, economic 
security is great and liquid savings are 
substantial. It must be concluded, how- 
that the 
reached its peak, that it may level off 
i future, that 


decline. But 


ever, present boom may have 


in the near and later on 


we may even witness a 
because of the strong upward forces op- 
erating in the economy and its inherent 
strength any decline in business activity 
that may set in is likely to be mild and 
of short duration. Moreover, the mo- 
ment signs of a decline appear, accom- 
rising 


panied hy unemployment, the 


credit policies of the Reserve authorities 


will be increased and money rates will 
Later on may be expected a 
reduction in taxes as well as an increase 
in public 


decline. 


works and public housing. 


NEW BOOK ON PENSIONS 


Nn 


One of the objectives of The S. 
Huebner Foundation for Insurance Edu- 
cation, named after the famous insurance 
educator, is the enrichment of insurance 


literature through the publication of 
research findings that make a significant 
contribution to insurance knowledge. 
This objective is being fulfilled through 
two series of publications, designated as 
“Huebner Foundation Lectures” and 
“Huebner Studies.” 

The first series comprises a compilation 
of addresses by eminent authorities on 
selected insurance topics, while the sec- 
ond presents the results of thorough re- 
search in specific areas. 

The latest 
lectures 


volume, the sixth in the 
series, is called “Pensions: 
Trends.” Although the 
volume is oriented towards private pen- 
plans are not 


Problems and 
sions, public retirement 
ignored. The springboard of the volume 
is an examination of the inter-relation- 
ship of public and private pension plans, 
including the Federal Old Age and 
Survivorship Insurance program. The 
forces underlying the private pension 
movement are discussed at length, in- 
cluding an analysis of the influence of 
Federal tax policy. The foreword of the 
book is written by Dan M. McGill, who 
two chapters on “Public 
” He is asso- 
ciate professor of insurance and research 
director, Pension Research Council, 
Wharton School of 
Finance, University of Pennsylvania and 
executive director of the SS. 
Huebner Foundation for Insurance Edu- 


is author of 
and Private Pension Plans.’ 


Commerce and 


is also 


cation. 

\mong others having chapters in the 
are W. Rulon Willkamson, actu- 
consultant, Washington, D. C.; 
Daniel H. Brill, member, board of Gov- 
ernors, Federal Reserve System; Roger 
F. Murray, vice president, Bankers Trust 
Co., New York; Ray M. Peterson, vice 
president and associate actuary, Equi- 
table Society; George B. Buck, Jr., New 
York consulting actuary; William C. 


he Ti Kk 


arial 


WALTER A. ROBINSON 


Walter A. Robinson, retired state 
Superintendent of Insurance, has been 
presented a plaque by the Ohio Asso- 
ciation of Life Underwriters in appre- 
ciation of his long service as head of 
the state Insurance Department. Mr. 
Robinson has been confined to his home 
for several months by illness and the 
presentation was made there by William 
B. Hoyer, in his capacity as president of 
the Ohio Association of Life Underwrit- 
ers. The inscription on the plaque reads: 
“This Certificate of Appreciationis affec- 
tionately presented to Walter A. Robin- 
son, Superintendent of Insurance of Ohio, 
in grateful recognition of his faithful 
and outstanding service to life insurance 
from 1911 to 1955, and for his loyal 
devotion and helpfulness to life under- 
writers.” The plaque was prepared by 
the Zaner-Bloser Co. 

* * x 


William B. Joyce, who since leaving 
the National Surety of which he was for 
some years president, recently wrote a 
life insurance policy for $1,000,000. The 


insured has for some years been one of 
the clients of his organization, Wm. B. 
Joyce & Co., insurance brokers, 115 
Broadway, New York City. 


* * * 


D. Edward Hudgins, vice president and 
general counsel for Jefferson Standard 
Life, has been appointed to the North 
Carolina Committee for the Selection of 
Rhodes Scholars. The committee will 
meet in December to select candidates. 
Those candidates who are awarded 
Rhodes Scholarships will begin studies at 
Oxford University, England in Septem- 
ber, 1956. Mr. Hudgins was a Rhodes 
Scholar from North Carolina in 1929-31 
and studied law at Oxford. 





Greenough, vice president, Teachers In- 
surance & Annuity Association; Fred- 
erick P. Perkins, vice president, Aetna 
Life; Kenneth H. Ross, Huggins and Co., 
Philadelphia actuaries; Robert L. B. 
Roessle, Standard Oil Co. of New Jer- 
sey; and John K. Dyer, Jr., vice presi- 
dent, Towers, Perrin, Forster & Crosby, 
Philadelphia. 

The book is published for the Huebner 
Foundation by Richard D. Irwin, Inc., 
Homewood, II. 


HOWARD D. SHAW 


Howard D. Shaw, director of public 
relations for American College of Life 
Underwriters, has been elected chairman 
of the Keystone Group of the Life In- 
surance Advertisers Association. Alfred 
H. Wassynger, agency assistant, Con- 
tinental American Life, is secretary- 
treasurer and Toby Strong, assistant 
editor of various Fidelity Mutual Life 
publications, will handle publicity. William 
D. Elton, editor, of U.S. Review, will 
continue as program chairman of the 


group. 
* * * 


Lester C. Lockwood, Jr., who has re- 
signed as secretary and counsel of the 
Railroad Insurance Association, is now 
associated with Milton B. Ignatius in the 
general practice of law at 150 Broadway, 
New York. City. 

a 

F. W. Pearson, who has been ap- 
pointed joint manager for Canada of the 
Northern Assurance of London, London 
& Scottish and affiliated companies, has 
been with Northern since 1934. Prior to 
taking up his new appointment he was 
assistant manager of the overseas fire 
department in the company’s head office. 
In the early part of this year he visited 
many of the Northern’s branches and 
agencies in Canada. 

* 2 4 


Raymond C. Johnson, vice president, 
New York Life, is chairman of the pro- 
fessional, financial, and insurance group 
of the United Hospital Fund’s 76th an- 
nual fund raising appeal. He will direct 
the activities of 22 division leaders, 0! 
which group a goal of $115,000 has been 
set. United Hospital Fund’s Goal tor 
1955 is $3,500,000, which will be distrib- 
uted to its 82 member voluntary, non- 
profit hospitals on the basis of the 
amount of free and part-cost ward and 
clinic care provided the medically needy 
of New York. 

* * 

William Hyndman, III, William 17. 
Walsh agency, Equitable Society, Phila- 
delphia, was runner up in the nationa’ 
amateur golf tournament at Richmone, 
Va. Joining Equitable in 1946 he has 
been a consistently large producer. 
Working as a caddy while at Penn State 
he is a former Philadelphia amateur 80! 
champion. He is active in the Parent: 
Teachers Association of Abingdon, Pa 
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Bar of City of N. Y. Insurance 
Committee 


Association of the Bar of the City of 
New York has named its insurance com- 
mittees for the year. ; 

Chairman of insurance committee is 
W ayne Van Orman, whose practice is 

largely representing insurance companies 
in all divisions of insurance. A gradu- 
ate of Dartmouth and Columbia College 
and of Fordham Law School, he is pres- 
ident of the alumni as ssociation of Co- 
lumbia College and is a member of 

Pais College Council. Also, he is 
vice president of the insurance section 
of the New York State Bar Association 
and is a member of the American Bar 
Association and International Associa- 
tion of Insurance Counsel. Mr. and Mrs. 
Van Orman have two children. 

Among those entirely affiliated with 
insurance are these insurance law com- 
mittee members: Leffert Holz, Superin- 
tendent of Insurance; George S. Van 
Schaick, former Superintendent of In- 
surance and now chairman of Securit ay 
Mutual Life; Daniel J. Reidy, vice presi- 
dent and general counsel, Guardian Life; 
Alfred C. Bennett, attorney for Super- 
intendent Holz; Earl S. MacArthur of 
New York Life; John P. Neville, asso- 
ciate secretary, American Insurance 
Association; Frederick S. Benson, resi- 
dent secretary, Lumbermen’s Mutual 
Casualty; and Herman Swire, Mutual 
Insurance Rating Bureau. 

Other members of insurance law com- 
mittee are Robert M. Loeffler, of the 
General “Bill”? Donovan law firm; James 
Dempsey, White Plains lawyer; William 
M. Eaton of White & Case; and Alfred 
B. Nathan. 

Mr. Nathan has practiced insurance 
law longer than any other member of 
the committee. Admitted to the bar in 
192 his first affiliation with insurance 
was with Richards and Heald, head of 
which was George Richards for years 
the leading fire insurance lawyer of 
New York City and author of Richards 
on Insurance which is now.in its fifth 
edition. Mr. Nathan resigned from the 
law firm in 1906 to conduct his own pri- 
vate practice. 

Richards and Heald later became Rich- 
ards and Affeld which in turn was suc- 
ceeded by Affeld, Sowers and Herrick 
and present name of the firm is Sowers. 
Herrick and Black. Harold E. Herrick of 
the firm was son of the late president 
ot the Niagara Fire Insurance Co. 

The insurance law committee once a 
year has an educational forum in the 
Bar Association’s Auditorium in West 
Forty-fourth Street. It is attended by 
insurance lawyers and laymen affiliated 
with insurance. The forum last May was 
heard by 450 persons. Its theme: “What 
Is New in the Insurance Business ?” 
Moderator was Superintendent of In- 
Surance Leffert Holz. 

Speakers at the forum included Jo- 
seph Newman, who was president of Na- 
tional Association of Insurance Agents; 
Franklin J. Marryott, vice president, 
Liberty Mutuz als Henry S. Moser, gen- 
tral counsel, All-State; Francis Van 














Orman, vice president, American Insur- 
ance of Newark Companies; and Mon- 
roe Maltby, a partner in Johnson & 
Higgins. 

eee A 


Found UNESCO Not Subversive 


Ray Murphy, general counsel, Associa- 
tion Casualty and Surety Cos., former 


national commander of the American 
Legion, was chairman of the American 
Legion’s committee which made a report 


of 40,000 words on United Nations Edu- 
cational, Scientific and Cultural Organi- 
zation, an intergovernmental affiliate of 
United States. Taking 18 months to pre- 
pare the report, the investigation headed 
by Mr. Murphy went to the roots of the 
charges that UNESCO disseminated 


subversive educational materials, its con- 
clusions were that the accusations 
are groundless. That was earlier this 
year. At the recent Miami conven- 


tion of American Legion a vote on 
the floor, without debate, condemned the 
UNESCO, but on the following day a 
resolution in favor of pulling the U. S. 
out of the UN was overwhelmingly de- 
feated. 

The committee to investigate UNESCO 
is only one of a large number of com- 
mittees and commissions which Mr. 
Murphy has headed since he became 
prominent in the American Legion. He 
was a small town boy who has reached 
a considerable height. At University of 
lowa he was an outstanding football 
player, his position being fullback. His 
son, Ray, Jr. also played fullback at 
University of Towa. Before entering the 
Army, Ray Murphy, Sr., had been prac- 
ticing law and was made county attor- 
ney. He joined the infantry, became a 
captain, and after the war returned to 
law practice in his town. After practic- 
ing for 20 years he was appointed Insur- 
ance Commissioner of Iowa where he 
was regarded by insurance companies as 
a public official of much ability. He 
came to New York to be assistant gen- 
eral manager of the old Association of 
Casualty & Surety Exccutives at the 
time Claude W. Fairchild was general 
manager. In 1944 he was appointed gen- 
eral counsel. 

Mr. Murphy’s first important position 
in the American Legion was when he 
was made department commander in 
Iowa 30 years ago. yes other posts 
he has held have been those of chairman 
of the national legislative committee of 
the Legion; and chairman of its Ameri- 
canism Commission. There were more 
than a dozen important posts held by 
him, and in 1935 he was elected national 
commander of American Legion. There 
have been six men in the insurance busi- 
ness, or who have been engaged in in- 
surance law practice, who have held the 
position of national commander. The 
first person to hold that post was the 
late Colonel Franklin D’Olier, president 
of The Prudential, one of the organizers 
of American Legion. 

With Mr. Murphy on the American 
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Legion committee to investigate charges 
against the UNESCO were three law- 
yers, a preacher, an engineer and Betty 
Burdett of Brooklyn, past president of 
American Legion Auxiliary. 

The first thing the committee did 
was to evaluate the charges against 
UNESCO which resulted in its looking 
into 23 different types of charges em- 
bracing the entire accusation field. It 
sought information from both the anti- 
UNESCO sources and from UNESCO 
itself, including U. S. National Commis- 
sion for UNESCO, chairman of which is 
General Milton G. Baker, superintendent 
of Valley Forge Military Academy at 
Wayne, Pa., an outstanding legionnaire. 
The report when finally compiled was 
presented to the n itional executive com- 
mittee of American Legion at Indian- 
apolis last May and published in one of 
its reports. It took Ray Murphy two 
and a half hours to present the report; 
and at his preroration he received a 
rising ovation. While there were many 
charges they boiled down to three: The 
questions were, Is UNESCO atheistic; 
is it Communistic; is it tending toward 
world government ? The committee found 
none of these accusations were true. 

In the interim before the Miami con- 
vention of American Legion the anti- 
UNESCO — faction had campaigned 
throughout the country, the Murphy 
committee making no c: impaign at all. 

In Miami the Legion’s joint Foreign 
Relations and Americanism Committee 
drafted a resolution urging the abolition 
by Congress of UNESCO's U. S. com- 
mission which is headed by General 
Baker. The resolution also called for a 
ban on further “dissemination” in the 
U. S. of UNESCO's “subversive educa- 
tional materials.” It was passed on the 
floor without debate. On the following 
day, however, Charles V. Falkenburg of 
Illinois proposed taking the U. S. out 
of the U.N. entirely, and delegates voted 
overwhelmingly against it. 

Incidentally, when the participation in 
the U.N. came up for discussion in the 
foreign relations committee of which Mr. 
Murphy was a member he moved that the 
Illinois resolution calling for withdrawal 
from U.N. be tabled and the vote tabled 
it. 

a oe 


Yandell Smith 


Yandell Smith, who has been covering 
the Stock Market beat for Wall Street 
Journal, has been assigned to cover in- 
surance news. Most of his life has been 
spent in Louisville where he free lanced 
on the Courier Journal. He was grad- 
uated from Duke University, class of 
49, and while there was two and a half 
years on staff of The Duke Chronicle. 
From September, 1950, to April, 1953, he 
was in the Army. 


John Rygel Was Prominent as 
Hanover Fire Executive 


As announced briefly in these col- 


umns last week John Rygel, vice presi- 
dent and director of the Hanover Fire 
and Fulton Fire and well known for 
many years as a prominent fire insur- 
ance company executive, died October 
19 in New York Hospital in New York 


City after a prolonged illness. 

Mr. Rygel joined the 
November 18, 1910, as a member of the 
company’s accounting department in 
Chicago, then advanced to state agent 
in Illinois and Ohio, and to vice presi- 
Pi in charge of the Western depart- 

ent. Since 1948 he had been vice presi- 
ia at the home office of the compa- 
nies in New York City. 


Hanover Fire, 


Mr. Rygel is survived by his wife 
Alma and three children, Nancy, John 
and Richard. He was chairman or a 


member of important committees of the 
National Board of Fire Underwriters, 
Western Underwriters Association, East- 
ern Underwriters Association, and other 
organizations. He was a member of 
Wykagyl Country Club of New Rochelle, 
N. Y., the Drug and Chemical Club, and 
the Union League Club of Chic: 1go. 

Mr. Rygel, who was 67 years of 
was born in Independence, Mo., and re- 
ceived his education and early business 
training in Chicago where he joined the 
Hanover 45 years ago. 


age, 


(Continued on Page 24) 
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Would Bar Company 
Employes as Producers 

MASS. AGENTS HEAR SLAWSBY 

Member of NAIA Executive Committee 


Says Employes Cannot Render Serv- 
ice of Independent Agent 





Insurance companies are urged by 
Archie M. Slawsby, Nashua, N. H., mem- 
ber of the executive committee of the 
National Association of Insurance 
Agents, to discontinue permitting sal- 
aried employes to hold agents’ licenses. 
Addressing the convention of the Massa- 
chusetts Association in Boston on Octo- 
ber 26 he said that although this prac- 
tice is rather widespread in the East 
it is not countenanced in some other 
sections of the country. He noted that 
California has a statute prohibiting this 
type of activity. 

Mr. Slawsby indicated that the dan- 
gers inherent in this practice of appoint- 
ing company employes as agents were 
brought to his attention recently while 
waiting for an elevator in a public build- 
ing. He overheard an acquaintance, em- 
ployed by an insurance company, telling 
a companion that during the noon hour, 
while eating lunch, he had solicited and 
landed a commercial account _which 
would bring him in $1,500 a year in pre- 
miums. 

Questions Extent of Service 


The NAIA executive committeeman 
acknowledged that the merchant who 
placed his insurance in the hands of this 
salaried company agent was not buying 
his insurance from a direct writer. “No 
sir, he was buying peace of mind and 
future financial security from agency 
companies through an independent local 
agent. But was he?” 

\fter a loss, Mr. Slawsby asked, could 
he expect the advice, counsel and assist- 
ance of an independent local agent? 
“Could our underwriter friend,” he con- 
tinued, “on hearing about a loss involv- 
ing one of his personal customers, grab 
his hat and coat and go to the loss? 
Could he take time from his regular job 
to help his policyholder separate the 
damaged from the undamaged goods, 
help his customer inventory his loss, and 
then wait on his customer and the ad- 
juster until they both agreed on a fair 
and equitable settlement ?” 

Mr. Slawsby emphasized that the cus- 
tomer would be disillusioned and the 
American Agency System “would receive 
a black eye. The lack of independence 
casts a blight on every agent.” 


National Transfers Kean 


To Group’s N. Y. Office 


John Kean, Jr., superintendent of the 
ocean marine department of the Na- 
tional of Hartford Group in Hartford, 
has been assigned to the group’s metro- 
politan department in New York, effec- 
tive November 1. In his new post, Mr. 
Kean will supervise production and un- 
derwriting of inland marine, ocean ma- 
rine, and multiple peril business in the 
New York area. 

Mr. Kean is well-known in New York 
marine insurance circles, and was asso- 
ciated with a large insurance brokerage 
firm prior to joining the National at its 
home office in 1952. 


MONTANA FIRE RATE CUTS 


Reductions of from 20% to 30% in 
certain types of fire insurance will go 
into effect in Montana November 1, 


Insurance Commissioner John J. Holmes 
reports. Rate adjustments submitted to 
the Commissioner by the Montana fire 
rating bureau will be approved. 






New Headquarters of 
Home in East Orange 


FOR NORTHERN NEW JERSEY 





Formal Opening Held in Two Story, 
Air-Conditioned Building of 
Colonial Architecture 





Formal opening of the Home Insur- 
ance Co.’s new headquarters for north- 
ern New Jersey, 106 Prospect Street, 
East Orange, was held October 25 at 
that office. At the opening ceremonies 
Kenneth E. Black, president, headed a 
group of Home officials who played host 
to a large gathering of New Jersey rep- 
resentatives of the company and promi- 
nent civic and financial figures. 

Mr. Black, a native of New Jersey, 
said that the Home selected East Orange 
as the site of its New Jersey supervisory 
office because of its ideal location in 
maintaining the company’s rapidly ex- 
panding business in that area. He pointed 
out that the present location, housing 
the entire Home and Home Indemnity 
staffs formerly located in Newark, is 
equipped with the most functional ap- 
pointments, a factor which will facilitate 
the servicing of agents in the area. 

The new building consists of a two 
story and basement fireproof, air-condi- 
tioned structure of colonial Williams- 
burg architecture and contains approxi- 
mately 30,000 square feet of office and 
work space. The front facade is en- 
hanced by large colonial columns while 
an added feature is an Independence 
Hall-type tower. Fronting on Prospect 
Street is traditionally landscaped, while 
the rear area provides ample parking 
facilities for the convenience of Home 
agents. The new structure adds mate- 
rially to the development of the Brick 
Church Section of East Orange. 


Flood Cover Hearings 

Hearings on various proposals for 
flood insurance and disaster insurance 
were scheduled to start in Washington 
on Monday, October 31. They were 
further scheduled to continue in New 
York City, and possibly in other New 
York towns, November 3-4, in Boston 
on November 9, Providence November 
10, and Hartford November 14. 

The hearings are to be held by the 
Senate Banking and Currency Commit- 
tee under the temporary chairmanship 
of Senator Herbert Lehman (D., N. Y.). 





Vital Survey of Coastal Hurricanes 


Issued By Inter-Regional Conference 


An important statistical analysis of the 
factual record by region of all hurricane 
activity along the Atlantic and Gulf 
Coasts during the period 1900 to the 
present by a qualified meteorologist, has 
just been prepared for the _ Inter- 
Regional Insurance Conference of New 
York. In an interpretation of data in 
the study the author, Dr. Hurd C. Wil- 
lett, Ph.D., professor of Meteorology, at 
Massachusetts Institute of Technology, 
forecasts a substantial reduction of the 
probable future incidence of hurricanes 
during the next six decades. 

Of great value to member companies 
of the Inter-Regional Conference and 
to regional and rating organizations in 
all of the states involved, the study of- 
fers a clearer understanding toward the 
nature of hurricanes and the climatic 
changes affecting their frequency. The 
probable future trend of these destruc- 
tive phenomena is presented in his re- 
port by Dr. Willett. 

Inter-Regional retained Dr. Willett 
for the hurricane study because it was 
felt preferable that a qualified experi- 
enced meteorologist in no way con- 
nected with the property insurance busi- 
ness should undertake the job. Dr. Wil- 
lett’s services are currently being sought 
by the U. S. Weather Bureau in con- 
nection with a comprehensive hurricane 
program to be undertaken by the Bu- 
reau. 


Analysis of Hurricane 


In his report, Dr. Willett presents a 
unique analysis of the tropical hurricane 
as a phenomenon with characteristics 
according to stage and storm track set 
forth. Destructiveness whether by wind, 
flood tides and ocean currents, or by ex- 
cessive rainfall is discussed. 

The study assumes that hurricane in- 
cidence until 1959 will reflect the record 
from 1950 to date. Dr. Willett’s report 
summarizes the record during the first 
00 years of this century as follows: 

The overall frequency of hurricanes on 
the Atlantic and Gulf Coasts was sub- 
stantially lower during the first half 
(1900-29) of the period. A slightly lower 
trend during the first two decades was 
followed by a sudden jump to the highest 
level of activity during the ’39-decade 
with only a slight decrease from this 
higher level since. 

Overall Frequency Average 

The overall average frequency of 
hurricanes during the period is about 
7% per year. This ranged from a 
minimum of two during five different 
years to the maximum of 21 in 1933. The 
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land, west of Florida, there is ont 
dence of long-term trend of hurrican, 
frequency. The ’39-decade of maxis 
frequency produced fewer destructive 
storms in the Gulf coastal area than dit 
the next 10-year period. 
The Florida area is the primary hurri- 
cane crossroads and the boundary }y. 
tween Gulf and Atlantic storms mani- 
fests greater uniformity of hurricane 
frequency than any other area, In the 
Atlantic coastal and inland areas north 
of Florida there is evident a trend char. 
acterized by an increase in total number 
and destructiveness since 1930, reaching 
the highest peak in the ’59-decade. The 
south Atlantic coastal region has always 
experienced some hurricane destruction, 
but only during the past two decades 
have serious effects been felt inland. In 
the four more northerly areas no severe 
and only one moderately destructive 
hurricane was experienced during the 
first half of the 60-year period, but 
starting with the New England hurr- 
cane of 1938 there has been a “rash” of 
them, particularly in the last ten years, 
Previous to 1938 New England had been 
unaffected in the preceding century. 


average frequency was 


in 


Dr. Willett’s Conclusions 


On the basis of this statistical analogy 
of climatic cycles relative to solar ac- 
tivity, i.e, sunspot numbers, Dr. Willett 
feels that it is possible to reach specific 
conclusions as to the probable future 
trends of hurricane incidence during the 
next six decades, the period 1960-2020. 
His conclusions are summarized as fol- 
lows: 

The overall frequency of hurricanes on 
the Atlantic and Gulf Coasts, of all de- 
grees of destructiveness, will probably 
decrease substantially during the next 
five to 10 years to a level that will aver- 
age during the period 1960-1990 near or 
somewhat below that of the first three 
decades of the present century. The fol- 
lowing three decades (1990-2020) may be 
expected to witness a moderate in- 
crease of overall hurricane activity which 
may prove substantial particularly of de- 
structive storms by the last decade oi 
that period. Total incidence for the next 
60 years, is more likely to be lower than 
higher than that of the 1900-59 period. 


Gulf Areas 


The Gulf areas may be expected to re- 
cover somewhat during the next five to 
10 years from the record low level of 
the current decade, to a level nearer 
that of the 1900-29 period. In the Florida 
area it is anticipated that total hurri- 
cane frequency will increase slightly 
during the next few years from the very 
low level of this decade, but the number 
of severe storms is expected to average 
less for the period 1960-90 than during 
the past 30 years since 1925. This 1s 
expected to be followed by a slight up- 
turn in incidence and destructiveness, 
particularly after the turn of the cen- 
tury. : 

Atlantic Coastal Areas 


The Atlantic coastal areas north of 
Florida should witness a sharp decrease 
of destructiveness during the next five 
to 10 years. This will probably be much 
less marked in the southern coastal zone 
and should be sharpest in the New Eng- 
land areas. The period 1960-1990 should 
be marked by a minimum of hurricane 
activity north of Cape Hatteras and the 
Virginia Capes. No real upturn is looked 
for in these areas before the first o 
second decades of the next century, and 
that is indicated only as a_ possibility. 
Consequently hurricane activity north 0! 
the Viriginia Capes is expected to aver 
age substantially less during the 60 years 
following 1959 than it did during the 
preceding 60 years. 





Oct 














ence 


_ and in. 
Ittle eyj. 
1UrTicane 
Naximun 
Structiye 
than did 


ry hurri- 
lary be. 
1S mani- 
urricane 

In the 
aS north 
nd char- 
number 
reaching 
de, The 
s always 
truction, 
decades 
land. In 
O severe 
structive 
ing the 
od, but 
1 hurri- 
rash” of 
N years, 
ad been 


ury, 


analogy 
lar ac- 
Willett 
specific 
- future 
ring the 
160-2020, 
as fol- 


anes on 
all de- 
robably 
le next 
Il aver- 
near or 
t three 
“he fol- 
may be 


he next 
er than 
eriod. 


1 to re- 
five to 
evel of 
nearer 
Florida 
hurri- 
slightly 
1e very 
1umber 
iverage 
during 
This is 
ht up- 
veness, 
e cell- 


rth of 
crease 
xt five 
» much 
1 zone 
y Eng- 
should 
ricane 
nd the 
looked 
rst oF 
y; and 
ibility. 
rth of 
aver- 
years 
g the 









October 28, 1955 

















Marine War Risk Insurance 


Historical Development of This Coverage, Principal Clauses, 


And Practical Aspects of War Risk Underwriting 
During First and Second World Wars 


By Henry C. THorN 


Resident Vice President in New York 
Insurance Company of North America 


Henry C. Thorn, resident vice president 
in New York City of the Insurance Co. of 
North America and one of the most promi- 
nent figures in the ocean marine under- 
writing field, has written a comprehensive 
malysis of marine war risk insurance 
which he presented at a luncheon meeting, 
Wednesday, in New York, of the Ameri- 
can Marine Insurance Forum. Mr. Thorn, 
as chairman of the board of managers of 
the American Cargo War Risk Reinsur- 
ance Exchange and chairman of the under- 
writing committee of the war risk ex- 
change, is an outstanding authority on that 
whole field of insurance coverage. Due to 
the importance of his current contribution 
to the overall knowledge of war risk cov- 
erage Mr. Thorn’s address is being pub- 
lished in full, in several weekly istall- 
ments. Part I follows herewith: 


I think we can best get at an under- 
standing of this subject by going back 
into its history. Before doing this, how- 
ever, | want to quote just a few figures. 
From September 1, 1939, to July 1, 1946, 
the total number of vessels, all flags 
(U. S. and foreign) merchant vessels of 
1,000 tons and over, lost as a result of 
war perils was 6,797, of which 570 were 
American. 

War Risk Cover in Early Marine Covers 


Marine insurance, we believe, was 
originally required quite as much for 
protection against pirates and acts of 
war as against the perils of the sea, 
great as they are, and greater as they 
were in the early days. Any study of 
marine insurance must take us back at 
least to the Lloyd’s form of policy which 
has been in use for so many years. Re- 
ferring to the perils clause, you will note 
that the risks of men-of-war, perils of 
the sea, pirates, letters of mart, etc., 
are all jumbled in together without re- 
gard to any particular sequence. It 
might pay us here to refresh our minds 
with the exact wording of the first part 
of the Perils Clause: 

“Touching the advéntures and _ perils 
which we the assurers are contented to 
bear and do take upon us in this voy- 
age, they are, of the seas, men-of-war, 
fire, enemies, pirates, rovers, thieves, 
jettisons, letters of mart and counter- 
mart, surprisals, takings at sea, arrests, 
restraints and detainments of all kings, 
princes and people, of what nation, con- 
dition, or quality soever, barratry of the 
master and mariners, and of all other 
perils, losses and misfortunes, that have 
or shall come to the hurt, detriment, or 
damage of the said goods and merchan- 
dises and ship, etc., or any part thereof.” 


F. C. & S. Clause Appears 

The underwriter of past centuries 
knowing full well that he was bearing, 
in addition to the perils of the sea, the 
risks of war or pirates on every voyage, 
could name his rate accordingly, and it 
is probably for that reason that there 
was no separation of war from marine, 
as we know it today. Shortly after the 
Napoleonic Wars, however, the situation 
changed materially, and we find the 
F.C. & S. Clause making its appearance 
in the policy. The present F. C. & S. 
Clause reads as follows: 

‘The following warranties shall be 
Paramount and shall not be modified or 


superseded by any other provision in- 
cluded herein or stamped or endorsed 
hereon unless such other provision re- 
fers specifically to the risks excluded by 
these warranties and expressly assumes 
the said risks: 

“F.C. & S. (a) Notwithstanding any- 
thing herein contained to the contrary, 
this insurance is warranted free from 
capture, seizure, arrest, restraint, detain- 
ment, confiscation, preemption, requisi- 
tion or nationalization, and the conse- 
quences thereof or any attempt thereat, 
whether in time of peace or war and 
whether lawful or otherwise; also war- 
ranted free, whether in time of peace or 
war, from all loss or damage caused by 
any weapon of war employing atomic 
fission or radioactive force; also war- 
ranted free from all consequences of 
hostilities or warlike operations (whether 
there be a declaration of war or not) 
but this warranty shall not exclude col- 
lision, explosion or contact with any 
fixed or floating object (other than a 
mine or torpedo), stranding, heavy 
weather or fire unless caused directly 
(and independently of the nature of the 
voyage or service which the vessel con- 
cerned or, in the case of a collision, any 
other vessel involved therein, is perform- 
ing) by a hostile act by or against a 
belligerent power; and for the purpose 
of this warranty ‘power’ includes any 
authority maintaining naval, military or 
air forces in association with a power. 
Further warranted free from the conse- 
quences of civil war, revolution, rebel- 
lion, insurrection, or civil strife arising 
therefrom, or piracy. 

“S. R. & C. C. (b) Warranted free of 
loss or damage caused by or resulting 
from strikes, lockouts, labor disturb- 
ances, riots, civil commotions or the acts 
of any person or persons taking part in 
any such occurrence or disorder.” 


War Risk a Separate Cover in U. S. 


From that time on, war risk and ma- 
rine have been treated separately, al- 
though up to possibly World War II it 
was quite general for war risk, if cov- 
ered by the underwriter, to be endorsed 
on the marine policy. Modern practice 
in the American market, however, is to 
issue a separate and distinct war policy 
which is a_ self-sustaining document. 
This does make some reference to the 
policy of marine insurance itself but only 
as respects the description of the ship- 
ment to be covered and the valuation, 
etc; 

The clause that stipulates this in the 
American Institute War Policy reads as 
follows: 

“It is agreed that this policy is a 
separate and wholly independent con- 
tract and is not subject to any terms or 
conditions of the policy against marine 
risks above mentioned (whether physi- 
cally attached thereto or not) except as 
such terms or conditions shall have been 
expressly incorporated herein by refer- 
ence.” 

The American Institute Policy sets 
forth in detail precisely those risks 
which are classified as war risks. 

Clause I of the War Risk Policy 
reads: 

“This insurance is only against the 
risks of capture, seizure, destruction or 





damage by men-of-war, piracy, takings 
at sea, arrests, restraints, detainments 
and other warlike operations and acts 
of kings, princes and peoples in prose- 
cution of hostilities or in the application 
of sanctions under international agree- 
ments, whether before or after declara- 
tion of war and whether by a belliger- 
ent or otherwise, including factions en- 
gaged in civil war, revolution, rebellion, 
or insurrection, or civil strife arising 
therefrom, and including the risks of 
aerial bombardment, floating or station- 
ary mines and stray or derelict tor- 
pedoes and weapons of war employing 
atomic fission or radioactive force; but 
excluding claims for delay, deterioration 
and/or loss of market, and warranted 
not to abandon (on any ground other 
than physical damage to ship or cargo) 
until after condemnation of the property 
insured.” ; 


Principal War Risks 


Now let us turn to the war coverage 
itself. Without going into the contract 
in too much wordy detail, I think we 
may safely say that the principal risks 
which the underwriters cover against 
are those of capture, seizure, destruction 
or damage by men-of-war, and the fur- 
ther perils coming within the words 
“takings at sea, arrests, restraints, de- 
tainments and other warlike operations 
and acts of kings, princes and peoples 
in prosecution of hostilities,” ete. 

Within the last two decades the risk 
of piracy has been included in the war 
coverage and has been dropped from 
the marine coverage where it had been 
from time immemorial. The word “cap- 
ture,” I think, has a clear meaning, and 
it would seem to properly include every 
act of seizing or taking by an enemy 
or belligerent. : 
_ “Seizure” seems to be a more embrac- 
ing term than “capture” and may be in- 
terpreted to embrace every act of force- 
ful possession either by legal authority 
or by overpowering force. “Detainment” 
is the prevention, during the currency 
of the risk, of the prosecution of the 
transit insured. This does not neces- 
sarily mean that the owner of the prop- 
erty, however, has been divested of his 
ownership rights. 

When we come to the words “all con- 
sequences of hostilities or warlike op- 
erations” we have before us the part 
of the war coverage that is probably the 
cause of the greatest losses to under- 
writers in modern warfare. I refer, of 
course, to the losses caused by torpe- 
does, gunfire, aerial bombing, and sub- 
marine and mines, and in the next war 
we shall have all sorts of nuclear and 
other fiendish devices to cope with. 

It is hardly necessary to elaborate on 
the frequency and seriousness of such 
losses. I would point out, however, that 
the words “all consequences” must not 
be taken as including any happening 
that may remotely be attributed to 
there being a state of war. In addition 
to torpedoing and mines and gunfire, 
there are of course other direct 
which are consequent on hostilities. For 
instance, explosion and fire caused by 
bombs placed on board a vessel by an 
enemy subject domiciled abroad. i re- 
fer you here to the well known Tenny- 
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son Case of 1919, in which the Atlantic 
Mutual was the underwriter. 

Upon reading Clause I of the Ameri- 
can Institute War Clauses you will note 
in addition to the major war perils I 
have referred to above, the clause goes 
into some detail in describing just what 
further perils are included. For instance, 
when it refers to mines, it states they 
are floating or stationary. When it re- 
fers to torpedoes, it states they may 
include stray or derelict torpedoes. 

Time will not permit our going into 
close examination of each word in the 
policy. There is, however, a very impor- 


tant part of this clause that I feel we 
must discuss before going on to the 
next. 


Ss But excluding claims for delay, 
deterioration and/or loss of market, and 
warranted not to abandon (on any 
ground other than physical damage to 
ship or cargo) until after condemnation 
of the property insured.” Let us con 
sider these words in their ordinary 
meaning. First, it is clear that delay 
and deterioration and . market 
are not covered. Also, that the assured 
may not abandon the goods on any 
grounds other than physical damage to 
the ship or cargo, until after condemna- 
tion of the property insured. This con- 
demnation of course refers to the con- 
demnation by a prize court of the captor. 


losses of 


Frustration Clause 

Clause No. 2 is the Frustration Ciause 
—a most important one too. They all 
are. I feel sure you will be interested 
in the history of this clause. The Frus- 
tration Clause reads: 

“Warranted free from any claim based 
upon loss of, or frustration of, the in- 
sured voyage or adventure caused by ar- 
rests, restraints or detainments.” 

Now this is a most important war- 
ranty and it came into the war _ risk 
policy as the result of a happening which 
occurred shortly after the outbreak of 
the war in 1914. The case is known as 
Sanday & Co. vs. the British & Foreign 
Marine Insurance Co., and was fought 
through to the House of Lords. Two 
cargoes of grain were destined for Ger- 
many in British vessels and could not 
be delivered owing to the outbreak of 
the war. 

The vessels carrying the grain were 
diverted to England and although the 
grain itself was sound and remained un- 
der the control of the assured—mark 
those two facts clearly—the underwriters 
were nevertheless held liable to pay a 
constructive total loss on the grounds 
that the insured venture was lost by a 
peril insured against. In other words, 
the reason for bringing the grain to 
England was caused by a restraint of 
princes. 

Obviously it was never the intention 
of the underwriters to respond for such 
a loss and in order to make certain that 
they would never again be called upon 

(Continued on Page 34) 
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N.Y. Agents Downstate Regional Meet 
Holds Panel On Homeowners Forms 


Supt. Holz Foresees More Protection Against Uninsured 
Drivers; Meeting Adopts Resolution in Support of New Cover; 
Schwab, Stearns, Hemley, McFalls, Toale, Mayer Speakers 


By KENNETH BONIFACE 


New York State Superintendent of 
Insurance Leffert C. Holz last week 
asserted that the recently adopted broad- 
ened auto liability endorsements now 
offered to protect insured drivers and 
their families from damages caused by 
uninsured motorists, will go far to solve 
the problem not only in his state but 
throughout the entire nation as well. 
Addressing the sixth annual regional 
downstate meeting of the New York 
State Association of Insurance Agents, 
recently at Garden City, Long Island. 
Mr. Holz said he was “very proud” of 
the coverage and while not the complete 
answer to the problem, the endorsement 
“closes the gap and is a step in the 
right direction.” 

The Superintendent expressed confi- 
dence that a solution would be found 
for the many persons not covered be- 
cause they do not own automobiles. He 
praised the companies for adopting the 
endorsement and for their cooperation. 
Mr. Holz told delegates in the Garden 
City Hotel’s packed ballroom that the 
Insurance Department, working closely 
with the industry would find an answer 
in time for the next session of the legis- 
lature ‘in January. 

The one-day regional convention at- 
tended by over 900 representatives from 
the New York State and Suburban New 
York State Associations, unanimously 
adopted a resolution proposed by Arthur 
L. Schwab, president of the state asso- 
ciation, pledging their support to making 
the endorsement work, and calling on 
their companies to follow-up with exten- 
sive advertising in all media clarifying 
the new cover for the public. 


Panel on Homeowners’ Policies 


\ morning panel forum on homeown- 
ers’ policies “A,” “B” and “C,” moderated 
by ]. Fred Waldron, president, Suburban 
New York Association opened the meet- 
ing. Myron W. Bergen, Kressler, Wolf & 
Miller, Easton, Pa., described his experi- 
ences in selling the homeowners’ policies 
in Pennsylvania. Mr. Bergen pointed out 
the many advantages from the agents’ 
point of view in selling these coverages. 
The one policy form offered by a home- 
policy allows better service to 
because one agent handles 
it. Also the form helps to keep and im- 
prove business. Mr. Bergen reminded 
agents that it is an important way to 
develop new business; that it helps 
cement the relationship between agent 
and company. 

The key to selling the homeowners’ 
policy is the agent himself, Mr. Bergen 
stated. An agent must have the proper 
attitude and acquire the necessary knowl- 
edge. The speaker warned however that 
all homeowners are not necessarily de 
sirable prospects. Once the eligibility of 
a prospect is determined as to moral risk 
and payment ability, Mr. Bergen ad- 
vised, then the sales presentation can be 


owners’ 


the assured 


1 
I 


made. In making the presentation, al 
ways offer at least two policies and be 
sure that both husband and wife, the 
“voting members,” are present. Ask 


to find out the prospect’s 
thinking. “Be sure to arrange premium 
payments on your credit terms,” he 
stated. In closing, Mr. Bergen reminded 
agents that a satisfied customer is an 
agent’s best salesman. 

Edward Ryder, St. Paul Companies, 
pictured the rapid increase in sales of the 
homeowners’ policies in a report of na- 
tional sales. In 1952, premiums from “A” 
and “B” policies combined for a total of 
$744,000. Premiums from “A” and “B” 


questions 


in 1954 amounted to $9,203,000. 
Other panel members were W. Arthur 





Quick, Home Insurance Co.; George A. 
Ward, Paine-Ward Agency, Far Rock- 
away and George Homer, Mount Vernon, 
y. Y. A lively question and answer 
period on coverages and exclusions con- 
cluded the morning session. 


Schwab Scores Cut-rate Auto Policies 


Featured luncheon speaker was Presi- 
dent Arthur L. Schwab, who scored some 





ARTHUR L. SCHWAB 


stock companies for offering cut-rate 
auto policies as the answer to the direct 
writer problem. Lower costing policies 
only result in lower commissions for the 
agent. The American Agency System 
has been successfully combatting the 
direct writer for years, Mr. Schwab said. 
He questioned the wisdom of adopting 
their methods. The best way to combat 
the direct writer is by offering better 


service to the assured. “We _ shouldn’t 
be policy peddlers. We should be able 
to work out an assured’s hazards and 


cover him adequately. The direct writer 

can not do that,” he reclared. 
“Country-wide Service to the Insured” 

was discussed by Robert J. Stearns, pres- 
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ident of the Duchess County Association. 
Mr. Stearns stated that service is the 
cornerstone of success in any agency and 
the American Agency System in particu- 
lar. He appealed for a “grass roots” 
approach to the problem of getting the 
story of the agency system across to the 
people. “Through the National Associa- 
tion of Insurance Agents,” he said, “we 
can make our story known. We must 
work together in common interest.” 

Mr. Stearn called for wider use of 
the NAIA emblem in local agents’ ad- 
vertising. He urged more advertising in 
consumer magazines and newspapers and 
advocated a television program on a na- 
tional network featuring services of the 
local agent. 


Success of American Agency System 
Due to Agents 


Ben Hemley, Hemley Agency, Ltd., 
Jamaica, emphasized that the success ot 
the American Agency System is due pri- 
marily to the ettorts ot the local inde- 
pendent agent. Chief difference between 
the local independent agent and the di- 
rect writer the speaker asserted is in the 
agents’ allegiance to the assured. The 
local agents’ first allegiance is to the 
assured, then to his company and finally 
to himseli. Whereas the direct writer's 
first loyalty is to his company, second 
to himself and lastly to the assured. 

Being part of the community and par- 
ticipating in its affairs is one of the 
agents’ greatest assets, Mr. Hemley de- 
clared. No assured, large or small should 
be neglected. The speaker stressed the 
importance of calls and advised the 
agents to live up to their code. “Never 
give up personal service or quality of 
product,” he stated. 

The growing speakers’ bureau pro- 
gram was discussed by David S. ‘McFalls, 
president, R. B. McFalls & Son. Some 
50 talks have been booked and about 
half of the agents have been invited to 
speak again. 

Toale Advocates NAIA Agency Cost 

Survey 


Eugene A. Toale, manager, New York 
City branch, Security-Connecticut Cos., 
gave some profitable tips on agency man- 
agement. Mr. Toalé’s address brought 
out the use which an individual agent 
could make of the NAIA Agency Cost 
Survey in determining the cost of his 
own operation. 

Emphasizing the necessity for an agent 
to have complete insurance coverage 
available for his clients, Mr. Toale sug- 
gested that the well rounded agency be 
prepared to offer life insurance as well 
as all forms of property coverages for 
both personal and business needs. The 
agent will not only receive additional 
volume from the added lines, but will be 
in a better position to prepare a com- 
plete insurance program for his assureds. 





John G. Mayer, executive secr. : 
the New York State Association m 
nounced that his association is pregese, 
to sponsor a teenage drivers’ safety ~ 
gram. Originated in Oregon with stccess 
in reducing the accident records he 
Safe-Teen program would be offered 
through schools and apply to all drivers 
between 16 and 25. P 

Compulsory Auto Problem Discussed 

Joseph A. Neumann, Jamaica, NAIA 
immediate past president who was sched 
uled to speak on the compulsory auto. 
mobile problem, was surveying floo( 
damage in Connecticut and was unable 
to attend the meeting. President Schwa} 
substituting for him, reviewed the history 
of the situation, describing the Massa. 
chusetts compulsory law and the many 
attempts in recent years to pass such q 
law in New York. He thought the re. 
cently adopted auto liability endorse. 
ments now offered are “something really 
constructive” but added that there are 
many problems still unsolved. M; 
Schwab commended — Superinienden 
Holz’s administration and joined in ex. 
pressing confidence that something would 
be done to answer the problem of the 
millions of non-car owners not covered 
by the endorsement. 

A reception party and dinner followed 
the afternoon session. Arthur F. Blum 
Queens County Association, was chair. 
man on arrangements, with Helen K. 
Goodrich, reservations chairlady. Other 
committee members were George A, 
Kramer, Nassau County; Albert E. Mez. 
ey and David S. McFalls, New York 
City; Kenneth W. Haslam, Queens: 
Samuel Meyerson, Richmond; Lows 
Spicci and Joseph K. Wright, regional 
vice president, Rockland; Frederick E 
Jaeggi, Jr., Suffolk and J. Fred Waldron, 
Westchester. 





Quarter Century Club of 


Pearl American Cos. Meets 
The second annual meeting and ban- 
quet of the Quarter Century Club of the 
Pearl American Group was held on Oc- 
tober 18, at the New York Athletic Club. 
Officers elected then were: H. A. Bitzer, 
president; M. C. Ripley, vice president; 
John B. Scheuerman, secretary and 
tréasurer. 


Fire Assn. Adds Fieldman 


E. Berkley Crockett has joined the 
Fire Association Group as special agent 
and has been assigned to the Baltimore 
service office under the supervision of 
Resident Manager, Paul C. Thomson. 
Native of Virginia and an air force vet- 
eran of World War II, Mr. Crockett 
has completed insurance courses at New 
York, Northwestern, Johns Hopkins 
Universities and Loyola College. 


Big Bil 


(Continued from Page 21) 


President T. Morgan Williams of the 
New York Board of Fire Underwriters 
named the following committee to repre- 
sent the board at the funeral services 
and also to draft a memorial resolution: 
Sinclair T. Skirrow, chairman; Vincent 
Gallagher and Henry E. Frost. Mr. 
Rygel served as vice chairman of the 
board’s committee on laws and _ legis- 
lation. 








* * * 


Elect Crafts a Director 

Newly elected as a member of board 
of directors of National Industrial Con- 
ference Board, 480 Park Avenue, New 
York, is James F. Crafts, president o! 
Fireman’s Fund. Reelected as a_board 
member is William J. Graham, a director 
of Equitable Society and formerly a vice 
president. President of National Indus- 
trial Conference is’ John S. Sinclair, for- 
mer executive vice president of New 
York Life. ; 

An unusually large number of insut- 
ance companies belong to National In- 
dustrial Conference Board. Its directors 
include many of the most noted figures 
in industry. Chairman is Langborne M 
Williams, president, Freeport Sulphur 

oO. 
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Wins Two Awards for 
Best Annual Report 


GIVEN BY “FINANCIAL WORLD” 





North America Cos. First in Survey 
of Annual Statements, Receives In- 
dustry “Oscar” for Eighth Time 





The 1954 annual report of the Insur- 
ance Company of North America Com- 
panies has won two awards in a sur- 
yey of annual reports conducted by 
“Financial World,” a national weekly 
fnancial paper. 

A silver trophy for the annual report 
which was rated “Best of All Financial 
Institutions” by an independent board 
of judges was presented to North Amer- 
ica President John A. Diemand by West- 
on Sinith, vice president of “Financial 
World,” at a dinner at the Hotel Statler 
in New York October 24. 


“Oscar of Industry” Trophy 


The company also received the bronze 
“Oscar of Industry,” top honor in_the 
Property Insurance Classification. Pre- 
sentation of the “Oscar” marked the 
eighth time that North America has 
won the coveted trophy in the 11 years 
the company’s annual statement has been 
entered in the survey. 

In addition, North America’s report 
placed third in the competition for the 
“Gold Oscar,” awarded for the best 
statements among 5,000 submitted for 
more than 100 different industrial classi- 
fications. 

The chairman of the jury making the 
final selections is Dr. Pierre R. Bretev, 
editor of “The Analysts Journal.” He 
was assisted by Shelby Cullom Davis, 
president, National Federation of Finan- 
cial Analyst Societies; Kennard Wood- 
ward, president, Massachusetts Hospital 
Life Insurance Co., and John Kanelous, 
distinguished artist. The screening of 
reports was under the direction of Na- 
than Bowen, president, New York Soci- 
ety of Security Analvsts, Inc., with the 
cooperation of six division chairmen and 
16 investment specialists, all members of 
the New York Society. 





DOUGLASS GAB MANAGER 





Heads Southeastern Dept., Succeeding 
Bachman; Raine Now Associate 
Manager at Atlanta Office 
Paul M. Douglass, formerly executive 
assistant, has been appointed manager of 
General Adjustment Bureau’s Southeast- 
ern department succeeding Roy G. Bach- 
man, who is now assistant to the presi- 
dent. George B. Raine has been desig- 

nated associate manager. 

Mr. Douglass joined Southern Adjust- 

ment Bureau—a predecessor organiza- 
tion—30 years ago and was assigned to 
the Atlanta branch office. Four years 
later he was transferred to the Albany, 
Ga. branch office as manager. In 1949 
he returned to Atlanta as a member of 
the Southeastern department executive 
staff. 
_Mr. Raine joined the staff of the 
Southern Adjustment Bureau in 1919 
and was assigned to the Atlanta branch 
office. In 1929 he was transferred to the 
Nashville, Tenn., branch as manager. In 
1942 he returned to Atlanta when he was 
named assistant general manager of the 
Southeastern department. 





Bronx Brokers Hear Keenan 
David Keenan, manager of the Aetna 
Casualty & Surety office at Forty-second 
Street, New York City, addressed the 
recent luncheon meeting of the Bronx 
Insurance Brokers Association at the 
Concourse Plaza Hotel in the Bronx. He 
spoke on the personal services brokers 
can render to clients and the advertis- 
Ing program of the Aetna Affiliated 
Companies. He also answered questions 
relative to the new uninsured drivers 
endorsement to autoliability policies. 

Murray Berns, vice president of the 
association, discussed the problem of 
auto dealers selling insurance to car pur- 
chasers without, having licenses as insur- 
ance brokers. President Lee H. White- 
Stone presided. 
















ry PROPERTY INSURANCE. SEE YOUR HOMETOWN AGENT’ 


FOR QUAL 


the bill came to $2,042,803,288 


(Over two Fillion dollar ) 
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THE 

BIG 
PAY-OUT 
HELPS 


CONVINCE 


When it comes time to 
collect, you realize the value of 
good insurance. 





YOUR 


Many thousands of people—homeowners, businessmen, farmers- 
have made this discovery about The Home Insurance Company 
Through the burning of cities, windstorms and other disasters 
The Home has paid—big losses and small—promptly and fairly 
The value of the services of The Home can be 

measured by the size of the bill—over two billion dollars 

Paid out in losses since 1853. 

Equally important have been the human, devoted and skilled 
services of the agents of The Home. Without them, 

this record could never have been attained 


PROSPECTS 





For your protection, it's wise to see your own Home agent. 


THE 


ORGANIZED 1853 


HOME 


Susurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y¥ 
FIRE ¢ AUTOMOBILE + MARINE 
The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
A stock company represented by over 40,000 independent local agents and brokers 








This advertisement 


The Home Insurance Company’s appears in color in: 


new advertisement dramatically 
illustrates the point about insurance 
that most interests the policyholder— 
prompt and fair claim settlement. 
One of the most powerful sales 
factors you have working for you 
is the prospect’s knowledge that 
you render the same skilled service 
after a loss as you do in the 
original selling. 


Business Week —Nov. 12 
Newsweek—Nov. 14 
Time — Nov. 14 


U.S. News & World 
Report—Nov. 25 
Nation's Business —Nov. 
Town Journal—Nov. 
Better Homes and 
Gardens—Dec. 


American Home— Dec. 








Johnson Retiring as 
New Jersey Deputy 


IS SUCCESSOR 


Johnson Has Served Department for 44 
Years; McNicholas Chief Examiner 
in New Jersey Since 1943 


McNICHOLAS 





Benjamin B. Johnson, New Jersey 
Deputy Commissioner of Insurance, is 
retiring November 1 after 44 years with 
the Department of Banking and Insur- 
ance at Trenton. He will be succeeded 
by Timothy A. McNicholas, chief exam- 





BENJAMIN B. JOHNSON 


iner and special assistant deputy com- 
missioner of insurance company liquida- 
tions. These changes are announced by 
Commissioner Charles R. Howell. 

Mr. Johnson joined the Banking and 
Insurance Department in 1911 as a clerk. 
After his discharge from the Army as 
lieutenant in 1919 he was appointed chief 
clerk, earning successive promotions as 
assistant deputy commissioner in the 
Bureau of Insurance in 1926, special 
assistant deputy and chief of rating 
division in 1943 and finally Deputy Coni- 
missioner of Insurance in 1951, when he 
succeeded Christopher Gough. 

Zorn and raised in Morrisville, Pa., 
Mr. Johnson graduated from Trenton 
High School and Rider College at Tren 
ton, N. J. He was a resident of Hamilton 
Township, Mercer County, for 32 years 
and now resides in Seaside Park. Mr. 
Johnson married Sarah Parsons Robbins 
of Penns Manor, Pa., and has a son, 
Jenjamin B. Johnson, 3rd, two daugh- 
ters, Mrs. Stanley D. Farr, and Mrs. 
Frederick G. Buswell, Jr., and five grand- 
children. 

Mr. MeNicholas joined the Insurance 
Department in 1926 as assistant chief 
examiner and was appointed chief ex- 
aminer in 1943. After graduating from 
the Philadelphia public school system he 
attended Strayers College, Pa. Before 
entering the Insurance Department he 
spent several years in the public ac 
countants field specializing in financial 
institutions. Mr. McNicholas has been 
a resident of South Amboy for 35 years, 
is married and has three children. 


Insurance Institute 
Conference November 10 


The annual conference luncheon of the 
Insurance Institute of America will be 
held at the Hotel New Yorker at 34th 
Street and 8th Avenue, New York City, 
on November 10. 


S.E. UNDERWRITERS TO MEET 
South-Eastern Underwriters Associa- 
tion’s 44th semi-annual membership 
meeting will be held at The Carolina, 
Pinehurst, North Carolina, November 
28 - 30, 1955. 
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Jackson, Chubb, Herd and Wittpenn 
Speak At General Brokers’ Dinner 


(Continued from Page 1) 


the part of insurance company bureaus 


with accredited producer organizations 
would do much to alleviate the confu- 
sion.” 

Mr. Jackson, who is a member along 


with Mr. Chubb, of the insurance indus- 
try’s study group named by the Atomic 
Energy Commission, stressed that the 


available to the insurance industry and 
provide considerable insight into the 
nature of the hazard involved. Never- 
theless, the knowledge accumulated is 
far from complete—particularly in the 
matter of understanding what takes 
place in a living cell when any form 
of radiation comes in contact with it. 
“Until we achieve further insight into 
the nature of radiation and its effects, 
it is difficult to evaluate the hazard suffi- 





B. JACKSON 


energy industry looks to insur- 
protection for private enter- 
said he expects insurance to 
take a bold, aggressive stand in finding 
a solution and that “the problems will 
be approached with the feeling of an 
obligation to provide, to the greatest 
extent possible, the ways and means for 
protecting those who are expending pri- 
vate funds and effort in advancing the 


ne ... We accept the duty and respon 
forward 


atomic 
ance tor 
prise. He 


sibility ‘involved and will move 
from that premise. 

At the same time President Jackson 
observed that the atomic energy indus- 


“must also begin to translate its -gen- 


try 
eral demands into specific requirements, 
on the basis of the type of business 


judgment exercised in connection with 
other types of insurance and _ resulting 
from a complete appr uisal of the proba- 


bilities involved.” 
Mr. Jackson outlined from the insur- 
ance point of view, some of the specific 


problems which must be faced. 


Problem of Radiation 


“The problem of radiation is not en- 
tirely new in the insurance field and 
considerable experience and knowledge 
has been acquired in connection with the 
distribution and use of radioisotopes and 
radium,” Mr. Jackson said. “Further, the 


Government from the beginning has kept 
the problems of the 
radiation under constant 
search. 


cause and effect of 
study and re- 
The results of these efforts are 


PERCY CHUBB, 2ND 


ciently to come up with the precise an- 
swers necessary to any sound scheme of 
insurance. 

“The second major problem relates to 
capacity, i.e., the size of the loss that 
might be involved. This raises several 
questions—the most important of which 
are the possibilities of a major incident, 
the effects of a major incident, and the 
requirements of the atomic energy in- 
dustry. 


Possibilities of a Major Incident 


“The big concern, quite naturally, is 
with a major and catastrophic accident 
releasing large amounts of radioactivity 
over a widespread area, giving rise to 
damage claims of astronomical propor- 
tions. As the study group’s interim re- 
port stated: ‘The catastrophe potential 
. .. iS more serious than anything now 
known in the industry.’ 

“Fortunately, this potential is remote. 
The operating history of 25 reactors in 
the United States for the years 1943 
through 1954 shows no accident”s in- 
volving radiation injury sufficiently seri- 
ous to cause lost time of personnel dur- 
ing 606,686 operating hours and 17,799,- 
000 man-hours. 

“This remarkable safety record is due 
prime irily to a constant concern with and 
attention to three important factors: 

“a. The basic design of the reactors 
themselves, with built-in safety devices 
in no way dependent on human action. 
These devices bring about an automatic 





RUSSELL WITTPENN 


shut-down when established power lim- 
its are exceeded. 

“b. The careful indoctrination and 
training of reactor operators, the manip- 
ulators of the controls, who must be li- 
censed by the A.E.C. under prescribed 
conditions after individual qualifications 
have been established. We were all very 
much impressed with the stringent re- 
quirements in this regard. 

“c. The policy of physical contain- 
ment which requires that reactors have 
outer shells of steel or concrete which 
will be gas-proof and capable of with- 
standing any pressure which might be 
expected in the event of a reactor acci- 
dent. 

“These factors, together with the 
safety record compiled, enabled the 
Study Group to conclude that the hap- 
pening of a catastrophic atomic accident 
might well be considered extremely im- 
probable. Nevertheless, the possibility 
remains ; and from the view-point of the 
insurance industry considerable experi- 
ence over the years will be required be- 
fore we will be able to evaluate the risk 
involved in the private operation of re- 
actors with anything comparable to the 
type of ‘actuarial’ data developed in 
other fields. 


Effects of a Major Catastrophe 


“The size of the loss which will occur 
in the event of a major catastrophe is 
another area lacking precise information 
upon which to make an intelligent pre- 
diction,” said Mr. Jackson. “Practical 
experience with reactor failures has been 
minimal. In general, estimates of total 
effects must still rely on theoretical con- 
siderations. 

“A third complicating factor related 
to capacity has been the failure of the 
atomic energy industry itself to state on 
any sound basis the amount of coverage 
it needs. There has been considerable 
talk and speculation concerning upper 
limits, but generally the requirement is 
stated in genenral terms—such as ‘pro- 
vided adequate insurance is obtainable 
at reasonable rates.’ The point is that 
until the amount of coverage required 


is determined on a dollar basis, the 
insurance industry cannot reach any 
conclusion with respect to its capacity 


to provide such coverage. 

“As soon as the Insurance Study 
Group’s report was made available to 
the public, the various organizations with 
different underw riting jurisdictions went 
into action,” Mr. Jackson said. “On the 
stock side of the picture, the property 
insurance problem has been turned over 
to the Factory Insurance Association as 
the organization best equipped to deal 
with the problems, from the viewpoint 
of both m: inagement and _ inspection. 
Any stock company is welcome to par- 
ticipate in this facility whether a mem- 
ber of the association or not. 

“On the liability side, the Association 
of Casuz alty & Surety Companies is op- 
erating in a similar manner. Formal or- 


(Continued on Page 30) 
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N.Y. STATE EXAMS 
NEW YORK « JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE COURSE, 


Starts Monday, Dec. 5, for 
Brokers’ Examination on March 15, 1956 





Starts Monday, Dec. 5, for 
State Examination on Feb. ‘29, 1956 


Starts Tuesday, Dec. 6 
for Examination on Jan. 10, 1956 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
PO - S a 
132 eg A Street 
New York N.Y. 
Near City, hall 
COrtlandt .7-7318 


\ HERBERT J. POHS, tert aa 

















Skidmore Firm Joining 
Davis, Dorland & Co. 


Davis, Dorland & Co., at 99 Church 
Street, New York City, one of the coun- 
try’s leading insurance brokerage offices, 
states that on November 1 the firm of 


Fred W. Skidmore Co., Inc., of 60 East 
Forty-second Street, will become associ- 
ated with it and Fred W. Skidmore 


will be a vice president of Davis, Dor- 
land & Co.. Mr. Skidmore has been in 
insurance production for himself. since 
January, 1926. when he formed his own 
organization. 

Others who will become associated 
with Davis, Dorland & Co. in the Skid- 
more organization are Lee Warren Skid- 
more, son of Fred Skidmore; Milton J. 
Thiele, Edith Cowell and Al J. Grogan. 
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LIFETIME SERVICE FEE 


To be made available to all producers effective, January Ist, 1956. 


Contact any of our General Agents, anywhere. 








METROPOLITAN GENERAL AGENTS 


DAVID A. CARR AGENCY, INC. HARRY A. GRUBER and SAMUEL D. ROSAN AGENCY, INC. 


50 East 42nd Street HAROLD N. SLOANE, CLU 14 Maiden Lane 
Co. New York 17, N. Y. d/b/a Life Associates New York 38, N. Y. 
hurch OXford 7-3424 111 John Street BEekman 3-8114 
bho New York 7, N. Y. 
rm of BEekman 3-4545 
) East 
iacee CARL E. HAAS, CLU MEYERS-CRISONA AGENCY H. MALCOLM TEARE 
Bs 9 32 Court Street 89-30 16st Street 500 Fifth Avenue 
“since Brooklyn 2, N. Y. Jamaica, N. Y. New York 18, N. Y. 
BB TRiangle 5-7362 JAmaica 3-3540 LOngacre 4-8130 
Sli LEITNER AGENCY, INC. W. L. PERRIN & SON, INC. ZAUN-CONROY LIFE AGENCY, INC. 
be 384. East 149th Street 75 Maiden Lane 45 John Street 
ogan. CYpress 2-3105 New York 7, N. Y. New York 38, N. Y. 
a New York 55, N. Y. HAnover 2-4044 BEekman 3-2395 
PHILIP C. BELBER AGENCY, INC. C. J. SIMONS CORPORATION 
. 744 Broad Street 563 Broad Street 

Newark, N. J. Newark, N. J. 

f MArket 2-0354 MArket 3-8100 : 


1 | CONTINENTAL ASSURANCE COMPANY 


CHICAGO 


EASTERN DEPARTMENT: 76 William Street, New York 5, N. Y. 


Miomnd in All 48 Senden Cte » 7 em  Fieswits 
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CPCU Designations Presented In 
New York; Holz on New Auto Cover 


More than 30 successful candidates in 
the New York area for the highly cov- 
eted professional designation of Char- 
tered Property Casualty Underwriter re- 
ceived their diplomas from Dr. Harry J. 
Loman, dean of the American Institute 
for Property & Liability Underwriters, 
at a meeting of the New York Chapter 
of CPCU held October 19 in the grand 
ballroom of the Hotel Biltmore in New 
York City. President John B. Walker 
of the New York Chapter presided and 
there were nearly 400 members and 
guests present. 

Leffert Holz, New York Insurance Su- 
perintendent, guest speaker spoke out 
vigorously against recent articles and 
editorials in a few New York daily 


newspapers tending to condemn the new 


DR. HARRY J. LOMAN 


endorsement to auto liability policies 
giving coverage against injuries caused 
by uninsured drivers. He said that not 
only these newspapers, but certain public 
officials were voicing criticism based 
upon misunderstanding of this move to 
help solve the problem of innocent vic- 
tims being unable to collect from car 
drivers who are responsible for accidents 
but carry no insurance. 

Mr. Holz declared he and Governor 
Harriman of New York are “very proud 
of the insurance companies for their co- 
operative efforts” in preparing this addi- 
tional coverage. He emphasized that this 
step is not a substitute for any other 
plan which has been under consideration 
but a step in the right direction in solv- 
ing the problem of the financially irre- 
sponsible motorist. He stated also that 
compulsory insurance would not be as 
broad as this new protection now in 
effect in New York. 


Strongly Supports State Regulation 


Speaking briefly on the philosophy of 
regulation of the insurance business the 
Superintendent stressed he will use 
every effort to confine control and regu 
lation to state governments and not en- 
courage Federal control in any way. He 
spoke of present efforts of the National 
\ssociation of Insurance Commissioners 
to prevent continuous use of the mails 
by “spurious” companies in some states. 

On flood insurance Superintendent 
Holz cautioned against the belief that 
putting the Federal government into 
flood insurance is a way of getting some- 
thing for nothing. “When the govern- 


ment goes into business we, the citizens, 
pay the bills in the form of taxes.” He 
feels the insurance business needs to de- 





velop some sort of contract which pri- 
vate insurers can write to cover flood 
risks, possibly with some aid from the 
Federal or state governments. He said 
this problem just cannot “be written off 
with the statement that it is too big to 
handle.” 
Those Getting Diplomas 


Those who received their CPCU diplo- 
mas from Dr. Loman, who urged the 
new designees to continue their deep in- 
terest in education and to join a local 
CPCU chapter and the national organi- 
zation, included the following: 

John W. Briggs, New York Life; 
Walter C. Ball, Commercial Union-Ocean 
Group; David Bernstein, Louis Bern- 
stein Co.;Donald W. Berry, Borden Co.; 
Stanley Butwin, Nathan Butwin Co., 
Inc.; John J. Collinson, Johnson & Hig- 
gins, Inc.; John N. Colsey, Jr., Travel- 
ers; Lawrence W. Davies, Travelers; 
John P. Donoghue, Griswold & Co.; 
Conrad W. Giles, Alexander & Alex- 
ander, Inc.; Melvin A. Holmes, Frank B. 
Hall & Co., Inc.; Christopher S. Kempf, 
Providence Washington Indemnity Co.; 
Andrew C. Kretschmann, F. F. Richard- 


son, Inc.; Donald F. Liebert, Frank R. 
Zwahlen Agency. 

Also Harold Ashlag, agent and bro- 
ker; Harry Phillips, III, agent and bro- 
ker; Sidney Scheel, American Surety; 
Frederick C. Schukal, Royal-Liverpool 
Group; Glenn D. Schwenker, Insurance 
Society of New York, Inc.; Beverly P. 
Smith, Indemnity Insurance Co. of North 
America; Frederick C. Smith, Insurance 
Co. of North America; Robert J. Thorn- 
ton, Jr., agent and broker; Mary Lodge 
Waldo, American Foreign Insurance As- 
sociation; Jonathan G. Williams, Ameri- 
can Surety Co. of New York; Dorothy 
H. Baker, Egbert Bagg & Co.; James C. 
Duffus, James Johnston Agency, Inc.; 
Kenneth C. Hall. General Electric Co.; 


Tames H. Hamill, Rochester, N. Y.; 
Philip J. Sweeney, Philip J. Sweeney 
Agency. 


In addition to President Walker other 
officers of the New York Chapter of 
CPCU are R. Maynard Toelle, first vice 
president; A. Leslie Leonard. second vice 
president; Hamilton C. Wade, secretary, 
and Walter Strauss, treasurer. 

The committee on arrangements for 
the successful conferment luncheon in- 
cluded the following: Robert C. Mahony, 
chairman; Francis E. Gaffney, Henry A. 
Herman, Jr., Walter J. Hildenbrand, T. 
George Kaplan, A. Leslie Leonard, Wil- 
liam Mulder, Jr., Jesse M. Robinson, 
Harold W. Schloss, Albert E. Sproul, 
Ir. Walter Strauss, Eugene A. Toale, 
Raymond J. Poltronieri. 











THE 


a house or a city. 





Baltimore + Boston + Charlotte - 


Philadelphia - 


COSTLIEST 
SHOW on earth! 


Every boy who has ever raced after a clanging red engine knows this: 

there is something awesome about a fire out of control that demands to be watched. 
No spectacle compares with it in sheer power—or tragedy. 

Last year we Americans watched fires burn up approximately $871,000,000 in 
property—certainly the biggest and most expensive show in the world. 

It is a show without stars, of course, and the unlucky cast changes daily. 

You never know when you may be called upon yourself to be an unwilling performer. 
You can, however, take two precautions so as not to be among the many 

who will suffer severe financial losses from fire this year: 


First, don’t be careless with the instruments of fire. It takes just one 
short circuit or one cigarette, thoughtlessly handled, to burn down 


Second, don’t be careless with your fire insurance. Buy your insurance 
through a competent, independent insurance agent or broker 

who will make certain you are adequately covered and who 

will help you if you do suffer a loss. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 

49 Wall Street « New York 5 
Chicago + Cincinnati - Cleveland + Columbus + 
Grand Rapids » Houston - Indianapolis - Los Angeles - Milwaukee - Newark » New Haven - New Orleans 
Pittsburgh - Portland - Richmond + 


Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 





Dallas + Detroit 


St. Louis + San Francisco + Seattle + Syracuse 














This advertisement appears in the country’s leading newspapers 











THE OLDEST INSURANCE 
COMPANY IN THE WORLD 





5S FIFTH AVE., NEW YORK 











Cites Insurance Role 
In Atomic Progress 


PACE AT CPCU' GATHERING 


Tells New England Conferment Safety 
Is Where Insurance Can Make 
Significant Con:tributien 


Atomic power will change the face of 
the world—pclitically, economically and 
mititarily—in the next 20 years, former 
Secretary of the Army Frank Pace, Jr, 
told insurance and business leaders at 
the second annual New England Char- 
tered Property and Casualty Under- 
writers’ conferment luncheon at the Ho- 
tel Statler in Hartford. 

Mr. Pace, who as executive vice pres- 
ident of General Dynamics Corporation 
directed the building of the world’s first 
atomic powered submarine, pointed out 
that the insurance industry faced a chal- 
lenging role in the development of com- 
mercial uses of the atom by private 
industry. 

Safety a Prime Factor 


Safety, a prime factor in the future 
development of atomic power for com- 
mercial purposes, is where the insurance 
business can make a significant contribu- 
tion to progress in the atomic age, Mr. 
Pace said. The insurance industry had 
another major role to play in the atomic 
era by helping to finance the develop- 
ment of the atom by private enterprise. 

Mr. Pace pictured the atom as “the 
greatest force for peace _ through 
strength” and warned that maintaining 
the nation’s military power was as im- 
portant now-as before the Geneva con- 
ference. 

At the conferment exercises, 14 New 
England insurance men were awarded 
CPCP diplomas by Dr. Harry J. Loman, 
dean of the American Institute of Prop- 
erty and Liability Underwriters. 

The 1955 designees were Howard 
Brown, Aetna Insurance Group; Robert 
H. Butler, Chester W. Collier, Jr. F. 
3yron Neff, William I. Pye and Roland 
E. Reed, Travelers Insurance Compa- 
nies; Arthur C. Buettner, North British 
& Mercantile; James C. Corcoran, Lum- 
bermens Mutual Casualty; Henry J. 
Ducey, Providence Washington; George 
M. Frame, Maine Bonding and Casualty 
Co.; Milton B. Levin, Goldsmith & Levin 
Co.; Robert H. Parker, National Fire: 
Ralph B. Raley and Arthur J. White, 
Phoenix Insurance Co. 

John B. Abrahms, president of the 
Connecticut CPCU chapter, served 95 
toastmaster at the luncheon and H. 
James Doolittle was general chairman. 





September Fire Losses Up 

Estimated fire losses in the United 
States during September amounted _ to 
$65,970,000, the National Board of Fire 
Underwriters has reported. According 
to Lewis A. Vincent, NBFU’s general 
manager, this $65,970,000 loss represents 
an increase of 2.9% over losses of 904 
087,000 reported for September, 1954, and 
a decrease of 7.2% from losses of $71, 
103,000 for August of this year. ; 

Losses for the first nine months 0! 
1955 now total $668,444,000, an increase 
of 0.1% over the first nine months ot 
1954, when they amounted to $667,772,000. 
These estimated losses include an allow- 
ance for uninsured and unreported 
losses. 
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FIREMEN’S INSURANCE COMPANY 




















OF NEWARK, NEW JERSEY 
JUNE 30, 1955 





ASSETS 

Cash $ 3,807,806.80 
Mortgage Loans on Real Estate 953,829.49 
Bonds and Stocks__________._ 155,874,898.18 
Interest due and accrued____ 167,388.93 
Agents and Departmental 

CO 4,752,931.47 
Real Estate === —>=3,086,000.00 
Equity in Marine and Foreign 

Insurance Pools _--_-_--—_ 8, 922,570.24 
All other Assets____ 1,447,167.79 


Total admitted Assets_$179,012,592.90 











LIABILITIES 

Reserve for Losses ____$ 16,918,000.49 
Reserve for Loss Expenses____._—: 1,516,210.00 
Reserve for Unearned Premiums 53,802,706.05 
Reserve for Taxes and Expenses 2,043,389.98 
Funds held under Reinsurance 

ieee oo, «6 RISE 
All other Liabiilties 830,582.01 

Capital __.__.__-__ —S—_— 15,000,000.00 

Net Surplus 80,878,547.56 

Wee oo $179,012,592.90 


SURPLUS TO POLICYHOLDERS $95,878,547.56 


Securities carried at $3,290,509 in the above statement are deposited as required by law. 


GIRARD INSURANCE COMPANY 
OF PHILADELPHIA, PA. 


JUNE 30, 1955 














ASSETS 

Cash $ 324,812.04 
Mortgage Loans on Real Estate 1,587.22 
Bonds and Stocks. — 13,682,617.35 
Interest due and accrued 37,449.56 
Agents and Departmental 

Balances 549,481.52 
Real Estate 150,000.00 
All other Assets 223,026.88 


Total admitted Assets___$14,968,974.57 











LIABILITIES 
Reserve for Losses ___$ 1,767,552.29 
Reserve for Loss Expenses. 158,410.00 
Reserve for Unearned Premiums 5,990,152.03 
Reserve for Taxes and Expenses 218,210.00 
All other Liabilities 16,647.11 
Capital 1,000,000.00 
Net Surplus 5,818,003.14 
Total $14,968,974.57 





SURPLUS TO POLICYHOLDERS $6,818,003.14 


Securities carried at $795,921 in the above statement are deposited as required by law. 


MILWAUKEE INSURANCE COMPANY 


OF MILWAUKEE, WIS. 
JUNE 30, 1955 








ASSETS 
Cash $ 414,063.82 
Mortgage Loans on Real Estate 341,125.62 
Bonds and Stocks. 37,241,875.34 
Interest due and accrued. 64,825.93 


Agents and Departmental 
Balances 3,076,329.33 


All other Assets. 169,171.28 
Total admitted Assets___$41,307,391.32 


LIABILITIES 


Reserve for Losses. $ 4,797,641.93 











Reserve for Loss Expenses 429,970.00 
Reserve for Unearned Premiums 15,257,483.80 
Reserve for Taxes and Expenses 593,570.00 
All other Liabilities 61,930.64 
Capital 3,000,000.00 
Net Surplus 17,166,794.95 
Total __ $41,307,391.32 


SURPLUS TO POLICYHOLDERS $20,166,794.95 


Securities carried at $2,754,310 in the above statement are deposited as required by law. 


THE METROPOLITAN CASUALTY INSURANCE 
COMPANY OF NEW YORK 


JUNE 30, 1955 





ASSETS 
Cash $. 1,192,957.75 
Mortgage Loans on Real Estate 52,668.63 
Bonds and Stocks 46,831,032.27 
Interest due and accrued. 129,074.23 





Agents and Departmental 


Balances 4,448,971.92 


Equity in Marine and Foreign 
insurance Pools)... 131,211.80 


All other Assets. 191,657.78 
Total admitted Assets__$52,977,574.38 








LIABILITIES 

Reserve for Losses. __$ 18,266,637.50 
Reserve for Loss Expenses. 1,878,775.00 
Reserve for Unearned Premiums 14,818,502.75 
Reserve for Taxes and Expenses _1,428,986.73 
Funds held under Reinsurance 

WORNES eee 263,540.22 
All other Liabilities. aoa 113,860.34 

Capital _-____ = —s——S——- 22,000,000.00 

Net Surplus__._. _._ 14, 207,271.84 

Total $52,977,574.38 





SURPLUS TO POLICYHOLDERS $16,207,271.84 


Securities carried at $4,440,750 in the above 


Western Department 


120 So. LaSalle St., Chicago 3, Illinois 


Southwestern Department 
912 Commerce St., Dallas 22, Texas 


el — 





t t are dep as required by law. 


NATIONAL-BEN FRANKLIN INSURANCE 
COMPANY OF PITTSBURGH, PA. 


JUNE 30, 1955 








ASSETS 

Cash $ 680,023.96 
Bonds and Stocks__.__-——=—=————113,043, 157.07 
Interest due and accrued 30,204.44 
Agents and Departments 

Balances 1,949,089.76 
Real Estate 66,000.00 
All other Assets. 73,741.45 


Total admitted Assets__$15,842,216.68 








LIABILITIES 
Reserve for Losses_________-$ 1,767,552.29 
Reserve for Loss Expenses 158,410.00 
Reserve for Unearned Premiums 5,621,178.24 
Reserve for Taxes and Expenses 217,010.00 
All other Liabilities. eniiecastes 143,355.35 
Capital 1,000,000.00 
Net Surplus_ —— _6,934,710.80 
Total $15,842,216.68 





SURPLUS TO POLICYHOLDERS $7,934,710.80 


Securities carried at $1,822,477 in the above statement are deposited as required by law. 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


JUNE 30, 1955 








ASSETS 
Cash $ 16,050.06 
Bonds and Stocks____ 404,720.00 
Interest Due and Accrued. ates a 9OM58 
Agents and Departmental Balances 30,604.61 
Total admitted Assets___ $454,279.25 





LIABILITIES 
Reserve for Taxes and Expenses_$ 3,863.32 
Capital _____. 100,000.00 
Net Surplus —————— $90,415.93 
Total $454,279.25 





SURPLUS TO POLICYHOLDERS $450,415.93 


Securities carried at $55,802 in the above statement are deposited as required by law. 


COMMERCIAL INSURANCE COMPANY 


OF NEWARK, N. J. 
JUNE 30, 1955 











ASSETS 

Cash __$ 1,029,385.81 
Mortgage Loans on Real Estate 447,012.98 
Bonds and Stocks______>»_____-_- 55,260,072.59 
Interest due and accrued___ 124,846.78 
Agents and Departmental 

Balances — “i 4,616,631.15 
Equity in Marine and Foreign 

Insurance Pools ~~ —___ 131,211.80 


All other Assets___ _ 342,316.04 
Total admitted Assets___$61,951,477.15 





LIABILITIES 

Reserve for Losses___ $ 22,479,011.00 
Reserve for Loss Expenses 2,240,947.00 
Reserve for Unearned Premiums 17,323,404.31 
Reserve for Taxes and Expenses 1,245,916.41 
Funds held under Reinsurance 

Treaties = . 704,439.64 
All other Liabilities 4 181,720.92 

Capital __. = --——s—.2,000,000.00 

Net Surplus 15,776,037.87 

Total $61,951,477.15 





SURPLUS TO POLICYHOLDERS $17,776,037.87 


Securities carried at $1,692,141 in the above statement are deposited as required by law. 


HOME OFFICE 


10 PARK PLACE, NEWARK 1, NEW JERSEY 


Foreign Department 
102 Maiden Lane, New York 5, New York 





























Pacific Department 


220 Bush St., San Francisco 6, Calif. 


Canadian Departments 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
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LAMB HEADS MUTUAL AGENTS 





President of Heffner Agency in New 
York City; Succeeds Montgomery of 
Jackson, Ala.; Other Officers 

Earl A. Lamb of New York City was 
elected president of the National Asso- 
ciation of Mutual Insurance Agents at 
the annual convention in Cincinnati. He 
is a past president of the New York 
Association and a national director for 
the last three years. 

A native of Syracuse, N. Y., Mr. Lamb 
attended Syracuse University. He is still 
an active alumnus of his college fra- 
ternity, Psi Upsilon. Mr. Lamb is presi- 
dent of the Heffner Agency, Inc., 136 
William Street, New York City. He 
represents 25 different insurance compa- 
nies—all agency mutual. 

Mr. Lamb is the 23rd president of the 
National Association of Mutual Insur- 
ance Agents, succeeding J. F. Mont- 
gomery, Jackson, Ala. 

Vice presidents elected are A. H. Field, 
Hickory, N. C.; Claude P. Coates, Ft. 
Worth, Texas; Duane L. Colburn, Sac 
City, lowa; Ralph B. Williams, Kansas 
City, Mo., and Charles O. White, Free- 
mont, Mich. 

Secretary is R. A. Shenefield, Toledo, 
Ohio; treasurer, Charles M. Boteler, 
Washington, D. C., and executive sec- 
retary, Philip L. Baldwin, Washington, 
D.C. 

President Lamb has named Charles 
M. Boteler of Washington, D. C., as 
chairman of the agency conference com- 
mittee, with Henry D. Bean of Haddon- 
field, N. J., as vice chairman. 


Allston-Musante to Add Bank 
Adv. Division; Depew Mgr. 


Ken Allston, president of Allston- 
Musante Associates, Inc., New York 
advertising counsellors, has announced 
the formation of a bank advertising 


division of the agency. Dorr M. Depew 


will become affiliated with the agency 
as manager of the new division on 
November 1. 

In announcing the bank advertising 
division, Mr. Allston emphasized that 
the fields of banking and insurance 


share many related problems in adver- 
tising and public relations. “Our spe- 
cialized department,” he said, “is a 
natural step in the agency’s expansion 
program and will enable the firm to 
more efficiently serve its banking and 
insurance clients.” 

Mr. Depew has operated his own bank 
advertising service in New York for the 
last four years. Formerly, he was an 
account executive with another financial 
agency; advertising promotion manager 
of the Charlotte, N. C. Observer, and 
a promotion writer for the old New 
York Sun. During World War TI he 
served as a visual training aids clas- 
sification officer in the Adjutant Gen- 
eral’s Department. 


NAIC’s Annual Book of 


Valuations of Securities 


The Committee on Valuation of Secur- 
ities of the National Association of In- 
surance Commissioners has set Januarv 
26 as the nublication date for its annual 
Book of Valuations of Securities. This 
book will contain December 31, 1955 As- 
sociation Values for stock and bonds, 
and notations of eligibilitv for amortiza- 
tion of bonds, to be used in the prena- 
ration of insurance company annual 
statements as of December 31. 1955. A 
copy of the committee’s book is sent to 
every insurance company in the United 
States. 

Prepublication valuation data in the 
form of advance sheets is mae available 
by the committee on a subscription basis 
to those requiring security prices he 
fore the JTanuarv 26 publication date. 


CAMDEN ASSN. NAME CHANGE 

The Camden County Insurance Agents 
Association in New Jersey has voted to 
change the name to the Camden- 
Gloucester Counties Insurance Agents 
Association. The county board is plan 
ning a newspaper and radio advertising 
campaign to run for a period of 27 
weeks. A. W. Topkis is president of the 
association. 





Rhode Island Agents 
Reelect All Officers 


President John F. Kirby, Woonsocket, 
and other officers of the Rhode Island 
Association were reelected at the annual 
meeting in Providence last week. They 
are Howard R. Chase, Jr., state national 
director and the following regional vice 
presidents: John Andrade, Bristol 
county; Howard F. Wheelock, Kent 
county; Raymond Flint, Newport county ; 


Elwin T. Gammons, Providence county; 


Louis Panciera, Washington county. 
Secretary-treasurer George C. Hughes 
was named for a seventh term. 


President Kirby said the association 
hopes in 1956 that the state legislature 
will enact a law to deny agents’ or 
brokers’ licenses to those whose activity 
in insurance centers mainly around prop- 
erty they control. Opposition has come 
for several years from automobile deal- 
ers. A record attendance of 400 mem- 
bers and guests heard Past President 
Joseph A. Neumann of the National As- 
sociation speak at the banquet. 
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Inland Marine. 





wr. LL,” 2 said, 


a lake!" 


lady manner. 





easy'' insurance. 


stop to think what it insures against what! 


"Profitable business, too," says Mr. L, "when 


you know your prospect 


that PLM policy .. ." 





I'll just never forget the very 
first IM policy Mr. L had me type up. 
"doesn't it have something to 
do with waterways and. . 
we don't have any water around here——not even a 
Of course Mr. L quickly ex- 
plained IM to me, in his best my—dear—young-— 
That was three years ago. 
( then, well, we've been doing a land office (oh 
dear!) business with Inland Marine and PLM. 
One of our policyholders calls it his ''rest- 


And it's no wonder, when you 


. And you can't beat 


BUS» 


. and things? And 


Since 








MR. LOCAL AGENT 


Are you getting your share 


of the potential profits in 


writing personal property under Inland Marine? The 


insuring public is showing an ever-growing interest in 


this single-policy, all-risk protection. PLM has just 


produced a business-getting folder on Inland Marine. 


Better send for a sample copy. You may want to put 


it to work for you. It’s yours free. 


Pennsylvania Lumbermens 


Mutual Insurance 


Market Street National Bank Bldg., Philadelphia 7, Pa. 






STURDY AS THE OAK 


Company 






Ongorsed 1895 


Writing FIRE and ALLIED LINES “In the Birthplace of American Mutual Insurance’’ 


—— 


Harrisburg Claim Office 
Opened by Aetna Group 


Opening of a claim office in connection 
with the Aetna Group service office jn 
Harrisburg, Pa. has been announced 
Richard W. Saksa has been appointed 
claim manager of the new office. 

Mr. Saksa has been an_ adjuster jp 
the Group’s Washington, D. C., claim 
department for the past three years 
Before that he was an investigator and 
adjuster for a Washington transit com- 
pany. A native of Bridgeport, where he 
received his education, Mr. Saksa also 
has taken special courses in procedures 
of investigation and in general trans- 
portation problems. 





General Brokers Meet 


(Continued from Page 26) 


ganization of both groups will be accom- 
plished shortly. With respect to total 
capacity, it is expected that these groups 
will also avail themselves of any reinsur- 
ance that may be obtainable, with the 
members’ retention being on a net basis 
only. Here, the insurance industry has 
a great opportunity to meet the chal- 
lenge and each company must accept 
very substantial lines. In the case of 
our own company, we are thinking in 
terms of a million dollars, all net. 

“T have not touched upon the role of 
the Government as a participant in 
atomic energy insurance. I have high 
hopes that the private companies will 
develop a large capacity, but until such 
time as sufficient operating experience 
has been accumulated, in order to eval- 
uate soundly the nature of the hazard 
and the risk involved, it may be impos- 
sible for private insurors to meet the 
demands of the atomic energy industry. 

“The Government, I believe, has no 
presert desire to enter the insurance 
field and will do so only if it is neces- 
sary to eliminate a deterrent to partici- 
pation in the atomic energy program. 
If Government participation becomes 
necessary, I am confident that under the 
present thinking it will leave the busi- 
ness just as soon as the private insurors 
are able to carry the whole load,” Mr. 
Jackson concluded. 


Chubb Calls Competition Life Blood 


of Business 


Responding to acceptance of the Gold 
Medal Award, Mr. Chubb declared that 
as an industry “we must continue to bea 
dynamic and flexible force, meeting the 
challenges presented by competition and 
by a changing world.” He cited three 
present practical problems as follows: 

“The competition of the direct writers. 
This is a challenge, and a painful one. 
Yet I honestly feel that in overcoming 
it—and we will overcome it—we will 
develop a better realization of our own 
concept: that of the independent, expert 
producer, providing a personal link be- 
tween the insurer and the insured. | am 
further satisfied that in meeting this 
challenge we will find ways to offer the 
insuring public better, more convenient, 
and more economical coverage. 

“The problem of atomic power. Here 
the challenge is that we develop tech- 
niques for dealing with the most por- 
tentous force ever unleashed by human- 
ity. Either we meet that problem or we 
see an ever increasing segment of our 
industrial potential look to the govern- 
ment for insurance protection. I be- 
lieve we are well on the way toward 
licking this, and that we will open up 4 
rich new source of enterprise for the 
insurance business. 

“The problem of cushioning, on 4 
sound financial basis, the natural catas- 
trophes which have become more fre- 
quent in recent years. This matter 1s m 
the spotlight of public attention follow- 
ing the disastrous storms of the past few 
months. No one should underestimate 
the difficulties standing in the way of @ 
satisfactory solution. Insurance compéa- 
nies are working actively on this, both 
on their own initiative and in coopera 
tion with the government. To some €x 
tent the vitality of our industry in ft 
ture years will depend on the answets 
we come up with.” 
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pooK ON AGENCY OWNERSHIP 





‘ewed by George Hanson, NAIA 
Saas: Covers Legal Problems, 
Valuation, Taxation, Purchase, Sale 





A new book, soon to be published, en- 
titled “Insurance Agency Ownership,” 
was discussed by George S. Hanson, 
seneral counsel and acting secretary of 
the National Association of Insurance 
Agents, during the annual convention of 
the Kansas Association of Insurance 
Agents, held this week in Kansas City. 
Jn preparation for a considerable pe- 
riod of time, the book was written with 
4 view toward providing helpful legal 
and tax information on problems which 
have been most important to the aver- 
age agent over the past few years. Mr. 
Hanson noted that the NAIA receives a 
steady stream of requests from its insur- 
ance agency members and their attor- 
neys for information concerning the 
legal problems of agency organization, 
valuation, taxation, purchase and _ sale, 
and many other aspects of problems 
which can be expected to arise in the 
experience of the average property and 
casualty insurance agency. 

In his brief review of the book, Mr. 
Hanson pointed out that no attempt was 
made to answer all questions having to 
do with the ownership of an agency. 
“This would be an impossibility,” he 
said. “Our objects are twofold: (1) to 
provide basic information on legal as- 
pects of insurance agency ownership 
for the insurance agent so that he may 
more clearly recognize the problems in- 
volved and thus be able to secure timely 
professional assistance when  circum- 
stances require; (2) to provide general 
background information for attorneys on 
certain phases of insurance agency own- 
ership which might require different 
treatment from that required in other 
types of business.” 

Chapters in the book cover the fol- 
lowing subjects: ownership of expira- 
tions, the contractual clause, valuation 
of an agency, the agency organization, 
impact of Federal income taxes, part- 
nership agreements, continuation of an 
agency, and the purchase and sale of 
an agency. 

Mr. Hanson indicated that the manu- 
script was now in the hands of the 
printer. Based on an estimated length 
of 128 pages, the book will be sold for $1. 





Wm. Steel Retires From 
Security; Joining Agency 


_William_ Steel, special agent for the 
Security-Connecticut Companies of New 
Haven, who retired this month and is 
entering an agency partnership with his 
son, William D. Steel, at Bay Shore, 
Long Island, N. Y., was honored at a 
luncheon at the home office on October 
25. He received a set of matched luggage 
trom the company in appreciation of his 
26 years with the companies. Present at 
the luncheon were out-of-town members 
of the 25-Year Club of the Security, as 
well as the executive officers. 

During his career with Security, Mr. 
Steel served agents on Long Island and 
in suburban New York. A native of 
Rochester, N. Y., he completed his 
schooling in Providence, R. I. where he 
entered the insurance industry as secre- 
tary of the local department of the 
Providence Washington. Later he moved 
to Long Island to become examiner and 
then special agent for the Northern of 
London. 

Mr. Steel has served as a director 
ot the New York State Underwriters 
Association representing the Long Is- 
land field and is a past president of the 
New York Suburban Field Club. 





SAFETY DEVICE WINS AWARD 
Frank J. Peradotte, safety engineer 


at the Chicago branch of Standard Ac- 
cident, Detroit, and affiliate, Planet, re- 
cently was awarded first prize in the 
Satety contest conducted by the Seventh 
Annual Engineering Institute on Indus- 
trial Safety, sponsored by the University 
ot Illinois. 








Fraser 60 Years With 
America Fore Group 
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President Frank A. Christensen (left) 
of the America Fore Insurance Group 
congratulates William E. Fraser of the 
supply department on his 60th anniver- 
sary of loyal service with the organiza- 
tion. A native of Jersey City, N. J., Mr. 
Fraser started his business career with 
America Fore when he was 16 years old. 


New York Discontinues 
Loyalty Questionnaire 


Insurance Superintendent Leffert Holz 
of New York has instructed the Insur- 
ance Department to discontinue “pend- 
ing further study” the loyalty question- 
naire for applicants for brokers’, agents’ 
and adjusters’ licenses. The question- 
naire asks whether an applicant has 
ever been a member of 130 organizations 
listed as subversive. Protests have come 
from the American Jewish Congress, In- 
surance Workers of America, C.1.O. and 
other organizations. In a letter issued 
late last week Supt, Holz said he is 
discontinuing use of Form 881 as he 
“wishes to reconsider whether the policy 
involved in the use of such a question 
naire is not one which should require 
legislative sanction before adoption.” 

Mr. Holz, when announcing the ques 
tionnaire some weeks ago, said all new 
license applicants would have to answer 
it, and also present producers could be 
called upon to furnish the data asked 
if some reason developed for such. In 
the month the controversial question- 
naire had been used no applicant ad- 
mitted having belonged to one of the 
130 organizations listed as subversive 
in character. 


Fields President of 


Massachusetts Brokers 
William C. Fields has been elected 
president of the Insuratice Brokers As 
sociation of Massachusetts succeeding 
Herbert L. Gove. Merlin J. Ladd was 
reelected as vice president. He holds a 
similar post with the National Associa 
tion of Insurance Brokers. Douglas W 
Haward and J. Lawrence Kelly were also 
elected vice presidents with Charles H 
Weber, Jr., reelected treasurer. 


Office Manager Appointed 
Gunnar Frolen has been appointed 
office manager of the Greer Adjustment 
Co. of New York City. Mr. Frolen be 
gan his insurance career in 1929 with 
the late J. J. Windle, prominent inde 
pendent adjuster of New York City. 
Since then he has held various positions 
with Dargan & Co., and the General 
Adjustment Bureau. For the past 12 
vears he was associated with Marsh & 
McLennan in their loss department han- 
dling fire, inland marine and allied lines, 
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New York Women’s 
Federation Meets 


SESSIONS AT POUGHKEEPSIE 





Emphasis Upon Educational Progress in 
Different Parts of State; President 
Charlotte Lozier Presides 


By Marcaret E. KANE 


The midyear meeting of the Federa- 
New York Insurance Women’s 





tion of 
Clubs was held in the Nelson House, 
Poughkeepsie, on October 14-16, with 


President Charlotte Lozier in the chair. 
Active Participants were Federation 
officers, committee chairmen and presi- 
dents of the 19 clubs comprising the 
Federation. At the first meeting on Oc- 





CHARLOTTE LOZIER 


tober 14 the president of each club gave 
a summary of her club’s activities during 
the previous six months. 

At the annual meeting in Newburgh 
last April all clubs had been asked to 
give special attention during this pe- 
riod to carrying out the Federation’s 
current theme: “Education—Gateway to 
Progress.” Reports given by Federation 
officers and committee chairmen, during 
the all-day meetings on October 15 cov- 
ered this subject. 

Educational Projects 


Concentrated effort was used on two 
special educational projects. The first 
was the extensive courses of study pro- 
vided by Henry L. Betts, district secre- 
tary, and his associates in the Syracuse 
office of the New York State Fire Insur- 
ance Rating Organization. These ses- 
sions were so popular, not only with 
Federation members, but also’. with 
others in the insurance business, that it 
was necessary in several cities to obtain 
the use of school assembly halls to ac- 
commodate all who wished to attend. 
These classes will be continued during 
the winter months in cities not yet cov- 
ered. 

The second project, the endeavor to 
place the study of insurance as part of 
the educational program in local high 
schools, is being successfully worked out. 
Syracuse, where a preliminary course is 
part of high school studies, is the 
pioneer. Progress has been made in 
other localities to the extent that, by 
next year, it is anticipated that several 
high school programé will include insur- 
ance. This study should place graduates 
in a more favorable light for employ- 
ment in company offices and agencies. 
These courses are not intended as prep- 
aration for taking state examinations of 
any kind. 

There was no guest speaker at either 
the luncheon or dinner held on Saturday. 
Local youngsters, with exceptional talent 
for singing and dancing, entertained at 
the close of these functions. 

The following officers and committee 


chairmen are now serving the Federa- 
tion: Charlotte Lozier, Poughkeepsie, 
president; Avis H. Wood, Binghamton, 
vice president; Thelma Barger, New- 
burgh, recording secretary; Jeane Gart- 
man, Poughkeepsie, corresponding sec- 
retary; Rose V. Sasso, Staten Island, 
treasurer; Margaret E. Kane, Holmdel, 
N. J.; historian and Luella Goodridge, 
New York City, parliamentarian. Board 
members: Maureen Butler, Glens Falls; 
Lorraine Bristow, Buffalo; Lucille Ho- 
bart, Rochester and Marie Johnson, 
Gloversville. 

Committee chairmen: education, Ber- 
nadette Baechle, Utica; membership, 
Suzanne Johnstone, Rochester; organi- 
zation, Catharine O’Brien, Poughkeep- 
sie; program, Marie Johnson, Glovers- 
ville; project and planning, Josephine 
Orr, Auburn; publicity, Margaret E. 
Kane, Holmdel, N. J.; resolutions, Louise 
Weiss, Schenectady; rules of order and 
safety, Hannah Jaffe, Albany; ways and 
means, Doris Phelps, Syracuse; legisla- 
tion, Pauline Eigabroadt, Albany and 
publications, Lorraine Bristow, Buffalo. 

The Syracuse Insurance Women’s As- 
sociation will be the hostess club for the 
annual meeting of the Federation to be 
held April 13-15, 1956. 

Among those who received the CPCU 
designation conferred by Dean Loman 
at the luncheon, held in the Biltmore 
Hotel on October 19 was Dorothy Baker. 
Miss Baker, a resident of Utica, is one 
of the organizers of and first president 
of the Utica Insurance Women’s Asso- 
ciation, an affiliate of the Federation. 





ALBERT H. PROCTOR DIES 
Albert H. Proctor, 76, former partner 
in the Jones and Proctor Bros. insur- 
ance firm in Toronto, Ont., died re- 
cently. He was engaged in the insurance 
business until his retirement some years 
ago. 
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Albany Field Club 


Having Active Season 


The Albany Field Club at Albany, 
N. Y., has started an active fall season. 
President Dan Jordan, Hanover, an- 
nounced new committee appointments 
and plans for the coming year. Vice 
president, Robert Kitchen, Phoenix- 
London; treasurer, Howard Sargent, 
New Hampshire; and secretary, Joseph 
Nixon, America Fore, made their reports 
at the last meeting. About 70 members 
attended and 12 new members were pro- 
posed. 

Ninety members attended the field 
club’s annual clam bake, held at Hans 
Grell’s Grove, Schenectady. 

The October meeting was held at 
O’Connor’s Restaurant on October 17 
and 65 members were present. Walter 
Brooks, Deputy Superintendent of In- 
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surance, gave an informative talk on the 
new license rules and commingling prob- 
lems. H. S. Stanley, general manager 
of NYFIRO, discussed changes cop. 
templated in the Albany rating organiza- 
tion and the reason for these changes, 

The Poughkeepsie Field Club, repre. 
sented by Ned Brindley, Hartford, an- 
nounced that arrangements have been 
made for a town inspection of Walden, 
N. Y., on November 1. The Albany Field 
Club will cooperate in this joint inspec- 
tion. 





OLD GUARD BANQUET 





America Fore President Christensen 
Pays Tribute to Service Group; 
500 Members Attend 

Five hundred New York members of 
the Old Guard, designation of those who 
have served 25 years or more with the 
five companies that comprise the Amer- 
ica Fore Group, held their 20th annual 
banquet and entertainment last week 
at the Hotel Statler, New York City. 

Herbert G. Roleke, general counsel of 
the group, served as toastmaster. Chief 
featured speaker at the dinner was Pres- 
ident Frank A. Christensen, who himself 
has served-more than 30 years with 
America Fore. 

He welcomed the 80 employes across 
the country who achieved the quarter 
centurv mark this year. In_ his talk, 
Mr. Christensen declared it is the loy- 
alty, experience and ability of Old Guard 
members that contribute so greatly to 
the success the group enjoys today. 

J. Victor Herd, executive vice presi- 
dent of America Fore, who was present 
as an honored guest, also paid tribute 
to the members for their devotion to 
duty. 

In the group’s five companies, there 
are 1,257 members of the Old Guard na- 
tionwide whose services range from 25 
up to 65 years. This number repre- 
sents nearly 16% of the group’s total 
personnel. They have an aggregate total 
of more than 33,000 vears service. Of 
the 1,257 members, 60 have served more 
than 50 years. Many of these are still 
actively employed. 





OPENS MODERNIZED OFFICES 


Phoenix of London Group Formally 
Opens Philadelphia Middle Dept. 
Building 
The Phoenix ‘of London Group formal- 
ly opened its completely renovated and 
modernized middle department building 
at 308 Walnut Street, Philadelphia, 
Pennsylvania, now known as the Phoenix 


of London Group Building. 

H. Lloyd Jones, United States mat- 
ager of the Group, and Harold F. Still, 
vice president and resident manager 0 
the middle department greeted over 
agents and friendly competitors at the 
official opening. 

Vice Presidents D. W. LaRocque and 
V. B. Chittenden, Marine Manager I. 
Rawling and Production Manager W. 
Ballou, home office officials, and the em 
ployes of the middle department were 
hosts to all guests at a reception am 
luncheon. 
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Pennsylvania Fire 
Names Alexander & Co. 


EXPANSION IN OPERATIONS 





Alexander & Co. Supervisory Agency in 
Cook County and Genera! Agents in 
Illinois and Part of Indiana 





The Pennsylvania Fire has named W. 

4. Alexander & Company, Chicago, as 
supervisory agency in Cook County, and 
as general agent in Illinois outside of 
Cook County and in several Indiana coun- 
ties for the William Penn Underwriters 
department of the Pennsylvania Fire, 
President W. L. Nolen, has announced. 

The new relationship will enable Alex- 
ander & Company to appoint agents in 
any Illinois city to write fire insurance 
in Pennsylvania Fire. 

“The move greatly strengthens the 
service we can render downstate agents,” 
Frank R. Miley, assistant vice president 
in charge of outside sales at Alexander 
& Company, stated. Until now, down- 
state business has been restricted to 
lines other than fire and life insurance, 
although Alexander has long been a ma- 
jor factor in all lines in the Chicago area. 
‘Charles L. Day, secretary in charge 
of the Midwestern department of Penn- 
sylvania Fire with headquarters in Chi- 
cago, said, “We look forward to a period 
of growth in Illinois through alliance 
with Alexander & Company.” 

The Pennsylvania Fire has assets of 
$33,000,000 and is a member of the North 
sritish Group. Alexander & Company 
was founded in Chicago in 1885 and is 
one of the largest general insurance 
agencies in the country. 





H. O. COURSE SUCCESSFUL 





Sponsored by Michigan Agents Assn.; 
Enrollment of 132 Agents Is the 
Largest Since !nception 
Lansing, Mich—The recent course in 
“Home Owners and Comprehensive 
Dwelling Policies,” conducted at ‘Mich- 
igin State University in East Lansing, 
attracted an enrollment of 132 agents. 
It was the most largely attended course 
of instruction in the past seven vears’ 
program sponsored by the Michigan 
Association of Insurance Agents and co- 
operating groups, including the state In- 
surance Department and the university’s 

extension department. 

Joseph C. Finnell, Jr., Royal Oak, 
president of Finnell & Finnell, Inc., state 
agents, was the main instructor, assisted 
by Carl E. Case, Jackson, state agent, 
Pearl American Group, and Donald 
Peckham, Detroit, special agent, Great 
\merican. Mr. Finnell had appeared 
briely on a panel discussion at the 
Grand Rapids convention and had made 
such an impression that many agents 
had requested he provide more extensive 
coaching in the subject. 





Bennett & Edwards, Inc. 
Open New Office Building 


Bennett & Edwards, Inc., insurance 

agency in Kingsport, Tenn., sponsored 
an open-house to dedicate: the opening 
of its new office building at 214 Com- 
merce Street. 
_More than 50 insurance executives 
trom all parts of the country including 
Tennessee’s Commissioner of Insurance 
and Banking, Arch E. Northington, at- 
tended the ceremony. During the dedi- 
cation of Kingsport’s most modern office 
building, C. P. Edwards, Jr., founder of 
the agency, presented a specially de- 
signed souvenir “key to the agency” to 
Commissioner Northington. The build- 
Ing, strikingly faced with Georgia gran- 
ite, has two recessed entrances with an 
aluminum marquee. Completely modern 
in every respect, the building houses 
Bennett and Edwards’ entire staff of 80. 
The building is equipped with a climate 
control heat pump system for year-round 
air conditioning, automatic elevator, 
shielded fluorescent lighting, and floor 
“ucts and baseboards for electrical and 
telephone plug-ins for the comfort and 
— of both customers and em- 
oyes, 


Henderson Inland Agency 
Supt. for Fireman’s Fund 


Mac W. Henderson has been named 
inland marine agency superintendent in 
the Pacific department of the Fireman’s 
Fund Insurance Group at San Francisco. 
In his new assignment Mr. Henderson 
will assume responsibility for the pro- 
duction of inland marine lines for Cali- 
fornia (excluding San Francisco branch 
operations), Colorado, Wyoming, New 


Mexico, and continue to supervise un- 
derwriting in this territory. 

Mr. Henderson been with Fire- 
man’s Fund since 1949. He joined the 
company’s Southern California depart- 
ment in Los Angeles as an inland marine 


has 


underwriter and in 1950 was named 
supervising inland marine underwriter. 
During 1953 and 1954 he was marine 


state agent for the group in Arizona. In 
November, 1954, he was transferred to 
San Francisco as inland marine super- 
vising underwriter in the Pacific depart- 
ment. 
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Petroleum pipelines cobwebbing the Middle East are easy 
prey for vandals ranging the open desert. 


One time, a single shot from some tribesman’s rifle spilled 
thousands of barrels of oil. There were other costly losses, 
too, before the outbreak of vandalism ceased. 


But these risks had been covered by American International 
Underwriters. Agents for AIU adjusted the claims as fast 


AIU representatives are located almost everywhere on 
earth. They deliver on-the-spot American-style service that is 
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Elected Vice President 
Of the North America 





THOMAS E. WALTON, JR. 


Thomas E. Walton, Jr., assistant vice 
president of the Insurance Company of 
North America since September 1, 1952, 
has been elected a vice president of the 
company. He is a graduate of Haverford 


School and holds a BA Degree in eco 
nomics from Yale University. 
Mr. Walton joined the North Amer- 


ica Companies in 1938 as a student at the 
head othce in Philadelphia and two years 


» 


_later was assigned to the Boston service 


office as a technical representetive. Later 
he was sent to Milwaukee. In 1947 he 
became manager of the Hartford 
He returned to the head office in Phila- 
delphia in 1950 when he was elected an 
assistant secretary of the North America. 


otlice. 


NEW YORK MARINERS MEET 
Roy McCullough, MPIRO Manager, 
Explains Homeowners Policies; 
Stresses Selling Points 
Roy C. McCullough, manager of the 
Multiple Peril Insurance Rating Organi- 
zation, addressed the New York Ma 
riners Club at their dinner meeting in 

Fraunces Tavern, October 19. 

Mr. McCullough, formerly Deputy 
Superintendent of Insurance, chose the 
Homeowners Policies for his subject. 
He pointed out that since MPIRO was 
formed in 1951 this type of policy has 
become very popular, chiefly because 
they are usually cheaper than specific 
insurance, the premium is easy to figure, 
and “Homeowners Policy” is a good 
descriptive name. All these factors make 
them easy to sell. The volume of pre- 
mium written for the year 1954 was 
over $9,000,000, while the number of poli- 
cies issued had jumped to approxi- 
mately 67,000. 

The large turnout of members  thor- 
oughly enjoyed the very comprehensive 
explanation of the coverages afforded by 
the policy and the enlightening question 
and answer period which Mr. McCul 
lough conducted following his talk. 


AFIA Appoints McCluskey 
Manager in Los Angeles 


The appointment of Elmer J. Mc- 
Cluskey as acting manager of the Los 


Angeles service office of the American 
Foreign Insurance Association was an 
nounced by General Manager James O. 
Nichols. 

Mr. McCluskey is a graduate of St. 
Joseph’s University, New Brunswick, 
Canada, and has been transferred from 
the San Francisco” service office of 
\FIA, where he was assistant to Pacific 
Coast Manager A. E. Lampe. Mr. Mc- 
Cluskey replaces R. J. Deckard, Jr.. who 
resigned to enter the insurance broker- 
age business. 
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CLAIM PREVENTION PROGRAM 
Seen as*Profit Factor by Commercial 
Motor Carriers; Member Cos.’ 
Losses Down 
Claim prevention programs are rapidly 
becoming an integral part of commercial 
trucking operations, with most truckers 
and shippers now recognizing this pre- 
vention work as an important profit fac- 
tor, according to Harry D. Lorance, 
claims manager for Super Service Motor 

Freight, Inc. 

“Ten years ago claim prevention pro- 
grams were virtually unknown,” Mr. 
Lorance said in an article in the current 
issue of “Babaco News.” published by 
Babaco Alarm Systems, Inc. “Today 
many of the carriers in the United 
States have active claims prevention 
programs and more are joining the ranks 
every day. Actually, all commercial mo- 
tor carriers, whether over-the-road op- 
erators or cartagemen are keenly 
aware of t importance of this problem. 
Even shippers, who own or lease their 
own trucks recognize the strangling ef- 
fect of such % 

According to the Super Service Claims 
head, trucking companies which ignore 
claim prevention may find their 
profit. disappearing and their business 
may fail. Citing his own company’s 
experience, after 10 years of organized 
claim prevention, he said they now save 
$10 in loss payments for everv $1 spent 
on claim prevention, two and one-half 
times the return on prevention dollars 
ten years ago 

“Carriers should be satisfied at the be- 


local 
he 


losses. 


soon 


his 


vinning if their claim prevention work 
merely pays for itself,” he said. 
Claims prevention activity promotes 


sales and good customer relations, as 
well as being a cost factor, according to 
Mr. Lorance. His firm c*rries its claim 


prevention efforts not only through its 
own operations, but through all 
interline operations, through selection of 
interline firms that have adequate claim 
facilities of their own. 

Among the specific prevention activi- 
ties cited by Mr. Lorance as operative 
at Super Service were the use of Babaco 
Alarms, “which practically eliminated 
theft establishment of a_ tight 
system of freight control in terminals, 
careful daily checking of overages, short- 
ages and delaved shinments, property 
euards, cooperation with freight han- 
dlers and drivers 


also 


le sses,” 


Shirley de Lima, ATUC, 
Addresses Altrusa Club 


insurance was the subiect of 
before the Altrusa Club on 
October 18 by Shirley de Lima, execu- 
tive secretary with American Interna 
tional Underwriters Corp. ATUC 
alty underwriter, Rita Matthews, CPCU, 
accompanied Mrs. de Lima to the Al- 
trusa meeting to answer questions on 
foreign underwriting. 

Altrusa, an international organization 
with 14,000 members, is a pioneer of the 
classified women’s service clubs and. is 
composed of executive and professional 


Foreign 
talk given 


casu 


women. 

Mrs. de Lima, who has been with AIU 
since 1952, first with AIU, Inc., in San 
Francisco and then with ATUC in New 
York, has a background of overseas ex- 
perience. Bern in Scotland, she started 
on a stage career in England at the 
age of 12. For the next six years she 
had dancing and singing in England and 
Europe, continuing her schooling with 
private tutoring. In 1939 while she was 
on a singing engagement in Rio de 
Janeiro, Brazil, she married an Ameri- 
can airline pilot, and settled in the 
U.S. A., where she worked with a real 


estate and insurance office before joining 


ATU. 


SEEK KY. AUTO TITLE LAW 


Merits Debated at Meeting of Kentucky 
Bankers; Speakers Hold State Dump- 
ing Ground for Stolen Cars 

At a meeting of the Kentucky Bankers 
Association, the pros and cons of a pro- 
posed automobile title law in Kentucky 
were debited in a panel, with represen- 
tatives of the State Police, Kentucky 
Automobile Dealers Association, Louis- 
ville Automobile Dealers Association, a 
local used car dealers organization, the 
Motor Vehicle Division of the State 
Denartment of Revenue, and bankers, 
with Hugh M. Schwab, Jr., vice president 
of the Lincoln Bank & Trust Co., Louis- 
ville, serving as moderator. 

For the state bankers, August Eiler- 
man, executive vice president of the 
American National Bank, New Port, 
Ky., suggested that the difference of 
opinion on the need of an auto title 
law in Kentucky be reconciled, if pos- 
sible, by a conference as between the 
automobile dealers, bankers and county 
clerks. 

Harold Boyd of Hardin County, Ky., 
president of the Kentucky County Clerks 
Association, held “any title law would 
have to be convenient for dealers, lend- 
ers, the countv clerks and the public. To 
be effective the law would have to be 
worked out along these lines.” 

Capt. O. H. Cornwall of the Kentucky 
State Police said: “Kentucky needs a 
title law to aid law enforcement. Ken- 
tucky has one of the worst records in 
the United States, both for cars stolen 


in the state and for stolen cars mar- 
keted in Kentucky.” 
Mr. Ejilerman again took the floor, 


and held that some system is definitely 
needed to record mortgages on automo- 
biles on the bill of sale, to prevent sales 
of encumbered cars, such encumberances 
not being known to the innocent pur- 
chaser. 


Buxton President of 
Mutual Companies’ Assn. 


John A. Buxton, chairman of the 
board, Federated Mutual Implement & 
Hardware, Owatonna, Minn., was elected 
president of the National Association of 
Mutual Insurance Companies at the 59th 
annual convention in St. Louis recently. 
He succeeds John C. Stapel, secretary, 
Farmers Mutual Windstorm, Columbia, 
Mo. 

Other officers elected are: vice presi- 
dent, R. M. Stanton, secretary, Capital 
District Grange Cooperative Fire, Al- 
bany, N. Y., and treasurer, I. G. Salt- 
marsh, president, Indiana Lumbermen’s 
Mutual, Indianapolis. 
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LESS TOBACCO COVERAGE 

There will be less insurance on _ to- 
bacco from all angles in Kentucky this 
year. The Federal Government reduced 
acreage and has since reduced the Fed- 
eral parity support price by 20 cents 
a hundred, to $46.20. The crop this year 
as a Whole over an eight-state belt will, 
it is predicted, be about 500,000,000 
pounds, as compared with 617,000,000 last 
year. Kentucky grows about three-fifths 
of the annual burley crop; Tennessee 
one-fifth, with the other divided as be- 
tween the rest of the states. 


Thorn on War Risks 


(Continued from Page 23) 





to do so, the Frustration Clause was 
immediately adopted, and has, as far as 
I know, been an important warranty in 
war risk policies for all nations for 
about 40 vears. I emphasize, however, 
that its effect is only to exclude liability 
for losses based upon frustration of the 
adventure. Remember that the policy 
still affords the same protection so far 
as physical damage to the goods them- 
selves from war causes is concerned. 
Meaning of Clause No. 3 

Clause No. 3—mentioning certain ex- 
clusions, is self-explanatory and solely 
to be helpful to the assured in clearly 
stating specific situations that are not 
covered. It reads as follows: 

“This insurance does not cover any 
loss or damage caused by or resulting 
from any of the following causes: 

“(a) Commandeering, preemption, 
requisition or nationalization by the 
government (de facto or otherwise) 
of the country to or from which the 
goods are insured. 

“(b) Seizure or destruction under 
quarantine or customs regulations. 
“(a) The insurance against the risks 

enumerated in Clause I, except the risks 
of floating or stationary mines and stray 
or derelict torpedoes, floating or sub- 
merged, referred to in (b) below, shall 
not attach to the interest hereby insured 
or to any part thereof: 

“) Prior to being on board an over- 
seas vessel (for the purpose of this 
Clause 4 an overseas vessel shall be 
deemed to mean a vessel carrying the 
interest from one port or place to 
another where such voyage involves a 
sea passage by that vessel), 

“di) After being discharged overside 
from an overseas vessel at the final 
port of discharge, or after the expiry 
of 15 days counting from midnight of 
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the day of arrival of the oversea 
vessel at the final port of discharg 
whichever shall first occur, 

“(iin) After expiry of 15 days from 
midnight of the day of arrival of the 
overseas vessel at an_ intermediate 
port or place to discharge the in‘eres; 
for on-carriage from that or any other 
port or place by another overseas ves. 
sel, but shall re-attach as the interey 
is loaded on the on-carrying overseas 
vessel. During the said period of |; 
days the insurance remains in force 
whether the interest is awaiting trans. 
sit or in transit between the overse, 
vessels. 


Mines and Torpedoes 


“(b) The insurance against the risks 
of floating or stationary mines and stra 
or derelict torpedoes, floating or sub. 
merged, attaches as the interest hereby 
insured is first loaded on lighter, cra‘ 
or vessel after leaving the warehouse a 
point of shipment in transit for the 
destination declared hereunder,  anj 
ceases to attach as the interest is finally 
landed from the vessel, craft or lighter 
prior to delivery to warehouse at such 
destination. 

“If the.contract of affreightment js 
terminated at a port or place other than 
the destination named therein such port 
or place shall be deemed the final port 
of discharge for the purpose of. this 
clause. 

“Shipments by air and/or mail, if cov- 
ered by this policy, are insured con- 
tinuously from the time of leaving the 
sender’s premises until delivered to the 
place of address. 

“It is a condition of this insurance 
that the assured shall act with reason- 
able dispatch in all circumstances within 
their control. 

“Tf anything contained in this policy 
shall be inconsistent with this Clause 4 
it shall to the extent of such incon- 
sistency be null and void. 


Deviation and Change of Voyage 


“This insurance shall not be vitiated 
by deviation, over-carriage, change oi 
vovage, or by any error or unintentional 
omission in the description of interest, 
vessel or voyage, provided the same be 
communicated to this company as soon 
as known to the assured and an addi- 
tional premium paid if required. 

“And in case of any loss or misfor- 
tune, it shall be lawful and_ necessar 
to and for the assured, his or their fac- 
tors, servants and assigns to sue. labor 
and travel for, in and about the defense, 
safeguard and recovery of the said goods 
and merchandises, or any part thereof, 
without prejudice to this insurance; nor 
shall the acts of the assured or assurers, 
in recovering, saving and preserving the 
property insured, in case of disaster, be 
considered a waiver or an acceptance of 
an abandonment; and to the charges 
whereof, the said assurers will contribute 
according to the rate and quantity of 
the sum hereby insured. 

“General average and salvage charges 
payable according to United States laws 
and usage and/or as per foreign state- 
ment and/or as per York-Antwerp Rules 
(as prescribed in whole or in part) if in 
accordance with the contract of af- 
freightment. 

“It is agreed that the reports of ship- 
ments made under the policy against ma 
rine risks mentioned above shall be 
deemed to be reports under this policy 
also, and the assured agrees to pay pre 
miums on all shipments insured undet 
this policy at the war risk rates of this 
company as fixed from time to time.” 


(To be continued) 
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Set American Mutual 
Alliance Meeting 


OCT. 31- NOV. IN CHICAGO 
ually Broad Program to Include 
a od Form of Coverage Except 
Life Insurance 


The three-day annual meeting of the 
American Mutual Alliance, October 31 
to November 2, in Chicago, will feature 
4 discussion of problems in the fire- 
casualty insurance business. Executives 
of leading mutual insurance companies 
meeting at the Edgewater Beach Hotel 
will gather for an unusually broad pro- 
oram including every form of coverage 
except life insurance. 

Held during the same period will be 
the annual business meetings of the Na- 
tional Association of Automotive Mu- 
tual Insurance Companies and of the 
National Association of Mutual Casualty 
Companies. 

Governor Langlie to Speak 


Speaker at the American Mutual Alli- 
ance luncheon—which will be held No- 
vember 1—will be Governor Arthur B. 
Langlie of Washington, who will present 
in detail the program of cutting traffic 
deaths and injuries through strict law 
enforcement which has been so effective 
in his state. 

First problem to be presented at the 
opening morning session, October 31, 
will be that growing out of the current 
activity of the Federal Trade Commis- 
sion in proceedings against accident and 
health insurance company advertisers. 
Speaker will be Wade O. Martin, secre- 
tary of state and ex officio Insurance 
Commissioner of Louisiana. His topic 
will be: “The States and the Federal 

— Commission—Let’s Draw the 
ine. 


Coercion of Insurance Coverage 


Coercion of insurance coverage by 
money lenders and others: will be the 
subject of Edward A. Foote, Washing- 
ton, D. C,, first assistant in the anti- 
trust division of the U. S. Department of 
Justice ; he will treat of mortgage insur- 
ance tie-ins and related anti-trust prob- 
lems, 

First afternoon session will be devoted 
to investigation of current trends in two 
important casualty insurance fields. 
There will be a panel discussion on au- 
tomobile insurance; H. L. Toser, Stevens 
Point, Wis.. vice president Hardware 
Mutuals, will discuss marketing trends; 
H. C. Foster, Utica, N. Y.. research un- 
erwriter, Utica Mutual Insurance Co., 
‘overage trends; and H. J. Ginsburgh, 
Boston, senior vice president, American 
Mutual Liability Insurance Co., loss and 
expense trends. Current trends in indus- 
tal loss of hearing research, a subject 
‘l growing importance to workmen’s 
compensation carriers and to industry, 
will be analyzed by F. E. Frazier, Chi- 
cago, National Association of Mutual 
Casualty Companies. 


Peacetime Use of Atomic Energy 


_, The prospects and difficulties which 
the surance business faces in connec- 
ion with peacetime use of atomic en- 
‘rey will be outlined to open the morn- 
ing session, November 1, bv the three 
representatives of American Mutual Alli- 
ame Companies who serve on the ten- 
es paeaice Study Group” which has 
ot tata with the Atomic Energy 
sion for some months in studying 
(Continued on Page 39) 





Sec. Humphrey Approved 
Andrews’ New Position 


AS AMERICAN F. & C. HEAD 


Company Has Major Tax Case Pending 
With Government; Entire Affair 
Called Academic 


International Revenue Commissioner 
T. Coleman Andrews, who is retiring, 
received the approval of Secretary of the 
Treasury George M. Humphrey to join 
American Fidelity & Casualty Co. This 
is significant because the company has a 
major tax case pending with the Govern- 
ment. 

Mr. Andrews, who will soon become 
chairman of the board of American 
F.&C., brought the matter to Secretary 
Humphrey’s attention before his retire- 
ment was announced. In a letter to the 
Secretary, Mr. Andrews made it known: 


Summary of Letter 





That the tax case was pending, and 
had been since early 1952. 

That he had not “gotten into the case 
at all” except to instruct the chief coun- 
sel of his department to “make sure 
that the preparation of the case was 
as thorough as it could be made.” 

That his new concern’s board of direc- 
tors would pass a_ resolution. stating 
“that it is understood between us that 
I am not to have any authority or re- 
sponsibility with respect to the case.” 

That the company was represented in 
the case—a technical one involving in- 
surance accounting—by counsel and that 
“all authority and responsibility with 
respect to handling it are to be vested 
in other officers of the company.” 

In his letter to Mr. Humphrey, ‘Mr. 
Andrews stated he had been advised by 
outside counsel that the existence of this 
case is not a bar to my acceptance of 
the positions that have been offered to 
him by the taxpayers. 

The Internal Revenue Service  be- 
lieves American F.& C. owes more than 
$4,000,000 in unpaid taxes, interest and 
penalties though the company maintains 
it actually overpaid slightly. The dif- 
ference of opinion involves technical 
provisions of insurance company taxa- 
tion, and is before the Tax Court. 


Affair Is 


Interviewed by a reporter from the 
Richmond Virginia News Leader, Mr. 
Andrews called the entire affair “aca- 
demic.” He said he had been hired as 
an executive by the company, not as a 
tax man. He stated: 


“Academic” 


“There’s no legal reason and I’m not 
(Continued on Page 39) 
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N. Y. Court Confirms 
Compensation Rates 


FOR STEVEDORING CLASSES 


Upholds 1948 Filing of N. Y. Comp. Rat- 
ing Board Approved by Insur- 
ance Department 


The Appellate Division of the Supreme 
Court, for the First Judicial Department, 
unanimously and without opinion con- 
firmed the determination of the New 
York Insurance Department (dated June 
12, 1951) which upheld the validity of 
the July 1, 1948, workmen compensation 
rates for stevedoring classifications filed 
by the New York Compensation Insu-- 
ance Rating Board. The court this 
overruled the litigation brought by the 
New York Shipping Association, through 
some of its associated members, against 
the Superintendent of Insurance (Boh- 
linger) and the Rating Board. 
Sought Materially Lower Rates 

The Shipping Association had sought 
to have the New York Superintendent’s 
approval of the rates set aside, and for a 
direction from the Court to the Super- 
intendent to approve, now, new rates for 
the 1948 rating period on a materially 
lower basis than the approved rates 
which were charged. Such action, if or- 
dered by the Court, would have neces- 
sitated refunds by the several companies 
involved to their stevedoring policyhold- 
ers of more than two million dollars and 
interest. 

The basis of the attack upon the 1948 
rates was that the Rating Board had de- 
ceived the Superintendent of Insurance, 
as to the basis of the law amendment 
factor used in the rate filing, and that 
the Rating Board generally was guilty 
of fraud, over-reaching and gross negli- 
gence in the filing of such rates for ap- 
proval. Important as the pecuniary ele- 
ment is, the principles of ratemaking 
inherent in this determination are even 
more significant. 

By its action, the Court judicially con- 
firms both the propriety of the rates 
that were promulgated in 1948 and the 
rating procedures by which such rates 
were determined. 





Joins Springfield Cos. 


William E. Norton 
Springfield Insurance Companies _ of 
Massachusetts as casualty underwriter 
in the companies’ southern branch office 
in Atlanta, Ga. 

A native of Georgia, Mr. Norton at- 
tended the University of Georgia and 
was graduated from the Atlanta Law 
School with LL.B. and LL.M. degrees. 
He has had several years of casualty 
underwriting experience and is a mem- 
ber of the Atlanta Casualty Underwrit- 
ers Association. 


has joined the 
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Selected Risk Cos., N. J. 
Report Fiscal Year Gains 


111/9% STOCK DIVIDEND VOTED 


Stockholders at Annual Meet Hear En- 
couraging Reports; J. 
New Director; 


McCarrick 


Mazuy Treasurer 








Stockholders of Selected Risks Indem- 
nity and Selected Risks Fire at their 
annual meeting October 21 in Branch- 
ville, N. J., voted an increase in the 
authorized capital of the Indemnity 
Company from $1,000,000 to $5,000,000. 
At the same time, directors of this 
company declared a stock dividend of 
111/9%, 10,000 shares, payable Novem 
ber 10 to shareholders of record October 
24, in addition to the regular quarterly 
dividend of 30 cents per share payable 
November 1. President Jesse Grant Roe, 
2nd, reported on this action to the 
stockholders. 

However, no actual increase in the 
amount of stock to be outstanding, fo! 
lowing issuance of shares represented bv 
the stock dividend, is contemplated 
within the immediate future. 


Assets 


The 


and Policyholders’ Surplus U» 


financial statement of the com 
panies as reviewed by Assistant Vice 
President John E. MecCarrick showed 
the following results on a consolidated 
basis, as of September 30, 1955, com- 
pared with September 30, 1954: Total 
assets $12,073,726, an increase of $1,540,- 
300; policyholders’ surplus $3,288,384, an 
increase of $404,927. 

A joint report of Board Chairman 
Claude E. Mazuy, who also serves as 
chairman of the investment committee, 
and the treasurer, was presented by 
Frank E. Mazuy, assistant treasurer. 

This report revealed that for the fiscal 
ending September 30, 1955, the 
investment committee had made net in- 
vestments totaling $1,238,897, and that 
the investment income for the period 
was $226,723, an increase of $36,298 over 
the previous year. 


Underwriting and Claims Results 


The underwriting and claims results 
were summarized by Assistant Vice 
Presidents Douglas M. Roy and Ross 
E. Roe and Assistant Secretary Gerald 
S. Shay. Premium writings for the fiscal 
year, including reinsurance, for both 
companies totaled $9,016,402, an increase 
of $086,120 or 8.24%. incurred to 
premiums earned, including loss adjust 


Le ses 


ment expense, were 62.9% for the In- 
demity Company and 62.2% for the 
Fire Company. This compared with 
62.2% and 50.3% respectively for the 


previous 12 months’ period. The expense 
ratios (computed on the basis of pre- 
miums written) were 33.8% for the In- 
demnity Company and 39.4% for the 
Fire Company as compared with 32.9% 
and 38.2% respectively a year ago. 

John E. McCarrick, assistant vice 
president, who joined the organization 
in April, 1927, and is the oldest employe 
from point of service, was elected a 
director of both companies. Mr. McCar- 
rick who is also president and a director 
of the Farmers’ Mutual Fire Association 
of Warren County, N. J., fills the va- 
cancy created by the death of Charles 
J. McCloskey, former treasurer, who 
died in August, 1955. All other directors 
of both companies were reelected. 

The directors also elected Frank E., 
Mazuy as treasurer to succeed the late 
Mr. McCloskey. All other officers of 
both companies were reelected. 


Peerless Stock Dividend 

Directors of Peerless Casualty Co. 
have declared a 10% stock dividend pay 
able November 23, 1955 to stockholders 
of record November 10. 

The action followed a special meeting 
of stockholders at which stockholders of 
the company voted approval of measures 
increasing the authorized capital stock 
of the company, the issuance of addi 
tional capital stock by the directors and 
the declaration of the stock dividend, 
President Dudley W. Orr announced. 
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N. T. ROBERTSON LUNCHEON CHR. 


Selected by N. Y. Insurance Federation 
to Head Committee of 50 to Plan 
Annual Luncheon December 8 

Norman T. Robertson, eastern super- 
intendent of agents of the Zurich-Ameri- 
can Insurance Companies, has been se- 
lected as chairman of the luncheon 
committee for the annual meeting of the 
Insurance Federation of New York to 
be held Thursday, December 8, at the 
Commodore Hotel, New York. W. Irving 
Plitt, vice president, Atlantic Mutual, 
who did a fine job as the 1954 luncheon 
chairman, is vice chairman of the com- 
mittee on which is represented some 50 
leading executives from all branches of 
the insurance industry. 

The Federation’s luncheon, which an- 
nually attracts an attendance of over 
1,500, is considered the largest insurance 
luncheon gathering of the year. 

An organizational meeting at which 
plans for the affair were discussed, took 
place October 21 at the Drug & Chemi- 
cal Club, New York. Robert H. Nicholls, 
Fidelity & Casualty secretary, who is 
executive committee chairman, presided 
at this meeting. 

Announcement will soon be made of 
the guest speaker, always an outstanding 
personality, for the December luncheon. 


ASSETS NOW OVER 


American Motorists Paid $39,167,000 In 
Policyholder Dividends; $2,244,000 
To Stockholders 


$60,009,000 





Assets of American Motorists Insur- 
ance Co., Chicago, have passed the $60 
million mark, James S. Kemper, chair 
man, announced. 

“AMICO was founded as a participa 
ting stock casualty insurance company,” 
Mr. Kemper said, “which means. that 
policyholders also participate in the com- 
pany’s earnings, While providing maxi 
mum service and security, we have built 
financial stability while saving money for 
our policyholders, and earning dividends 
for stockholders. In the past 29 years, 
the company has paid $39,167,000 in div- 
idends to policyholders and $2,244,000 to 
stockholders. 

“Meanwhile, ” he continued, “our more 
than 3,000 independent local agents have 
developed a sales volume averaging near 
ly $3 million a month.” 

AMICO was founded in 1926. At the 
end of that year, the company had $613, 
QOO assets and $598,000 in capital and net 
surplus. In two years, assets passed $1,- 
000,000, and 12 years later, assets passed 
$10,000,000. In eight more years, 
passed the $20,000,000 mark. 

In 1953, the Excess Insurance Co. of 
\merica, a reinsurance company with 
assets of about $10,000,000, was merged 
with AMICO. Earlier this year, American 
Motorists Fire, with assets of nearly 
$1,000,000, was merged into the parent 
company, 


assets 


FOUR EXECUTIVES NAMED 


Terrell, Senior Executive, Konsdorf, 
Lundt and Oglesby Advanced by 
American Farmers 
C. E. Terrell has been named a senior 
executive and D. A. Konsdorf, D. I. 
Lundt and M. G. Oglesby were appointed 
junior executives of American Farmers 
Mutual, Hathaway G. Kemper, president, 

announced. 

Before joining American Farmers in 
October, 1954, Mr. Terrell spent 14 years 
as a district manager for a life carrier 
in Washington, D. C. He is agency su 
pervisor of the life farm department for 
American Farmers. 

Mr. Konsdorf, now manager of the fire 
underwriting department, joined the 
company in September, 1949, following 
two years with the Mutual Reinsurance 
Bureau, Belvidere, Tll., and two years’ 
service with the U. S. Army. 

Mr. Lundt, a University of Wisconsin 
graduate, came to American Farmers in 
August, 1950. During World War II he 
spent four years in the U.S. Navy. He 
is manager of American Farmers’ com- 


pensation and liability underwriting de- 
partment. 


Mr. 


Oglesby, a native of Decatur, 





ELECTED F. & D. DIRECTOR 


C. W. Black, Arundel Corp. President, 
Succeeds Late R. A. Froehlinger on 
Board; Active in Construction 
C. Warren Black, who last month 
succeeded the late Richard A. Froeh- 
linger as president of the Arundel Corp., 
Baltimore, has been elected a director 
of the Fidelity & Deposit. In announcing 
the board’s action, President B. H. Mer- 
cer noted that Mr. Black would fill the 
vacancy created by Mr. Froehlinger’s 

death. 

A native Baltimorean, Mr. Black at- 
tended Baltimore Polytechnic Institute, 
received a civil engineering degree from 
Johns Hopkins University in 1917, and 
graduated from the U. S. Army En- 
gineering Officers Training School which 
he attended during World War TI. 

In 1919 Mr. Black joined the Arundel 
Sand & Gravel Corp., which later that 
year was merged into the then newly- 
formed Arundel Corp. He became chief 
engineer of the latter company in 1929 
and in 1940 was elected vice president 
in charge of engineering and construc- 
tion. He was named executive vice 
president in 1952 and was elected presi- 
dent in September, 1955. 

During his career Mr. Black has rep- 
resented the Arundel Corp. in a num- 
ber of joint ventures for large construc- 


tion projects throughout the United 
States and in the Caribbean area. He 
served as a director of Pacific Con- 


structors, Inc., which built the Shasta 
Dam in California, and as vice president 
and chairman of the operating commit- 
tee of National Constructors, Inc., 
builders of the Allatoona Dam in 
Georgia. 


Boston Public Hearing Today 
On 1956 Compulsory Rates 


A public hearing on the tentative 1956 
compulsory automobile liability insur- 
ance rates in Massachusetts for both 
private passenger and commercial cars 
is set for today (October 28) in the 
Public Works Building, Boston. 

Insurance Commissioner Joseph A. 
Humphries will be up against strong 
opposition, both on his proposed 5.1% 
increase in the passenger car rates and 
7% jump in commercial car premiums. 
Demerit surcharges will be $6 each. 

Boston taxicabs will take the same 
rates as in 1955 but for taxicabs as a 
whole an over-all rate increase of about 
has been proposed. Reportedly, 
this increase will mean as much as $100 
for some cabs. 

A rate jump, estimated at from 5% 
to 7%, is also planned for garages and 


Los 
2.5% 


automobile dealers who transport cars 
on their own registration plates. 
The reaction of certain Bay State 


legislators to the tentative rates for 1956 
is seen by the appointment of a com- 
mittee by House Speaker Michael F. 
Skerry, to confer with Governor Herter 
on the advisability of calling a special 
session of the legislature to repeal the 
demerit rating law. If the committee 
fails in its efforts, it is planned to get 
the necessary pledges of legislators to 
call the desired special session. 


JOHN THOMPSON STATISTICIAN 

John Thompson, who was with the 
National Bureau of Casualty Under- 
writers for five and one-half years and 
was assistant to Philip Liebowitz, statis- 
tical supervisor, is now connected with 
the London Assurance as. statistician. 
Mr. Thompson will also be in charge 
of casualty accounting. He had 15 years 
of accounting experience with the Pre- 
ferred Accident of New York prior to 
joining the National Bureau. 


joined American Farmers in December, 
1950. He is an Illinois Wesleyan gradu- 
ate and served three vears in the U.S. 
Army during World War II. He is man- 
ager of the casualty underwriting depart- 
ment of American Farmers. 

President Kemper also announced that 
all underwriting departments will be un- 
der the supervision of Henry Kujawa. 





Cont’! Casualty In Strong Bid For 


Excess and Surplus Line Busines 


The determination of Continental Cas- 
ualty Co. to become a major factor in 
the excess and surplus lines market was 
indicated at a brokers’ meeting October 
24, held in its New York office and 
presided over by R. E. Vollriede, resi- 
dent vice president of the company. 

Mr. Vollriede set the stage for the 
presentation made by Allen Pither, who 
is production manager at the home office 
in Chicago for the Continental’s rein- 
surance, excess and surplus lines divi- 
sion. This is the company’s newest divi- 
sion and has made such healthy progress 
that net premium volume of $6,000,000 
is expected to be written by the end 
of 1955. 

Other speakers at the meeting, attend- 
ed by nearly 100 brokers, were Lawrence 
A. Sorenson, chief engineer in Continen- 
tal’s eastern department, and William 
Bexter, head of the eastern casualty 
claim department. Mr. Sorenson pointed 
to a research department set up in Chi- 
cago which is keeping in close touch 
with all new developments including nu- 
clear energy. He also brought out that 
“we have no preconceived safety pro- 
grams. Every risk handled is on an 
individual basis. Risk analysis and study 
of accident experience are vital features 
of our program. This enables us to ar- 
rive at concrete recommendations to 
improve the risk to the benefit of both 
the insured and the company. 

Mr. Baxter explained that “our claim 
procedures have been decentralized and 
the staff claim offices have authorization 
to act on any type of casualty claim up 
to $5,000 without contacting the home 
office.” 

Mr. Pither brought good news for in- 
surance brokers interested in placing 
excess third party liability and property 
damage over primary insurance. “We 
are definitely interested in this type of 
business ... risks which heretofore had 
to be placed abroad. Indicating that 
Continental is prepared to participate in 
large catastrophe lines, he said the com- 
pany’s facilities enables it to write up 
to $1,000,000 over and above primary 
insurance on third party liability and 
P.D. business. Necessarily such business 
is judgment rated. 

The first of a series of market letters 
for brokers is now being sent out. Mr. 
Pither said it will feature the excess 
third party liability and P.D. The em- 
phasis will be placed on the following 
types of high limit risks: Public utilities, 
railroads, bus companies, trucking firms, 
manufacturing of hazardous products or 
with hazardous processes. The point is 


being made: “Consider those industries 
in your locality where a catastrophe 
would cause enormous damage to hie 
and property. They are the risks wii 
need these high limits. .. .” 

These additional facts are bein 
brought out in the first market eee 

“Continental facilities for writing thy 
cover on an admitted basis eliminate: 
taxes payable on unadmitted insurance 
removes doubt as to legality of cover 
Continental’s capacity on any one risk 
is not, of course, unlimited, but a sub. 
stantial amount can generally be accom. 
modated. 

“Competitive rating, each risk treated 
individually on its merits. Rates are gen- 
erally in excess of the manual increase 
for the class—with exceptions to this 
rule. 

“Commissions vary with the risk. Nor. 
mally, 10% on public utility and rail. 
road lines, 15% on other types of busi. 
ness.” 

As to form and application, the marke 
letter advises: “Full information jis on 
the basis of sound underwriting on which 
depends an intelligently competitive rate 
Please study the form and application 
herewith.” 

As to state requirements the brokers 
are told: 

“Excess third party Liability is not 
available in ‘Mississippi, North Caroling 
and Virginia. In Louisiana and Texa; 
an A-Rate filing is necessary. In Ney 
York it is subject to the approval of the 
State Insurance Department and Na- 
tional Bureau of Casualty Underwriters.” 

The second market letter will feature 
“Excess Workmen’s Compensation for 
Self-Insurers,” another line which the 
Continental is prepared to write. How- 
ever, Mr. Pither cautioned: “We do 
not accept every risk submitted, but we 
will use a vast amount of imagination 
and creativeness in evaluating each line 
We will also be interested in con- 
tingency risks such as amusement parks, 
twin insurance, auto race tracks, etc.” 

To date the company is not interested 
in malpractice insurance covering the 
medical and dental professions, but is 
receptive to errors and omissions busi- 
ness. It is not ready to go into the sur- 
plus line fire market but is alert to 
fire insurance with large deductibles. 

In closing Mr. Pither said that Con- 
tinental and the North America Compa- 
nies are the two principal markets here 
for excess and surplus line business 
He noted in this connection that Fire- 
man’s Fund is experimenting in this field 
and that Liberty Mutual and the Travel- 
ers are also getting into the market. 





IAC ti Aenlinanel Bee Set 
For Nov. 21 in Philadelphia 


The semi-annual meeting of the Insur- 
ance Advertising Conference will be held 
Monday, November 21, at the Warwick 
Hotel, Philadelphia. In announcing this 
date, Edmund V. Schenke, IAC vice 
president and program chairman, also 
advises that a reception will be held for 
all conference members the preceding 
Sunday evening, November 20, at 6 p.m. 
Wives will be welcome. 

Following the previously established 
pattern, the semi-annual meeting will be 
devoted entirely to seminar sessions, 
starting at 9:30 a.m. Chief topic of dis- 
cussion will be the first issue of the 
[AC News Letter. The morning session 
will be conducted by a panel of four 
conference members: Alden M. Taylor, 
Phoenix of Hartford, chairman; Robert 
E. Brown, Jr., Aetna Life Affiliated Com- 
panies; Lewis S. Dabney, Employers’ 
Group Insurance Companies, and John 
W. Pratt, Home Insurance Co., Phila- 
delphia. In addition a representative 
group of key executives from various 
state associations of insurance agents 
will be invited to participate in this ses- 
sion. 

The entire afternoon will be devoted 


American Surety Holds 
Advanced Field Seminar 


In line with his program for extended 
multiple line production, W. E. McKell 
president of the American Surety, has 
announced that an advanced field sem 
nar for a selected group of field produc: 
tion specialists is being held in New 
York for a three-week period. 

The seminar is under general super- 
vision of R. E. Brown, newly-electe’ 
vice president in charge of agencies al 
production, and a comprehensive study 
and discussion plan has been prepare’ 
by the company’s educational division. 

Experienced men from the company> 
branch offices in every section of the 
country were chosen for this advance! 
instruction at the 1955 fall seminar. 

eae 





to an IAC business session at which 
many issues confronting the Insurance 
Advertising Conference will be discusse’ 

Registration ($12) will be from 4 to? 
p.m., Sundav, Nov. 20, and from 9 t 
9:30 a.m. Monday, Nov. 21. a 

Hotel reservations for this meetim 
should be made through Mrs. M. ‘ 
Ellson, executive secretary, 14003 Bart: 
low Street, Somerton, Philadelphia, | 
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AMA Panel Cites Company Area 
Responsible For Risk Management 


A panel discussion on, “Pinpointing 
the Responsibility for Risk Manage- 
ment,” was an important segment of the 
American Management Association’s fall 
insurance conference held October 26 at 
the Palmer House, Chicago.  Partici- 
pants in the discussion were: Joe T. 
Parrett, insurance manager, Carnation 
Co., Los Angeles; James C. Cristy, in- 
surance manager, the Upjohn Co., Kala- 
mazoo, Mich.; Edwin T. Berquist, insur- 
ance manager, the Pure Oil Co., Chi- 
cago; Casimir Z. Greenley, insurance de- 
partment manager, International Min- 
erals & Chemical Corp., Chicago. 

Mr. Parrett said he wondered if the 
real and worthwhile challenge isn’t to 
create an “insurance philosophy” in com 
panies rather than a statement of policy 
to raise the professional status of the 
corporate insurance administrator. He 
said that his company has no written or 
stated policy. 


Access to Top Management 


It is his opinion that location of an 
insurance department in an organiza- 
tional setup of a company is of no im- 
portance to the proper functioning of 
the department. Mr. Parrett maintaine! 
that the real important thing about the 
organizational setup is that the insur 
ance manager have access to a member 
of the top management staff, and not 
have to clear through three or four in 
termediaries to get to a top executive. 
The top executive need not necessarily 
be a corporate officer if he has the au 


thority to guide you and ratify your 
decisions, he declared. 
The speaker pointed out that insur 


ance managers, to warrant continued 
recognition and increasing prominence, 
must be aware of their responsibilities 
and must develop themselves. 

“Let’s not leave it to the brokers and 
insurance companies to educate us, but 
let’s educate ourselves,” urged Mr. Par 
rett. “Let’s do a better job of letting 
management know what we are doing 
and how we do it. Let’s do a little lead- 
ing and a little less following.” 

Mr. Cristy explained that in the Up 
john Company the chief financial officer 
is the vice president and treasurer. He 
is in charge of both finance and control 
activities. The speaker pointed out that 
part of the vice president and _ treas- 
urer’s responsibility is to protect the 
corporation against major financial 
losses due to insurable risk. An insur- 
ance manager has been delegated to as- 
sume this part of this responsibility. 

“While Upjohn has no formal descrip- 
tion of the insurance manager’s job,” de- 
clared Mr. Cristy, “it is agreed that his 
first responsibility is to execute corpo- 
rate policy with respect to assumption 
and insurance of risk. The insurance 
manager is also responsible for the fi- 
nancial and technical side of employe 
insurance and retirement plans adminis- 
tration. 

“The insurance manager has recom- 
mended, and the treasurer and the chief 
executive have approved, a general rule 
for deciding which risks are significant 
enough to be insured. The interpreta- 
tion of this rule is left to the insurance 
manager, subject to review by the treas- 
urer, but the rule and its application are 


reviewed each year with the chief ex- 
ecutive. 
In Liaison Capacity 
“The insurance manager’s  responsi- 


bility for safety or loss prevention activi- 
fies is to act as liaison between insur- 
ance carriers and the people in our or- 
ganization who act on insurance com- 
pany recommendations. Primary respon- 
sibility for safety and accident preven- 
tion rests with the line organization. 
Their safety activities are guided and 
correlated by a safety engineer working 





under the director of personnel.” 

Mr. Cristy told the audience that his 
company’s treasurer and insurance man- 
ager have agreed that the corporation’s 
best interests will be served if small 
risks are assumed by Upjohn and only 
the large ones are transferred to in- 
surance carriers. “This principle began 
to take shape before there was an in- 
surance manager,” he declared. “But it 
was not applied consistently, perhaps 
because it had never been stated in so 
many words.” 

Mr. Berquist declared that it is the 
duty of the insurance manager to guide 
the corporate attitude toward insurance, 
taking into consideration current condi- 
tions existing in his company. Short of 
this, declared the speaker, he becomes 
only a purchaser of insurance and is not 
worthy of his responsibility. 

“The duty of the insurance department 
of our company is to protect and con- 
serve the corporate assets of the com- 
pany from loss caused by casualty or 
from liability caused by negligence as a 
result of its operations,” Mr. Berquist 
stated. “This may be calied our corpo- 
rate attitude or policy toward insurance. 

“Most problems of the insurance 
manager lie within his own company, 
securing the necessary information and 
cooperation to carry out the insurance 
program. The usual insurance manager 
has less problems with insurance compa- 
nies, brokers and agents than he has 
within his own company. 


File Should Not Be Closed 

“If the insurance manager’s recom- 
mendations are not accepted by top man- 
agement,” he continued, “he should not 
close his file but attempt to find out 
why his recommendations were not ac- 
cepted. He should immediately go to 
work to meet the objections and, at a la- 
ter date, reopen the question. 

“If a company has wide flung opera- 
tions and a number of branches or divi- 
sions, there should be an insurance rep- 
resentative at each field office. These 
representatives should be responsible for 
the handling of all insurance matters of 
that branch and maintain direct com- 
munications with the insurance manager. 
In our field offices this duty has been 
delegated to the chief accountant or 
office manager. 

“The instirance department should be 
consulted in the preparation of all con- 
tracts and approval or disapproval noted 
thereon. In our company all contracts 
must have the approval of our legal and 
insurance departments.” 

As the final panelist, Mr. Greenley ex- 
plained that in his company the insur- 
ance department is part of the financial 
division and the insurance manager re- 
ports directly to the financial vice presi- 
dent. He declared: “Our basic policy 
relating to insurance is: 

“1. To assume (as a charge against in- 
surance reserves, profits or surplus) 
losses resulting from risks considered as 
not significant in relation to the cash 
position of the corporation, and 

“2. To purchase insurance for risks 
not assumed, and 

“3. To eliminate or improve as far as 
practicable, the conditions and practices 
which cause insurable losses.” 

Mr. Greenley noted that it is much 
easier to bring about management’s ac- 
ceptance of a broad policy by originally 
presenting to it a specific case of chang- 
ing the method of insuring one of the 
important risks and thus demonstrating 
in a more concrete way the probable re- 
sults of the application of the policy 
recommended. Such an approach is pref- 
erable to a theoretical discussion of the 
pros and cons of the proposed basic 
policy, he asserted. 

“The following,” said the speaker, “are 
(Continued on Page 39) 


Commercial Crime Loss 
Causing Much Concern 


FIELDS TELLS AMA AUDIENCE 


Urges More Attention to Preventive and 
Safeguard Measures for Merchandise 
Including Waste Material 


Ernest W. Fields, vice president, Fed- 

eral Insurance Co., New York, told the 
fall insurance conference of American 
Management Association at its Octo- 
ber 27 session in the Palmer House, Chi- 
cago, that today approximately 75% of 
the dollar amount of fidelity losses is 
represented by the embezzlement or 
stealing of materials and merchandise. 
Speaking on “Recent Trends in Fidelity 
and Burglary Losses,’ Mr. Fields said 
that one of the after effects of World 
War II has been a radical change in the 
type of fidelity losses sustained by em- 
ployers. He brought out: 
“Because of the scarcity of materials 
and the increase in value of the same 
unit of merchandise, embezzlement of 
materials and merchandise has become 
most prevalent. The increase in number 
of people employed, the value of mer- 
chandise being manufactured, space 
shortages, difficulty of control caused in 
many cases by over-worked staffs and 
employe turnover, have produced a sub- 
stantial increase in fidelity losses. More 
particularly is the fact that such losses 
are now being caused by the employe 
who is classified as a ‘C’ or laboring or 
factory type, or in some cases classified 
for rating purposes as a ‘B’ employe.” 


Quotes FBI Figures on Commercial 


rime 
The speaker then quoted from the 
FBI’s pamphlet, “Uniform Crime Re- 


ports for the United States,” to indicate 
the “alarming situation” which has de- 
veloped in this country with respect to 
commercial crime. He noted that in 1954 
there were 2,143,420 reported crimes 
against property, an increase of 5.3% 
over 1953. Property valued at $413.000,- 
000 was stolen. Since 1950, the FBI re- 
ported, such crimes have jumped 26.7%. 
Reported burglaries in 1954 had the 
highest increase, with almost 40,000 more 
of such crimes reported last year than 
in 1953. In 1954 there were 519,190 such 
crimes. 

Mr. Fields further pointed to a stead- 
ily increasing number of bank holdups 
in this country over the past ten years. 
In the year ending August 31, 1955, bank 
burglary and banditry reached the crest 
of the greatest crime wave since 1930, 
he remarked. There have been 379 rob- 
beries in this period with loot totaling 
$2,128,048. “Because of such increase the 
FBI has begun to hold bank robbery 
conferences throughout the country with 
a view to prevention of such losses.” 


Close, Friendly, Trustful Cooperation 


The speaker declared that if this radi- 
cal trend to a substantial annual increase 
in both number and dollar amount of 
commercial crime losses is to be halted 
and to be reduced in the future, “there 
must be a close, friendly and trustful 
cooperation between the prosecuting au- 
thorities, the employers and the insur- 
ance companies. We do not wish the 
philosophy recently given by a court in 
one of our South American countries 
where it was stated: ‘To steal in case of 
extreme necessity, as for example where 
there is sickness in the family, does not 
constitute a crime worthy of punish- 
ment,’ to be spread. 

“It is not my purposes or desire to 
urge punitive punishment or any over 
rigorous of prosecution, but it is sug- 
gested that any trend to condoning of 
such crimes can only lead to increases.” 

Mr. Fields closed with a plea that 
more attention be given to preventive 
and safeguard measures which, hereto- 
fore, were considered important only in 
connection with cash, checks and securi- 
ties. He declared: “It is now as impor- 
tant to safeguard merchandise as it is 


Accident Policies 
Will Build Loyalty 


F. V. McCULLOUGH DECLARE; 
Addresses AMA Meet; Cites Value of 


Coverage as Managerial Morale 
Factor 


Comprehensive accident insurance {o; 
key executives is a good way to build 
loyalty where it counts, Frank V. Me. 
Cullough, assistant vice president, Con. 
tinental Casualty Co., suggested, October 
27, in an address to the American Man. 
agement Association’s fall insurance 
conference at the Palmer House, Chi. 
cago. He spoke to corporate insurance 
managers attending the three-day meet. 
ing sponsored by the management edu- 
cational association. 

“What is the extent of the company’s 
obligation to an executive?” the speaker 
asked. “You'll probably agree that there 
is no legal liability beyond the laws of 
workmen’s compensation. But there js 
the matter of competition. How impor. 
tant is the program of accident insur. 
ance for executive employes which is , 
part of your competitors’ employe bene. 
fits? Are there moral obligations?” lf 
an executive is killed on company busi- 
ness, “wouldn’t it seem that there js 
some obligation to the family of the 
deceased ? 


Boost for Managerial Morale 


“That cozy feeling of security that 
comes from a considerable estate already 
in the bank should anything happen” js 
a boost for managerial morale, Mr, Mc- 
Cullough pointed out. “If your boss gave 
you an extra $6 or so a month, you 
wouldn’t exactly jump for joy; but if 
he told you that he was insuring you— 
with your wife as the beneficiary—for 
$100,000, you would be convinced that 
you're on the team and that you belong 
Your executives in the top income brack- 
ets wouldn’t be impressed with a $12-a- 
month gift—Uncle Sam takes a lion's 
share—but $200,000 to his family if any- 
thing happens will make him feel mighty 
good. Corporations will spend millions 
to recruit and develop executive man- 
power for 1970, 1960, or next year, and 
miss an opportunity to spend pennies to 
demonstrate to their own executives that 
they, too, are on the team.” 


Extensive Accident Insurance 


One firm, Mr. McCullough reported, 
has insured all its officers and employes 
earning more than $6,500 annually 
against any accident anywhere in the 
world at any time, whether the result of 
travel, work, or recreation. The indem- 
nity, payable to a beneficiary named by 
the insured, is four times the annual 
salary, subject to a maximum limit of 

b] 

Of course, the speaker conceded, it is 
possible to settle for an executive acci- 
dent policy with more restricted cover- 
age—at a lower premium—but “realize 
what you are doing.” He quoted one in- 
surance manager as follows, “I can’t see 
a man leap into his car, drive 85 miles 
an hour over a super-highway to an 
air port to catch a plane, and then, once 
aboard, feel satisfied because he’s in- 
sured for the two-hour flight which is 
far safer—much less hazardous than the 
chances he took without thinking on his 
way to the airport.” A fatal accident on 
highway or golf course is just as much 
of a loss to family and company as one 
resulting from a plane crash. 


a — 





the bank account. . . . Frequently over 
looked as a source of substantial losses 
is the waste material. If scrap has 4 
resale value, and in most cases it does, 
a control account should be set up with 
a responsible employe in charge... - 

most cases losses of such materials art 
made possible by lack of proper control 


over the operations of receiving, delivery 
and inventory....” 
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Le JACKSON NAM NAMED MANAGER 


of Hartford A. & & I's s Buffalo, N. Y., 
Office; Suceeds Late Augustus 
T. 


Dow 

Jackson has been promoted to 
manager of the Hartford Accident & 
Indemnity Co.’s Buffalo N. Y. office, Vice 
President Frank C. McVicar announced. 
\r. Jackson, who will assume his new 
duties November 1, succeeds the late 
Augustus Y. Dow. 

Assistant manager of the company’s 
pittsburgh office for the past year, Mr. 
Jackson has been with the Hartford Ac- 
cident since 1934 when he joined the 
staff as a casualty underwriter in Pitts- 
burgh, He later served as special agent 
+ Altoona. Pa., and superintendent of 
the casualty and agency departments at 
Pittsburgh, before promotion to 
assistant manager in 1954. 

A World War II veteran of four years 
of Army service, he was graduated from 
Pennsylvania State College. Before en- 
tering the insurance business he was 
engaged for a time in professional base- 
ball, Active in Boy Scout and Little Lea- 
owe Baseball work, Mr. Jackson also is a 
member of the Insurance Federation of 
Pennsylvania and the Pittsburgh Insur- 
ance Club, the National Rifle Association 
and the American Legion. 


BC. 


his 


Vaughan Elected National 
Safety Council Director 


Donald G. Vaughan, secretary of the 
Aetna Casualty Surety Co., was elected 
vice president for industry and a director 
of the National Safety Council at the 
council’s recent annual meeting in Chi- 
cago. 
Mr. 


uality’s 


who heads Aetna Cas- 
safety engineering department, 
was also elected as chairman of the 
industrial conference of the National 
Safety Conference. 

He is chairman of the Greater Hart- 
ford ‘Citizens Traffic Safety Committee 
and a past president of the Connecticut 
Valley chapter of the American Society 


Vaughan, 


of Safety engineers. He also serves on 
a number of industry-wide safety com- 
mittees. 





Risk Management Panel 


(Continued from Page 38) 


some of the more important factors in 
the application of the corporate insur- 
ance policy and who has the responsi- 
bility for them in our company: 

“1. Determination of the kinds and 
magnitude of insurable risks to which 
the corporation is exposed. 
“2. Knowing the insurance contract 
forms, insurance companies, brokers and 
agents best fitted for insuring the cor- 
poration’s risks. 

‘3. Negotiating and purchasing insur- 
ance coverage. 

‘4. Determination of which _ risks 
should be entirely or partially assumed 
and which should be insured. 

> Loss prevention. 

‘6. \djustment of claims. 

7. Negotiating and purchasing insur- 
ance coverage for employe Group insur- 
ance plans and pensions. 

“8. Records and reports.” 

Mr. Greenley concluded: “In the 
More important matters such as chang- 
Inga risk from a completely purchased 
Msurance status to self-insurance or 
vice versa, or changing brokers, mate- 
rally increasing limits of coverage, etc., 
the insurance manager brings his_rec- 
ommendations to the attention of his 
'mmediate superior—not necessarily for 
his approval, but to keep him informed 
of my plans and to obtain his views 
which in some cases may reveal that I 
may not have given consideration to 
— important factors outside of the 
trictly insurance phase of the problem 
in reaching my conclusion.” 


WM. T. WRIGHT PROMOTED 





Guarantee Co. of No. America Elevates 
Him to Associate Mgr. in U. S. Re- 
insurance Office in N. Y. 


The Guarantee Co. of North America 


has promoted William T. Wright to 
the post of associate manager in its 
United States reinsurance office at 30 


Broad Street, New York. 

Mr. Wright served at the company’s 
home office in Montreal from 1937 to 
1950. Prior to that time he was in the 
Montreal office of the United States 
F. & G. as superintendent of its surety 
department. 


In 1940 he enlisted in the 17th Duke 
of York’s Royal Canadian Hussars, 
transferring in 1941 to the Royal Cana- 
dian Air Force. He obtained his dis- 
charge from the service in 1945. 





COS. JOINTLY LEASE SPACE 

Manufacturers Casualty Insurance Co., 
the Pacific National Fire and the Para- 
mount Fire have jointly leased office 
space in the Mall Building, now being 
erected in Philadelphia. The building is 
scheduled to open in the spring of 1956. 


American Mutual Alliance 


(Continued from Page 35) 


the subject. They are: A. L. Papenfuss, 
Wausau, vice president, Employers Mu- 
tuals; M. B. Weber, Chicago, vice presi- 
dent, Lumbermens Mutual Casualty Co.; 
and W. Yount, Boston, vice presi- 
dent, Liberty Mutual Insurance Co. 

The business outlook, both generally 
and in relation to insurance and finan- 
cial organizations, will be surveyed by 
Henry H. Heimann, New York City, 
executive vice president of the National 
Association of Credit Men. 

Problem areas in insurance office man- 
agement and in personnel will be sur- 
veyed at the afternoon session. T. A. 
Duckworth, Wausau, Wisc., Ae ag 
manager Employers Mutuz ils; and M. 
Hughey, Chicago, second vice sale io 
Lumbermer:s Mutual Casu: ulty Co., will 
be the speakers. 

Reinsurance under present world con- 
ditions will be discussed by J. R. Kitch, 
Chicago, president Security Mutual 
Casualty Co., an organization active ir 
this field. 

Package 
topic which 
tion at recent 


policies for homeowners, a 
has received much atten- 
mutual insurance meet- 


New Post 


(Continued from Page 35) 


T. C. Andrews’ 


sure there’s any moral reason why I 
shouldn’t interest myself in the case, but 
I don’t intend to have anything to do 
with it. 

“Tf I thought there was any conflict 
of interest I wouldn’t have taken the 
Richmond job. There is nothing | could 


do to influence the case anyway.” 


ings, will be the subject of a panel pres 


entation which will close the open ses- 
sion. It will be headed by F. K. Young, 
Owatonna, Minn., executive vice presi- 
dent Federated Mutual Implement and 
Hardware Insurance Co. Other panel 
members will be: J. P. Gibson, Chicago, 
president American Mutual Reinsurance 


assistant 
Bureau; 
ago, vice 


Mu 


Co.; D. T. Hawkins, Chicago, 
manager Mutual Loss Research 
and T. L. Osborn, Jr., Chie 
president, American Manufacturers 
tual Insurance Co. 

Final day of the meeting, November 
2, will be devoted to an executive session, 
at which officers of the American Mu 
tual Alliance for the coming vear will 
be elected. 








UN. 4 


1400 


A real eye-opener 


“For a number of years now I haven’t written too 
much life insurance,” says Harry H. McFarlin (right ) 
of Riverdale, Maryland, Executive Vice President 
of the Maryland Association of Insurance Agents, 
(shown here with Dale A. Jackson, Manager of 
Prudential’s Potomac Agency, Washington, D. C.) 


“T was flying blind until I learned about 





easier for me. 
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I want to know more about Prudential’s BROKERAGE SERVICE 
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LIFE INSURANCE ad ANNUITIES 





INSURANCE 
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SICKNESS & ACCIDENT PROTECTION ® 





AMER 


Prudential’s brokerage service .. . 


TO: BROKERAGE SERVICE ¢ THE PRUDENTIAL, NEWARK 1, N. J. 


and how it will make 


THE PRUDENTIAL 


GROUP INSURANCE e 


how I could 


substantially increase my income and at the same 
time render my clients invaluable service. 

“This exceptional service has helped me 

make a lot of new contacts, strengthen old ones... 
and even with all the help from Prudential, 

I still get the fud/ commission.” 
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VALUABLE PAPERS COVERAGE 


Illustrated by American Surety Folder 
for Agents; Red Acetate Strip a 
Unique Feature 

3y using the color-elminating proper- 
ties of red acetate, American Surety Co., 
in a folder for business men, points out 
the exact and unique coverage of valu- 
able papers insurance. Especially pre- 
pared for distribution to agents, the 
illustrated folder, with the red acetate 
strip in place; emphasizes the usually 
overlooked fact that fire insurance pays 
only for the physical replacement of 
records and ledgers themselves. 
Lifting the acetate flap, the reader 
learns that valuable papers insurance 
pays for the cost of actually restoring 
what was written, typed or printed in 
the destroyed, damaged or lost vital busi- 
ness records, without which most busi- 
nesses cannot resume operations. 
American Surety also notes on the 
back of the folder that a “companion” 
protection is available to ‘business—ac- 
counts receivable insurance. This type of 
insurance coverage pays all sums that 
cannot be collected from customers be- 
cause accounts receivable records have 
been destroyed, damaged or lost. 
Distribution of the novel folder to its 
agents throughout the country is cur- 
rently being handled through branch of- 


fices of American Surety. 


COMPREHENSIVE LIAB. COVER 


Personal And Farmers’ Personal Ins. 
Now Written For 6 Mos. Period 
At Half Annual Prem. 

The Mutual Insurance Rating Bureau 
has announced that comprehensive per- 
sonal and farmers’ comprehensive per 
sonal liability insurance may now be 
written for six months’ periods at 50% of 
the annual premium provided these cov- 
erages are written in combination with 
an automobile liability policy written for 
a specified period of six months. 

Comprehensive personal and farmers’ 
comprehensive personal liability insur 
ance may be written in combination with 
an automobile liability policy either by 
means of an endorsement or by means of 
a combination policy form which incor- 
porates both form of coverage. 

The new rules are effective October 26 
in 38 states where the Mutual Bureau is 
licensed and are pending in three add- 
itional states. 


Boate Elected New Chairman 

Thomas N. Boate, manager of the 
accident prevention department of the 
Association of Casualty & Surety Com- 
panies, was elected chairman of the Na- 
tional Safety Council’s traffic and trans 
portation conference at its recent annual 
meeting in Chicago. 

In accepting the position, Mr. Boate 
proposed that all motorists and auto 
mobile owners in the nation be urged to 
support the work of the National Safety 


Council through individual annual mem- 
bership in that organization 
“It is hopeless to expect,” Mr. Boate 


said, “that the traffic and transportation 
department can even begin to meet its 
‘ and assume its logical role of 
leadership in transportation safety while 
solely dependent upon grants of 
funds from business and industry and 
from other conferences of the Council 
It is time we faced up to this problem, 
vith a strong appeal to the automobile 
owners and licensed drivers of the na- 
tion to become members of the Coun- 
cil at a fee to be decided upon.” 


yoals 


it is 


Washington Labor Federation 
Backs New Insurance Co. 


The Washington State Federation of 
Labor (AFL) has applied for permission 
to sell stock to finance a $2,000,000 in 
surance company, according to William 
J. Sullivan, Washington Insurance Com 
missioner. 

The application is for 200,000 shares. 
Indications are “that everything is in 
order” and the permit will be issued, 
the Commissioner. 


according to 


CASUALTY ACCOUNT EXECUTIVE 


Stanley L. Wallace Joins Johnson & 
Higgins; Son of Late Lewis 
A. Wallace 

Stanley L. Wallace has joined John- 
son & Higgins, international insurance 
brokers, aS an account executive in the 
casualty department. 

A graduate of Princeton, Mr. Wallace 
joined the Atlantic Mutual Insurance Co. 
in 1938 and continued there until 1946. 
He served in the Navy during World 
War II. 

He left the Atlantic Companies in 
1946 to join Delaney & Kipp, insurance 
brokers in New York City, as an ac- 
count executive and a year later took 
over the brokerage firm of J. C. Am- 
mermuller, Inc. reincorporating it under 
his own name. ; 

Mr. Wallace is the son of the late 
Lewis A. Wallace, who had been a di- 
rector of Johnson & Higgins from 1927 
until his retirement in 1940. 

He is a member of the 
governors and chairman of the finance 
committee of the Greenwich (Conn.) 
Country Club. He is als> a member of 
the Union Club of New York, Pinehurst 
(N.C.) Country Club, Colonial Club 
(Princeton, N.J.), John St. Club and 


the Holland Lodge No. 8 F.& AM. 


board of 





Yourtee Named by Fire Assn. 


John H. Yourtee has been appointed 
manager of the casualty department of 
the northern New Jersey service office 
of the Fire Association Companies at 
Montclair, N. J. He is now under the 
direction of Joseph G. Junior, resident 
manager. 

Mr. Yourtee has been with the Group 
since September, 1945. His experience 
embraces automobile claim work and for 
the past five years, he has been super- 
intendent of underwriting of the auto- 
mobile department at the head office. 
He is a CPCU. 


SEEK PERMIT FOR STOCK SALE 


Professional Indemnity, Members Ins. 
Co. Apply for Calif. Permit for Par 
Value Stock Issue 

Professional Indemnity Insurance Co., 
Los Angeles, being organized, has filed 
application with the Department of In- 
surance for a permit to issue and sell 
20,000 shares of its $100 par value stock 
at a price of $225 per share. 

Members Insurance Co., San Fran- 
cisco, has applied to the Insurance De- 
partment for a permit to sell 250,000 
shares of its $5 par value stock for a 
price of $12.50 per share. The sale of 
stock is to be made through the Mem- 
bers Insurance Agency, a corporation, to 
the public and also to California Credit 
Unions as an investment of their funds. 

The company, if and when granted a 
certificate of authority, plans to transact 
automobile insurance initially, and ulti- 
mately to transact 16 of the classes of 
insurance specified under the Insurance 
Code. i 

Officers of the new company are: Presi- 
dent, Robert E. Wood, San Francisco; 
vice president, William L. Sims, Oak- 
land, Calif., treasurer, Harry L. Rodney, 
San Francisco; secretary, Charles L. 
Smith, Orinda, California. The officers 
and Jean A. Pinto, Jean Sims and 
Emerald Smith constitute the board of 
directors. 





New Surety Assn. Member 


The Royal Exchange Assurance, New 
York, has been elected to membershin 
in the Surety Association of America 
by the association’s executive committee. 

Another member ofthe Royal Ex- 
change Group, the Car & General In- 
surance Corp., Ltd., is also a member 
of the association, which now has a 
record membership of 76 capital stock 
companies engaged in fidelity, forgery 
and surety bond underwriting. 
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COMMENDS GOV. HARRIMAN 


Karl Wehinger Endorses Move to p 
vide Gainful Employment for Older” 
Workers in New York State 

Karl M. Wehinger, well known insur. 
ance personnel specialist of New York 
City, has written a letter to Governor 
Averell Harriman of New York State 
commending him for his personal inter. 
est—and that of State Senator Desmonj 
—in the gainful employment of olde; 
workers in business and industry, 

In his capacity as president of the 
Commercial Placement Council of Ney 
York, the country’s largest local trade 
association of licensed and bonded em. 
ployment agencies of private enterprise 
Mr. Wehinger advised the Governor oj 
the attitude of its membership, He 
pointed out: 

“... we have practiced both in prin 
and by word of mouth the philosophy oj 
giving older workers of competence ay 
opportunity. We have also subscribed to 
the age-old philosophy of Henry Ford | 
who so truthfully said that, if we were 
to take all of the experience and judg- 
ment of men over 50 out of the world, 
there would not be enough left to run it 
Henry Ford’s success did not begin unti 
he was over 40 years of age.” 

Mr. Wehinger then brought out: “We 
realize and appreciate the capabilities. of 
our younger folks but there are no; 
enough of them with qualifications te- 
quired to fill the current need. Further- 
more, most of the older workers can he 
used with profit to both the employer 
and themselves. Moreover, usually such 
reliable, mature personnel will waive 
company pensions, Group insurance, ete.” 

In closing his letter Mr. Wehinger 
congratulated Governor Harriman and 
all of his associates “in your efforts to 
show the way to those employers who 
have not yet found the advantages of 
hiring the older workers in places whére 
they can be used, and are needed. After 
all, they are not being hired to break 
the world’s record in the 100-yard dash 
nor to perform the physical feats of 
Atlas.” 





Aetna Opens Cincinnati 
Casualty Service Office 


A casualty service office at Cincin- 
nati, Ohio, to provide more effective 
service for casualty agents of the Aetna 
Insurance Group in southern Ohio and 
Kentucky was recently opened. The an- 
nouncement was made by Rush W. 
Carter, vice president and manager of 
the western department. bis ; 

The office is under the supervision oi 
Thomas A. Ainley, who was transferred 
from the western department headquar- 
ters at Park Ridge, IIl., to be manager 
of the new casualty department. Mr. 
Ainley has been a casualty field mana- 
ger for the Group’s western department 
for the past five years, serving on special 
assignments throughout the Midwestern 
states. 

A native of Perry, Iowa, he is a grad- 
uate of the University of Iowa and of 
the University’s Law School. 





Transport Indemnity Seeks 
Permit for Stock Issue 


Transport Indemnity Co., Los Angeles, 
has made application to the California 
Department of Insurance for a permit 
issue not to exceed 5,061 shares of Its 
common stock of $10 par value to policy- 
holders and subscribers to the Transport 
Indemnity Exchange, of record as o 
February 1, 1955, in exchange tor their 
equities in the Exchange, as may be es 
tablished. ; , 

The company has an authorized cap! 
tal of $2,000,000, of which, as of Decem- 
ber 31, 1954, $803,160 had been paid in. 
As of the same date its assets stood at 
$10,007,224. S. A. Simpson is president 
of the company; George E. Fiore, & 
ecutive vice president; Robert W. 
Stevenson, vice president and secretary, 
William Sundahl, treasurer, and A. 
Provis, assistant secretary-treasurer. 
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Did you ever hire a lemon? 


People aren’t lemons... when you hire them. But things can change. 
Circumstances often put pressure on a man. He can go sour... and, 
employee dishonesty can squeeze you right out of business. 
Protect your business before trouble comes. It’s easier to be safe than sorry. 
Call your Maryland agent or broker today. Cover every employee fully, 
with a blanket Maryland Fidelity Bond. 
It’s an investment in guaranteed honesty ... your best policy. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


All forms of Casualty Insurance, Fidelity and Surety Bonds, Fire and Marine Insurance, for business, industry and the home 





Another striking advertisement designed to help Maryland agents and brokers 
sell more Maryland Fidelity Bonds. 
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Normoyle Cites Me 
For Publicity Writer 


ALLSTATE’S P. >. OR. COPY CHIEF 


Says Effective Publicity Must Be Writ- 
ten from Viewpoint of Media 
to Which Directed 





In an address before a recent meeting 
of Allstate Insurance Co.’s midwest zone 
public relations managers, John L. Nor- 
moyle, copy chief of the company’s pub- 
lic relations department, told his audience 
that a publicity writer can fulfill his 
function as spokesman for a business or 
industry only when he has learned to 
view his publicity through the eyes of 
those outside the industry. He main- 
tained that if publicity copy is to see 
print, it must be written from the view- 
point of the editors to which it is 
directed. 

Speaking on a program attended by 
public relations representatives of the 
company’s five midwestern branch offices, 
Mr. Normoyle said that the viewpoint 
of many publicists becomes so closely 
identified with company interests that 
their ability to judge the news value 
of their releases is impaired, It is essen- 
tial, he said, that publicity copy be writ- 
ten in the same manner that an editor 
prepares his news copy. 

Must Conform to Requirements 

“Publicity copy is editorial copy and 
must conform to the requirements of 
that classification,” the speaker contin- 
ued. “It is offered ... to the newspaper 
as a service to the reader, and must pay 
for the space it occupies by presenting 
material of an informative or enter- 
taining nature that interests him.” 

Publicity men should view a company 
activity with the objective of answering 
the question, “Whom does this company 
activity affect directly?”, according to 
Mr. Normoyle. This he described as the 
first step in seeing that the story sees 
print. 

By determining who will make up the 
group affected by a company action, Mr. 
Normoyle explained, the publicity man 
finds the audience for his news story 
and can then slant his release accord- 
ingly 

He pointed out that once the audience, 
and thus the news slant, is determined 
by a publicity man, he should write his 
story as an editor would want to see it 
written, eliminating blatant sales mes- 
sages and other “plugs.” In this way, he 
said, publicity fulfills its duty as a service 
i a and stands a better chance of 
seeing public print. 


Supt. Leggett of Missouri 
Considering Comp. Reduction 


C. Lawrence Leggett, Superintendent 
f the Missouri Division of Insurance, 
has under advisement the filing of new 
rates for workmen’s compensation in- 
surance in Missouri made recently 
by the National Council on Coimpensa 
tion Insurance and proposing an overall 
increase in rates of 6.3%, appticable to 
new and renewal business, effective on 
November 1, 1955. 

Outstanding policies expiring on or be- 
fore December 1, 1955, will not be vaf 
fected by any new rates that Superin 
tendent Leggett may approve. Outstand- 
ing policies expiring after December 1, 
1055, would be increased as of Novem 
ber 1, 1955, by the new rate until their 
expiration. 


Opens N. Y. Territorial Office 


The Saint Paul-Mercury Indemnity 
Co. has established a territorial office at 
90 John Street in New York for the 
service and development of its bond 
business. 

\. G. Podlesney, manager of the bond 
department for the eastern department, 
will have complete supervision of this 
service office for New York, Pennsyl- 
vania, Delaware, Maryland, the District 
of Columbia and Virginia. 











Now...it’s quick and easy 
to untie the knotty problems of 
writing large risks with... 


RERUN 
RANG 


Retrospective rating, as developed and applied 
by Continental, gives you sales and service advantages 
not commonly enjoyed by all producers. 





For instance: 
@ Comp. and third-party liability plans tailor- 
made to requirements of individual risks, plus 
extreme flexibility in sales, underwriting and 
service facilities. 
@ Large risks... long haul trucking or fleet, workmen’s com- 
pensation, public liability . . . may be written on an individual or 
consolidated plan of coverages. 
@ Risks not otherwise qualified for rating may be eligible on a 
3-year accumulative basis . . . or by inclusion of physical damage 
and cargo on a gross receipts or mileage basis. 
@ Problem lines and other hard-to-place coverages are eligible 
for rating plans. 
@ Fast quotes, frequently by telephone, and often same day 
service where complete details are furnished. 
@ Effective, available engineering service. 
@ Experienced, effective personal assistance by specialists who 
are available to you at any time. 
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Find out why and how Continental's ext flexi- 
bility, capacity and cooperation simplify your 
problems, give you and 
help you build bigger volume, bigger po Hn 
in this profitable field. 

Ask for copy of, “Growth Through Leader- 
ship", and open up a whole new range of 
sales possibilities in ALL lines! Address 
Dept. 313. 








Continental 
CASUALTY COMPANY 


310 S. MICHIGAN AVE. « CHICAGO 4, ILL 


ASSOCIATED COMPANIES: 
Continental Assurance Company « Transportation Insurance Company 
United States Life Insurance Company 


‘America’s Department Store of Insurance” 








Urge Employment of 
Physically Handicapped 


THROUGH PROPER PLACEMENT 


John V. Grimaldi of Assn. of C. & 5 
Cos. Cites Capital Stock Casualty 


Companies’ Interest 


John V. Grimaldi of the Association 
of Casualty & Surety Companies has 
declared that capital stock casualty in. 
surance companies have long been active 
in urging the employment, through 
proper placement, of handicapped work. 
ers. Mr Grimaldi who is assistant man- 
ager of the association’s accident pre- 
vention department lent his support to 
current efforts by the President’s Com- 
mittee on Employment of the Physic ally 
Handicapped to encourage the hiring of 
handicapped workers. 

“Over the years,” Mr. Grimaldi re- 
norted, “this association, together with 
its member companies and other casu- 
alty insurors, have distributed several 
million copies of materials designed to 
encourage the proper employment of 
handicapped workers. These have done 
much to dispel the false notions that em- 
ployers will be penalized through higher 
insurance rates for hiring handicapped 
workers. 


Previous Misunderstanding 


“There has previously been much mis- 
understanding on this point. The time 
seems right to restate definitely that 
there is no provision in any insurance 
policy to penalize, or to increase the in- 
surance rates, of any employer who uses 
handicapped workers in properly se- 
lected jobs. Actually, our research has 
shown that when so placed, these work- 
ers generally will equal or surpass the 
production and safety records of able- 
bodied workers. 

“There may be cases from time to 
time where employers refuse to hire the 
disabled because of an honest lack of 
knowledge about the situation, but for 
the most part the ‘increased rates’ argu- 
ment is used today to excuse some few 
employers’ prejudices.” 

Mr. Grimaldi hailed the National Em- 
ploy the Physically. Handicapped Week, 
recently held, as “deserving of coop- 
eration.” He added that every time an 
injured worker is returned to gainful 
employment the nation regains needed 
manpower, the worker regains confi- 
dence and belief in himself and the eco- 
nomic drain on the public and _ private 
resources needed to support incapaci- 
tated workers is eased. 

He concluded, “It is to be hoped that 
National Employ the Physically Handi- 
capped Week will encourage employers 
to place physically handicapped workers 
in jobs w here oad can demonstrate their 
capabilities. 





AMA Moving New York 
Offices to Astor Hotel 


The American Management Associa- 
tion will move its administrative head- 
quarters from 330 West 42nd Street in 
New York City to the Sheraton Astor 
Hotel at Times Square. Starting No- 
vember 1, the group’s official address 
will be 1515 Broadway, Times Square, 
New York 30. 

The association will use the first and 
tenth floors and part of the ninth floor 
of the Sheraton-Astor for its new quar- 
ters. In addition to providing enlarged 
office space for AMA’s expanding edu- 
cational activities and services, the new 
facilities will include meeting rooms for 
its courses and small-group seminars. 





SYMPATHY FOR C. SPAULDING 

Sympathy is expressed to Claude Ts 
Spaulding, vice president of Aetna Casu- 
alty & Surety in New York City, in the 
death recently of Mrs. Ruth Spauld- 
ing at their home, 36 Elmwood Place, 
Short Hills, N. J. She is survived by 
her husband and two daughters, B: arbara 
and Janet. 
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Conference Underwriting Forum Hears 


Discussions on Vital A. & H. Problems 


Held at Louisville, Ky., October 24-25; Panel on New Develop- 
ments in Substandard Underwriting and Case Clinic for 
Lay Underwriters Among Important Features 


The ninth annual underwriting forum 
of the Health & Accident Underwriters 
Conference brought over 200 under- 
writers, medical directors and_ hospital 
insurance specialists to Louisville, Ky., 
October 24-25. Conference Managing 
Director John P. Hanna and Underwrit- 
ing Committee Chairman E. B. Forsythe, 
Illinois Mutual Casualty, extended the 
welcome to the insurancemen. Reports 
were made on the revision of three Con- 
ference publications. 

A. Hansen, Mutual of Omaha, 
present ted a draft of the new edition of 
the underwriting report. He is head of 
a subcommittee that has reworked the 
1949 edition. An index has been added 
and underwriting action has been re- 
vised. Publication is tentatively slated for 
December. 

Occupational Classification Report 


J. T. Helverson, Washington National, 
reported that more than 140 companies 
are now using the occupational classifica- 
tion report put out by the Conference 
two years ago. Mr. Helverson polled 
companies earlier this year for sugges- 
tions on revision. “No major changes 
were requested by the companies that 
responded to the questionnaire.” 

The agent’s underwriting handbook 
has also been revised, according to R. L 
Davis, American General Life. A final 
draft is now ready and publication is 
tentatively set for December. 

Another Conference committee has 
been working on the development of 
material on substandard risks. J. M. 
Wickman, Mutual Life of New York, 
said that when the report is completed it 
will suggest a company adopt standard 
nomenclature as a basis for the develop- 
ment of an underwriting manual for its 
own use. Impairments will be listed by 
code number. In this manner, expe- 
rience can be collected that will en- 
courage liberalization of underwriting 
throughout the industry. 

A special guest speaker, Colonel Reuel 
C. Stratton, Travelers, discussed the 
“History of Underwriting in Nuclear 
Energy Plants.” He cited AEC accident 

statistics and outlined special underwrit- 
ing problems. The second portion of 
Monday’s program was under the direc- 


tion of E. J. Rogers, Sec curity Mutual 
Life, 

_Carl Songer, general agent, Wash- 
ington National, filled a_ traditional 


speaking assignment with a commentary 
on underwriting attitudes of fieldmen. 
“l believe underwriters, not salesmen 
should teach underwriting ” Supervisors 
should watch for signs of difficulties de- 
velopi ng between “home office under- 
Writers and the field. If this develops, 
field sade should be assigned to the 
home office as observers and home office 
staffers should similarly be exposed to 
the fiek R 

Following Mr. Songer was a panel on 
new developments in substandard under- 


eng The objective was to bring out 
what companies are actually doing in 
this field. 


Fred T. McCann, Continental Casualty, 
said he had discovered a reluctance on 
the part of his company’s agents to sub- 
mit substandard business. “The agents 
and field forces must go through a pe- 
riod of re-education. We as underwriters 





have been discouraging this type busi- 
ness for many years. Now, we have had 
a complete reversal in our a.utude aud 
it 1s our job to institute an educational 
program tor both our agents and the 
public at large. 

“Any company entering the field of 
substandard underwriting must realize 
that it will take at least five years’ ex- 
perience and a considerable volume ot 
this type business in all the impaired 
categories before any experience can be 
accumulated and analyzed to determine 
whether or not the problem has been 
approached correctly. It is possibie after 
this experience is tabulated, the results 
may change our thinking in our so-called 
‘standard’ underwriting.” 

According to E. F. Brewer, Republic 
National Life, his company started ac- 
cepting diabetics at standard hospital 
and surgical rates in cases where a com- 
plete lite insurance work-up had been 
done. This was in 1947, “Aiter ap- 
proximately three years of accepting 
hospital and surgical on diabetics, we 
felt that in view of the rather excellent 
experience we had, we could offer com- 
mercial A. & H. coverage for a inaximum 
of $100 per month, not to exceed 12 
months. Again, we did not ask an extra 
premium because of the impairment. 

“In 1952, we extended our acceptance 
of a few so-called substandard A. & A. 
cases, such as cases presenting past 
history of mild gallstone attacks, accute 
kidney situations and others. In these 
particular cases we increased our pre- 
miums from 25 to 50% and were careful 
to stay within limited coverages, gen- 
erally not more than 12 months.” 


Special Risk Program 


Arthur J. Kern, Inter-Ocean, described 
his company’s special risk program. With 
Inter-Ocean, a physically impaired per- 
son insured with the company for at 
least two years will not be nonrenewed 
if the sole reason for nonrenewal is im- 
pairment. Policyholders who were for- 
merly nonrenewed because of physical 
impairment, are now transferred to a 
special risk pool and their insurance 
continued—policies up to $00 monthly 
indemnity, and $15 daily room rate. . 
nine-month recurrence of disability 
clause and a deductible are added to the 
contract. Special risk pool cases are 
transferred out of the agent’s account 
and he gets no further commissions on 
this business. 

Six hundred and seventy-six policy- 
holders have been continued who might 
have otherwise been nonrenewed. Ex- 
perience has been favorable and_ the 


agents feel the program builds their 
prestige. , ; 
Winding up this panel, Stan Miller, 


Employers Reinsurance, reported on ac- 
complishments of the subcommittee on 
substandard risks of Task Force 3 of 
the Joint Committee on Health Insur- 
ance. This all-industry subcommittee has 
set out to find out if there are inade- 
quacies existing in private insurance 
substandard facilities. If there are, the 
committee aims to single them out and 
encourage compe unies to eliminate them. 

Dr. Proctor Waldo, Washington Na- 


tional, discussed underwriting of back 
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Bureau Opposes New Calif. Rulings 





On Group And Blanket Disability 


Accident & Health 
Underwriters, in a statement presented 
at a Bros hearing held recently by 
the California Insurance Department 
on new rulings contemplated for Group 
and blanket disability insurance, ex- 
pressed dissatisfaction with eight sub- 
sections of the contemplated rulings that 
deal with time limit on certain defenses; 


The Bureau of 


grace period; proration of benefits; can- 
cellation; and option: al uniform provis- 
ions, A Parker Wraith, counse!, Occi- 


dental Life of California, represented the 
Bureau at the hearing. 

The proposed new rules drafted by the 
Commissioner’s committe? in line with 
the amendment to the Insurance Code 
passed by the 1953 session of the Calif- 
ornian legislature are a comprehensive 
set of regulations governing the policy 
provisions of Group and blanket disabil- 
ity insurance and the unemployment 
compensation disability (UCD) 

Objections To Rulings 

Acknowledging receipt of Commis- 
sioner McConnell’s letter of notice of 
Sept. 13, 1955, to all insurers admitted to 
transact disability insurance business in 
California and offering its comments for 

-arnest consideration, the Bureau state- 


ment, listed in detail its objections to the 
proposed rulings, as follows: 


“Section 2232.7 — Paragraph 7 should 
be stricken of all references to any “Time 
Limit on Certain Defenses’ provision or 
any provision having the effect of an in- 
contestable clause. This is for purposes 


of consistency with the amendments sug-. 


gested for Section 2232.18 herein. 


“Section 2232.18 — The ‘Time Limit on 
Certain Defenses’ ne of Section 
10350.2 of the Insurance Code has de- 
veloped out of the recognition of the 
practice in individual A. & H. under- 
writing of relying principally upon the 
statements of the insured individual as 
the basis for acceptance or rejection of 
an individual risk, There is no analogy 
to this practice in the Group A. & H. 
insurance field. This point is made with 
the recognition that in a very rare in- 
stance an individual employe who has 
not elected to be enrolled under his em- 
ployer’s Group contract during the nor- 
mal eligibility period may subsequently 
be enrolled, generally upon furnishing a 
statement of insurability, but these cases 
are seldom, if ever, handled in a similar 
manner to the statements made under an 
application for an individual accident and 
health policy in settlement of a claim. 

“The fact that more than 40 jurisdict- 
tions have enacted versions of the 1950 
Uniform Accident & Sickness Policy 
Provisions Law and have not attempted 
to apply the ‘Time Limit on Certain De- 
fenses’ provision to Group A. & H. in- 
surance offers ample evidence of the 
inapplicability of such provision to Group 

& H. insurance. 


31 Day Grace Period 
“Section 2232.19 — ‘Grace Period’ 


The provision should be amended so 
that the period of grace is not rigidly 
established at 31 days. The ‘grace period’ 
provision applicable to individual A, &H 
policies as set forth in Section 10350.3 of 
the Insurance Code gives the company 
the right to insert a period of 7 days for 
weekly premium policies, 10 days for 
monthly premium policies and 31 days 
for all other — ora a substantial 
segment of the Group A. & H. business 
is written on a monthly premium basis, 
it would seem desirable that the com 
panies be given the option of using 
either 10 days or 31 days, consistent with 
the individual A. & H. grace period pro- 
vision. 

“This section has also been changed 
considerably from the language of the 
corresponding new Accident & Sickness 
Policy Provisions Law section in another 
respect in which it also differs from the 
draft which the industry committee in 


California discussed with the Department 
over a year ago. This is the elimination 
of the words ‘unless the insurer or the 
employer shall have given to the other 
party written n tice of election to term- 
inate the policy in accordance with its 
terms’. We respectfully suggest that the 
tentative promulgation misses the point 


in eliminating the above quoted lan- 
guage. 
“It the policyholder himself has de- 


cided to terminate the policy why should 
the insurance company be under an ob- 
ligation to provide any grace period 
whatsoever? The grace period is de- 
signed to prevent automatic lapsations. 
Our companies feel that they can con- 
sent to a longer than five davs’ notice 
before the company can cut off a grace 
period, but cannot agree to being saddled 
with a mandatory grace period which 
applies even in circumstances in which 
the insured has sacle’ his intention 
of discontinuing the coverage and from 
which insured further payment may be 
difficult, if not impossible, of collection. 


Substitution of Terms 


“We also request the deletion of the 
word ‘accruing’ and the use in its stead 
of the two words ‘falling due’. These are 
the words of the corresponding provision 
for individual policies. No reason is sug- 
gested for changing them and the possi- 
bility of ambiguity if interpretation is 
presented by the change. If the intent 
was to make a distinction between pre- 
miums ‘falling due’ under the contract 
and accruing’ by operation of law as a 
result of the accompayinig new instruct- 
ions to this section as tentatively set 
forth, we feel the distinction is unnecess- 
ary and the language potentially harmful. 


“Section 2232.33—‘Other Insurance in 
This Insurer’ and, Section 2232.34—‘In- 
surance with Other Insurers’—On June 
28, 1954 the Bureau commented to your 
drafting committee (which at that time 
had not developed any oe ige for these 
sections) as follows: ‘Both of these pro- 
visions deal with proration of benefits. 
This is a subject which has not at this 
time crystallized into any fixed pattern 
or practice in the Group field. Because 
of this fact, it would seem extremely un- 
desirable that any provision be promul- 
gated on this subject which would 
impede the flexibility of the future devel 
opment of possible experimental ap- 
proaches to this problem.’ 

“We wish to reiterate and amplify that 
comment now in the face of the proposed 
departmental language. We feel that the 
Commissioner should make no promul- 
gation in this regard other than a nota- 
tion to the effect that the problems in 
this regard are so dissimilar to the prob- 
lems in individual insurance that the 
provisions which are submitted to cover 
this point will be considered on their 
merits in relation to all the other apphi- 
cable provisions of the Code. 

“Even if Section 2232.33 could be writ- 
ten off as primarily an underwriting 
problem of the company involved (al- 
though such would be an oversimplifier- 
tion), there is no justification for, and 
the Bureau feels impelling reasons 
against, a promulgation on the subject of 
insurance with other insurers on an ex 
pense incurred basis, In the case of in 
vidual insurance there is an opportunity 
to underwrite individuals and handle 
their accounts separately which makes a 
pro-ration approach feasible. There is 
not even a_ theoretical possibility in 
Group insurance without doing violence 
to the whole raison d’etre of Group in 
surance, 

Difficult Thing to Accomplish 

“Especially in contributory plans a 
fractionalization of the premium would 
be a difficult thing to accomplish: The 
cost of operation might prove more ex- 
pensive than taking the loss and oper 
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H. ® A. Conference Underwriting Forum At Louisville 


Kern Describes Inter-Ocean’s 
Program For Physically Impaired Risks 


Louisville, Ky., Oct. 24—A. J. Kern, 
associate underwriter of the Inter-Ocean 
Insurance Co., told the ninth annual 
underwriting forum of the Health & Ac- 
cident Underwriters Conference here this 
afternoon of the interesting experiment 
being conducted by his company in con- 
tinuing uninsurable. 
Terming it as “our special risk program,” 
Mr. Kern said that in the 13-month 
period beginning September 1, 1954, when 
the program began, through September 
30, 1955, Inter-Ocean has continued on 
the books 676 policyholders with serious 
physical impairment “that would merit 
normally non-renewal.” ; 

The claim experience on these risks, 
Mr. Kern stated, has so far been favor- 
able. However, he said it is too early 
to know definitely and accurately what 
claim experience to expect on this busi- 
ness. It includes people with such im- 
pairments as heart trouble, coronary oc- 
clusion, coronary thrombosis, myocardial 
infarction, severe hypertension, cerebral 
vascular accidents, cancer of the bone, 
cancer of an internal organ, cancer of 
the lungs, diabetes, brain tumors, multiple 
sclerosis, etc. Because the experience 
to date has been favorable, Inter-Ocean 
is going ahead with confidence 1in_ its 
program and is planning further refine- 
ments in that program. 

76 Folicyholders Non-Renewed 


insurance on the 


As to non-renewals, Mr. Kern said 
that in the past 13 months 76 policy- 
holders have been marked for non- 
newal. The breakdown showed that 27 


were not renewed for physical reasons 
that appeared before the policy contract 
was two years old. Nine were not re- 
newed because of fraudulent applications. 
Nine were marked for non-renewal be- 
cause of claim frequency; 30 were non- 
renewed because they did not accept the 
waiver that was suggested on reviewing 
their file. “These, we feel, are not strict- 
ly non-renewals,” explained the speakers. 
“We would have continued this coverage 
had they accepted the waiver that we 
suggested. One was marked for non- 
renewal because he was confined to a 
state hospital for the insane. Sixty-five 
other policyholders were terminated for 
various reasons.” 

At the outset of his talk Mr. Kern 
gave the “statement of purpose” which 
governs Inter-Ocean’s special risk pro- 
gram. It sets forth that a physically 
impaired person, insured with the com- 
pany for at least two years, will not be 
non-renewed if the sole reason for 
non-renewal is physical impairment. 
However, chronic claimants, malingerers, 
those who submit fraudulent applications 


COMP. RAISES LOSS RATIOS 
Vic Fernitz Addresses Underwriting 
Forum; Solution Is Substantial 
Premium Volume 
Speaking on the subject of how the 
exclusion or non-exclusion of workmen’s 
compensation affects hospitalization and 
medical-surgical policies, Vic Fernitz, as- 
sistant vice president, Combined Insur- 
ance Co., declared that the inclusion of 
these benefits will have a tendency to 
ratios primarily through 
malingering due to the duplication of 
coverage, and the additional hazard of 
employment assumed by the insurance 
company if the employment covered is 
of a hazardous nature. He addressed 
the ninth annual underwriting forum of 
the H. & Underwriters Conference 
gathered at Louisville, Ky., October 25. 
“The solution to this would seem to 
be a substantial premium volume and a 
good spread in the selection of risks, 


raise loss 


or fraudulent claims, will all continue 
to be non-renewed. 

He indicated that the physically im- 
paired risks are withdrawn from the 
agent’s account and transferred to a spe- 
cial risk account for special handling. 
Policies that were formerly non-renewed 
because of physical impairment, such 
as cancer, heart trouble, tuberculosis, are 
now being placed in this account and 
their insurance continues. 

How Special Risk Program Operates 

The speaker then described the oper- 
ation of the new program, saying: “All 
renewal underwriting is handled by a 
renewal underwriting committee com- 
posed of our medical director, our chief 
underwriter and our claims manager. 
This committee has been charged with 
the responsibility of carrying out the 
special risk program. 

“The policy is continued on exactly 
the same basis as it was before with 
no reduction in benefits, no reduction 
in indemnities except, each new claim 
filed after transferral to special risk, will 
carry a deductible amount equal to one 
annual premium. Also, there is a nine 
month ‘recurrence of disability’ clause 
adde to the contract. The new deductible 
as well as this nine month clause are 
handled by means of a rider, signed and 
accepted by the insured.” 

Agents 100% Behind the Program 

Mr. Kern was proud to report that 
avents of the Inter-Ocean have been 
100% behind the special risk program 
and have given material help toward its 
success. This is despite the fact that the 
agzent gets no further commissions on 
this business after special risk cases are 
transferred out of his account. 

The speaker is hopeful, however, that 
the experience will be favorable enough 
to enable the company to restore com- 
missions on this type of business, and he 
said: “We feel that our program is of 
incalculable benefit to the agent in that 
we are continuing insurance on persons 
who formerly would be non-renewed, and 
the agent can now use these people as 
centers of influence to sell more insur- 
ance, thus adding to his prestige in the 
community.” 

Likewise, Mr. Kern pointed to the ben- 
eficial effects which Inter-Ocean is de- 
riving from this program from a public 
relations point of view. Not only does it 
enable the ¢ompany to avoid most non- 
renewals but it permits continued insur- 
ance of old policyholders. All the mech- 
anics are handled at the home office. The 
management feels that this program is 
the “magic formula” whereby “we can 
follow sound business principles and still 
perform the public relations function of 
continuing insurance on the uninsurable.” 


with an added premium factor to handle 
some additional claim costs,” he de- 
clared. “Loss of time policies are not 
as likely to be affected if they provide 
benefits in addition to workmen’s com- 
pensation because of the waiting period 
in the workmen’s compensation laws and 
because of the limitations upon the num- 
ber of weeks for which the benefits are 
paid. 

“The development of a healthy loss 
ratio would be dependent upon your 
ability to prognosticate the correct pre- 
mium depending upon whether or not 
you decide to include or exclude bene- 
fits for illness or injury covered by 
workmen’s compensation in your hospi- 
tal and medical-surgical contracts, com- 
bined with a substantial premium vol- 
ume and a good spread and selection of 
risks, 

“It is a known fact,” said Mr. Fernitz, 
“that increases in the workmen’s’ com- 
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Hospital Policies 
Should Limit Cover 


A.&H. UNDERWRITERS INFORMED 


G. H. Carlson, North Amer. Accident, 
Says It Is a Mistake to Pay 
Whole Hospital Bill 


Speaking of the past, present and fu- 
ture of hospitalization insurance, G. H. 
Carlson, A. & H. actuary, North Ameri- 
-an Accident, told those attending the 
ninth annual underwriting forum of the 
Health & Accident Underwriters Con- 


ference, October 25, that it is a mistake 
to provide hospitalization coverage 
which is going to pay for all or almost 
all the hospital bill, especially for rela- 
tively minor ailments. He said hospitali- 
zation coverages have come to the point 
where they are merely trading dollars 
and the insurance concept is no longer 
there. 

“As the cost of hospital coverage has 
increased,” he declared, “there has been 
more and more of a tendency to regard 
a hospital policy as an investment rather 
than as insurance. If a man pays $100 
for a family-hospital policy and _ little 
Johnny is confined for a few hours for 
a tonsillectomy, the bill for which may 
be in the neighborhood of $50, the 
policyholder feels that he has every right 
to collect in full for the expense in- 
curred, even though it would work no 
economic hardship on him to pay this 
amount himself.” 


Higher Coverage Limits Needed 


He foresaw the day when hospitaliza- 
tion insurance as it is now known will 
cease to exist. “I am convinced,” he 
pointed out, “that the answer lies either 
in higher limits of coverage with a de- 
ductible feature, or a major medical plan 
without any basic hospital plan to take 
up the slack. With either of these plans, 
we would be getting back to the true 
insurance concept, the insuring of a loss 
which would prove to be of serious eco- 
nomic consequences. In these days of 
full employment there is hardly anyone 
who cannot afford to budget for the 
minor ailments. 

“The real need,” he emphasized, “is for 
the catastrophic loss which involves the 
payment of thousands of dollars for 
medical care. I agree that such a pro- 
gram requires an education job by the 
companies and their agents. The life in- 
surance industry has done a marvelous 
job in the past few years in their na- 
tional advertising. Surely, it is possible 
for those of us in the accident and 
health business to educate the public on 
the merits of accident and health insur- 
ance, especially on the concept of insur- 
ing the catastrophic loss rather than us- 
ing their policies merely as a fund upon 
which to draw in the event of minor 
ailments.” 


Cites Maternity Coverage 


In reviewing the history of hospitali- 
zation insurance, Mr. Carlson said that 
he felt that maternity coverage has no 
place in policies for it is neither accident 
or sickness. He illustrated his point with 
a hypothetical illustration. 

“Suppose your company were able to 
station an agent at the Marriage License 
Bureau in your local city hall. He is one 
of those super salesmen who will be 
able to sell every couple securing a li- 
cense to wed a family-hospital policy. 
Let us trace what happens to those 
couples in the five years immediately 
following their marriage. 

“Two of the couples will be childless. 
The other three will have an average of 
two children. Let’s say one will have 
one child, one will have two children 
and one will have three children. Thus, 
following the lives of these five couples 
for the first five years of their married 
life, they have an aggregate total of six 
children. 

“Suppose your hospital policy, which 


Wickman Encourages Cos, to 


Experiment on Substandard 


Louisville, Ky., Oct. 24—J. M. Wick. 
man, manager, A. S. department oj 
Mutual Life of New York, gave a Prog- 
ress report to the Health & Acciden 
Underwriters Conference here this af. 
ternoon on the work of its subcommittee 
on substandard risks of which he jg 
chairman. He indicated that it will take 
several years before sufficient data js 
accumulated to enable a company to as. 
sign the rate-ups for such risks which 
they feel are actuarially sound. “Tt jg 
for this reason,” he said, “that our sub- 
committee urges companies to embark 
on a program of this kind so that data 
may be obtained and eventually impor- 
tant facts learned about the morbidity 
of impaired risks.” 

According to Mr. Wickman, the sub- 
committee’s report is practically com- 
plete, and as soon as it has been cleared 
by legal counsel, it will be reported to 
the Conference’s underwriting commit- 
tee for final consideration. 

He explained that in the completed 
report no attempt will be made to 
classify impairments, or to indicate or 
suggest the amount of extra premium 
that should be applied. Nor will any at- 
tempt be made to decide that certain 
cases may or may not be accepted on 
a premium rate-up basis. “These are 
matters for the individual company to 
determine. At first, any rate-ups used 
will necessarily be assigned largely from 
a judgment basis, although there are 
certain Statistics available that can pro- 
vide helpful information to arrive at an 
equitable rate,” he said. 

Mr. Wickman has been heartened by 
the several companies which have al- 
ready set up a substandard program and 
are today offering full coverage insur- 
ance for physically impaired risks on 
some basis. In this connection he said: 
“These companies have filed substandard 
premium rates for application to their 
regular policies, or for special forms, To 
be sure, waivers are still used in many 
cases, but the use of extra premiums 
has reduced the number of policies is- 
sued with restrictions so that more peo- 
ple are 100% insured under their A. & H. 
insurance.” 

Mr. Wickman also brought out that 
HAUC’s substandard subcommittee has 
almost since its establishment worked 
together with a similar committee of the 
Bureau of A. & H. Underwriters which 
had been in existence for some time 
previously. 





More Women Bothered by 
Sinus Trouble Than Men 


Women have more sinus trouble than 
men according to conclusions reached 
from a study of benefits paid to policy- 
holders of Mutual of Omaha. 

The study indicates that of all women 
disabled, nine of every 1,000 were for 
sinus trouble. This compares to eight of 
every 1,000 men and six of every 1,000 
children, 

More than 950,000 cases in the files of 
Mutual of Omaha were covered. The 
survey sampled the entire nation. 





your agent sold, paid a maternity benefit 
of $100. You would have paid out, then, 
$000 to these five young couples. That 
is $120 per year for the five couples or 
$24 per year per couple. This could, in 
effect, be called the pure premium to 
provide $100 maternity coverage. 

“Presuming that you are shooting for 
a 50% loss ratio you would need $48 per 
year or $4 per month for the maternity 
coverage alone, over and above whatever 
rate you have to have to provide hospital 
benefits for accident or sickness. And in 
this little discussion we have not taken 
into account selection against the com- 
pany but have had our agent sell our 
policy to every young couple getting 4 
license to wed.” 
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I. F. Crafts Defends 
Fireman’s Fund Position 


ON FTC TESTIMONIAL REFUSAL 





Declares Advertising Material Sent To 
Commission Contains No Mis- 
leading Statements 





James F. Crafts, president of Fireman’s 
Fund Indemnity Co., made the following 
statement recently regarding his re- 
jusal to testify at the hearing before an 
examiner of the Federal Trade Com- 
mission in San Francisco relative to 
alleged misrepresentation in the com- 
pany’s obsolete accident and health ad- 
yertising material: 

“As announced when the _ Federal 
Trade Commission complaint was issued 
in March, Fireman’s Fund does not be- 
lieve that the advertising material which 

we voluntarily sent to the Commission 
last year contains any misleading state- 
ments. The Commission’ s criticisms are 
highly technical in nature and the com- 
pany has been unable to discover any 
evidence that any policyholder in any 
state has complained to any Insurance 
Department about its accident and health 
advertising. Before the FTC citation was 
issued, the Commission was advised that 
the advertising voluntarily sent them for 
review was no longer in use because 
new policies requiring new advertising 
had been announced by the company 
some time previously. 

Reputation for Integrity 

“The Fireman’s Fund Insurance Group 
has built up over a period of 92 years 
a reputation for integrity and fair deal- 
ing. Obviously, we would not intention- 
ally jeopardize this reputation by engag- 
ing in the activity alleged by FTC. Ac- 
cordingly, even though we do not believe 
that the Commission has jurisdiction, we 
made every effort to cooperate voluntar- 
ily with them and to dispose of the issues 
they had raised with respect to our ad- 
vertising on some mutually satisfactory 
basis. 

“Our efforts in this direction were of 
no avail. It appeared that the company 
was in a position of being required to 
admit that the Commission’s criticism 
of the obsolete accident and health ad- 
vertising was justified, or to accept the 
fact that the Commission had jurisdic- 
tion in the matter. We could not accept 
the first alternative because we believed 
the complaint was without merit, and to 
accept the second would have placed us 
in a position of aiding the breakdown 
of state regulation of the insurance busi- 
ness by the 48 states. 

“Therefore, upon the advice of counsel, 
oficers of Fireman’s Fund Indemnity 
Co., who were subpoened by the hearing 
examiner of the Federal Trade Commis- 
sion, refused to give evidence and to 
ye documents on the grounds that 
the Commission had no jurisdiction to 
maintain the proceeding and to require 
the production of evidence. By this action 
Fireman’s Fund was not only requesting 
but urging counsel for the Commission 
to present the jurisdictional issue to the 
Federal Court for determination. If and 
when a final order enforcing the sub- 
Doena is confirmed on appeal, Fireman’s 
Fund will furnish all relevant material 
and documents and will be prepared at 
the same time to contest the proceeding 
on its merits.” 

FTC Position 

Mr. Crafts also stated that special note 
had been taken of the statement made 
by the attorney for the FTC at the hear- 
ing on October 17 to the effect that the 
Commission does not recognize the au- 
thority of the California Insurance De- 
partment and the statement of the Com- 
mission that it had no jurisdiction in 
California arose solely from the fact 
that the courts had held that the Com- 
mission had no authority with respect 
to intrastate transactions 

In his statement, Mr. Crafts again re- 
corded the fact that the sale of personal 

<¢ H. insurance by the Fireman’s 
Fund Indemnity, constitutes less than 
One per cent of the total business written 


Travelers Supervisors 


Several recent field appointments in 
life, accident and health lines have been 
announced by The Travelers. 

Russell A. Dickison, who has been 
agency service representative at Worces- 
ter, Mass., has been appointed field 
supervisor there. 

Two field supervisors have been ap- 
pointed. They are Robert H. Johnson 
at Worcester, Mass., and Billy M. As- 
kew, Dallas, Texas. Neal D. Miller has 
been named agency service representative 
at Reading, Pa. 


Vie Fernitz Address 
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pensation benefit laws are always being 
talked about, and will undoubtedly be 
put through from time to time. The 
effects of an increase in workmen’s com- 
pensation benefits would be adverse 
where duplication or overlapping of cov- 
erage already exists, however, the effects 
can also be advantageous to the industry 
because of the fact that increases in 
workmen’s compensation benefits will 
undoubtedly bring workmen’s compen- 
sation benefits and  non-occupational 
benefits provided by individual and group 
carriers closer together. 

“At Combined,” he declared, “we have 
adopted the procedure of issuing two 
contracts—one with a workmen’s com- 
pensation exclusion and one without any 
such exclusion, issuing the latter policy 
to those individuals who are not cov- 
ered by workmen’s compensation, and 
charging a proportionately higher pre- 
mium for the policy without the work- 
men’s compensation exclusion.” 





Upholds FTC Subpoena 


Federal Judge O. D. Hamlin, October 
21, ruled at San Francisco that the 
Federal Trade Commission has the right 
to subpoena company records of Fire- 
man’s Fund Indemnity Co. However, he 
agreed to allow the company to appeal 
his verdict. 

Judge Hamlin declared he was re- 
quired to enforce the power of subpoena 
but agreed the subpoena would be writ- 
ten so as to postpone the hearings 
indefinitely. 





by Fireman’s Fund Insurance Group. 
Also, that the companies do not sell 
insurance directly to the public, that all 
of the Group’s business is handled 
through agents and brokers who are 
licensed by the Insurance Departments 
of the 48 states. 


Thirtieth Anniversary of A-GH. Club 
Of N.Y. Draws Distinguished Group 


The 30th anniversary dinner of the 
Accident & Health Club of New York, 
held at the Hotel Roosevelt, last week, 
was the most impressive affair sponsored 
by that organization to date. A dis- 
tinguished dais of leading insurance ex- 
ecutives, representing major companies 
in the A. & H. field, bore testimony to 
the importance of the occasion. 

Leffert Holz, New York Superintend- 
ent of Insurance, was the guest speaker. 


policing” of the field by the A. & H. 
industry. 

Recognizing the importance part the 
accident and health business plays in the 
insurance field, the Superintendent has 
assigned Alfred W. Haight, Deputy Su- 
perintendent, to have charge of A. & H. 
matters in the Department. 

Mr. Holz’s speech was well received 
by both club members and guests. He 
was personally offered the services of 
the A. & H. Club in the fulfillment of 





Pictured above are Leffert Holz, New York Superintendent of Insurance; 


George F. Monks, A. & H. Club president; 


James T. Phillips, vice president, New 


York Life; and Julius S. Wikler, First New York Deputy of Insurance, who were 
among the many insurance executives present at the New York A. & H. Club’s 30th 
anniversary dinner held October 30 at the Hotel Roosevelt. 


He was introduced by James T. Phillips, 
vice president and chief actuary of New 
York Life. A. & H. Club President 
George F. Monks, also of New York 
Life, presided at the dinner meeting. 

Superintendent Holz called on the in- 
surance industry to meet the new re- 
sponsibilities which have arisen with the 
rapid growth of A. & H. insurance. He 
stressed that an “open door” policy 
would be maintained by the Department 
for both the public and industry. 


Legislation Not the Answer 


The speaker dod not think that the 
problems of the A. & H. field could be 
solved by legislative measures. Mr. Holz 
said that the industry was capable of 
meeting the challenge and asked compa- 
nies to pledge continued improvement 
of dollar protection, service and ex- 
tended coverage. He suggested a “self 
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ale ae Must in Competition 


One of the principles upon which our agency was 
established nearly 50 years ago was to play fair in compe- 
tion for business at any and all times. Thus, we’re proud 
to endorse the eighth plank in the Code of Ethics of Inter- 
national Association of Accident & Health Underwriters. 


“To be fair and just to my competitors and 
to make no statements which do an injustice to 
another company, agent or broker.” 


R. GARRETT, 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


INC. 


NEW YORK 38, N. Y. 


REctor 2-4567 








his duties and obligations in regard to 
the accident and health field. 


Present on Dais 


Present on the dais were the follow 
ing insurance executives: Charles F. 
Andolseck, vice president, the Equitable 
Society; William Bernhard, general 
manager, General Accident Fire & Life 
Assurance Corp.; Charles G. Dough- 
erty, vice president, Metropolitan Life; 
Samuel L. Dunseith, vice president, New 
Amsterdam Casualty; Ardell T. Everett, 
vice president, The Prudential ; Roy A. 
Foan, vice president, Union C asualty & 
Life; Harry Knobloch, vice president, 
Fireman’s’ Fund; Harry Legg, secretary 
and treasurer ‘New York "Board of 
Trade; Daniel J. Lyons, vice president, 
Guardian Life; Carroll J. McBride, sec- 
retary, Travelers; Leffert Holz, New 
York Superintendent of Insurance; 
George F. Monks, president, A. & H. 
Club of New York; James T. Phillips, 
vice president, New York Life. 

Also, Julius S. Wikler, First Deputy 
Superintendent of Insurance, New York; 
Robert Metcalfe, vice president, Connec- 
ticut General Life; Horace E. Pascal, 
eastern general counsel, Mutual Benefit 
H. & A. Association; Darrell O. Smith, 
vice president, American Casualty Co.; 
Lawrence B. Soper, assistant vice presi- 
dent, New York Life; Edward Trevvett, 
secretary, Commercial Travelers Mutual 
Accident Association; Franklin Vander- 
bilt, resident vice president, Indemnity 
Insurance Co. of North America; Ber- 
nard Wallman, vice president, om 
Progressive Insurance Co.; 13 Welch, 
vice president, United States Life 

The next meeting of the A. & H. Club 
will take place on November 17. Guest 
speaker for the meeting will be Dr. John 
V. Connorton, executive director, Greater 
New York Hospit: il Association. 


North American Accident 
Has Million Dollar Day 


Commemorating the North American 
Accident’s tenth life anniversary, a total 
of $1,009,000 life insurance was written 
and submitted by the company’s agency 
force on October 3, the tenth anniver- 
sary date of the 69-year-old company’s 
entry into the life field. 
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Opposes Calif. Rulings 


(Continued from Page 43) 


ating without the provision. Yet over- 
insurance is becoming an increasingly 
important problem in the Group insur- 
ance field and to do the most good for 
the largest number of people the com- 
panies must be given an opportunity to 
adapt themselves to this hazard. To do 
this effectively, they must be free to ex- 
periment without the pro-ration necess- 
ity. ‘Committees of this Bureau and 
have been 
an- 


others in the business which 


addressing themselves to possible 
swers to this problem are all agreed on 
the latter point. It is requested that the 
Department not needlessly stifle develop- 
ment. 


Section 2232.37 — Cancellation — The 
subject draft changes the ‘Cancellation’ 
provision herein from the statutory 
language in several respects. Not only 
has it increased the period of notice 
prior to cancellation from five days to 
31 days, but has included an additional 
instructional paragraph wh'ch equates 
an increase in premium with cancellation 
and prohibits any increase without a 31 
day written notice delivered or mailed to 
the employer. Also where a policyholder 
cancels in group the company is limited 
to a prorata refund while the comparable 
individual policy provision authorized by 
the legislature permits a short rate, 

“Among other things we feel that the 
Department is unaware of the problems 
implicit in the equation of premium in 
crease and cancellation. We urge in the 
strongest terms the elimination of the 
second instructional paragraph. Gen- 
erally, the revision of Group rates are 
the subject of negotiation. These nego- 
tiations may be over a period of time 
which runs into several months. Obvious 
ly, in most cases the policyholder is well 
aware of the impending changes and the 
nature thereof but the details of the 
actual rate may not be finalized until im- 
mediately before they are effective. 

“Tt should be obvious also that nego 
tiations of this type can be of the most 
sensitive character and a requirement in 
the Administrative Code that no change 
of rate can be effective unless 31 days 
written notice has been delivered to the 
policyholder is an extremely disturbing 
development. It is entirely new and our 
companies regard it as quite obnoxious. 

“There is also the possibility that it 
will play havoc with many concepts of 
group rating. This paragraph should not 
be adopted without the most intense 
study which has not been given. The in- 
dustry has been given as a practical mat- 
ter only a few working days in which to 
disseminate this new idea and to receive 
comments, none of which have been con- 
sidered fully. 


“Section 2232.30 — ‘Optional Uniform 
Provisions’ In addition to the above 
particularized comments which we deem 
of especial importance, we wish to again 
be recorded as disapproving in principle 
the unnecessary promulgation of rules on 
provisions having little or no bearing on 
Group insurance operations. We feel that 
the second paragraph of Section 2232.30 
could be revised to read as follows, and 
the promulgation ended at this point: 
_ “*The Optional Uniform Provision set forth 
in the Insurance Code for use in individual pol 
icies, which are captioned “change of occupa- 
tion,” “misstatement of age,” “other insurance 
in this insurer,” “insurance with other insurers,” 
“relation of earnings to insurance,” “unpaid pre 
miums,” “cancellation,” “conformity with state 
statutes,” “‘illegal occupations,” and “intoxicants 
and narcotics,’ are not deemed applicable to 
Group disability insurance, but the Commissioner 
of Insurance may approve or promulgate any 
provision with reference to the subject matter 
encompassed by the captioned provision as may 
hereafter be found applicable.’ 


R. H. 46 — Blanket Disability Policies 


“The first paragraph of Section 2236.3 
of the proposed revision incorporates by 
reference all of the Uniform Provisions 
for Group disability insurance promul- 
gated by the Commissioner together with 
instructions for the use thereof. We are 
convinced that all of those points which 
we made on the group draft are equally 


Alice R. Mosley New 
Adv. & Sales Manager 


ALL AMERICAN CASUALTY CO. 


Will Revamp Sales Promotion Material; 
Formerly Ad. Manager for Sterling 
Insurance Co. 


Alice R. Mosley, formerly advertising 
manager of Sterling Insurance Co., has 
been appointed advertising and sales 
promotion manager for the All American 


ALICE R. MOSLEY 


Casualty Co. Chicago, E. E. Ballard, 
company president, has announced. Miss 
Mosley recently returned from a tour 
of Europe. 

For the past 11 years, she has worke.l 
exclusively with insurance sales promo- 
tion. Her immediate duties will be to 
revamp present sales promotion ma- 
terial, develop sales aids for field rep 
resentatives and help formulate company 
plans for stepped-up sales production. 

\ll American will enter the life insur- 
ance field soon after the first of the year 
which will require preparation of life 
policies and all new sales promotion ma- 
terial. 

Following study at the University of 
Illinois, Miss Mosley took specialized 
work in advertising and journalism at 
Northwestern University. She is well 
known in advertising circles and is ac- 
tively engaged in the Women’s Adver- 
tising Club of Chicago. 

All American Casualty Co. has made 
strides in the insurance field since its 
beginning in 1950. This company is one 
of the largest organizations in the coun- 
try, from the standpoint of capital, en- 
gaged exclusively in the income dis- 
ability and hospital field. 

The company has a capital of $2,000,- 
000 and a surplus of approximately 
$2,500,000. Paid premiums for year to 
date are 65% greater than for the same 
period in 1954. 


valid in connection with blanket insur- 
ance. 

“Relative to the amendments made in 
certain of the. provisions to conform to 
the demands of the blanket vehicle we 
respectfully take issue with 2236.3 (b). 
It is the opinion of the Bureau’s appro- 
priate committee that this promulgation 
has no applicability to the blanket 
method of doing business and should be 
omitted. “The alternative provided in 
2236.3 (d) for a ‘Payment of Claims’ 
provision is commendable to the extent 
operative. We urge the extension of this 
option to all of the blanket relationships 
enumerated in the statute.” 

The Bureau statement was prepared 
by John F. McAlevey, Bureau counsel, 
following instructions received from the 
required policy provisions subcommittee 
of the Group and statutory disability in- 
surance committee of the Bureau. 


Underwriting Forum 


(Continued from Page 43) 


injuries. “We try to appraise the type of 
policyholder we have. When the insur- 
ance has been in force at least two or 
three years and the claims therein ap- 
pear to have been reasonable, we like 
to avoid using any riders. If our ap- 
praisal indicates we had the full facts 
when the policy was originally issued 
and claims have been due entirely to 
conditions arising since then, we feel 
that the possibility of new conditions 
developing was the reason the policy was 
purchased and was what we were insur- 
ing. 

“If the previous claim experience has 
been good and the additional risk is 
not too great, no action is taken. Re- 
strictive action is reserved for those 
cases where either the total claim ex- 
perience has been so poor or the addi- 
tional hazard is so great that future 
risk cannot be assumed without such ac- 
tion. 

“Cancellation is reserved for cases in- 
volving malingering, fraud or those cases 
in which a rider could not be made to 
reduce the severity of the risk.” 

The second day began under the 
chairmanship of  T. McClintock, 
American United Life. He is chairman 
of the Conference hospital and medical 
committee that sponsored this portion of 
the program. 


Comp. Benefits Increase 


“The effects of an increase in work- 
men’s compensation benefits.” according 
to Victor Fernitz, Combined, “would be 
adverse where duplication or overlapping 
of coverage already exists.” His topic 
was the problem of “Workmens Com- 
pensation—Excluded or Not Excluded— 
as it affects Hospital and Medical In- 
surance. 

“However, the effects cen also be ad- 
vantageous to the industry because of 
increases in workmen’s’ compensation 
benefits will undoubtedly bring work- 
men’s compensation benefits and non- 
occupational benefits provided bv individ- 
ual and group carriers closer together,” 
he added. 

“At Combined, we have adopted the 
procedure of issuing two contracts—one 
with a workmen’s compensation exclusion 
and one without—issuing the latter policv 
to those individuals who are not covered 
by workmen’s compensation, and charg- 
ing a proportionately higher premium for 
the policy without the exclusion.” 

Views on “Hospitalization, Past, Pres- 
ent and Future” were presented by G. H. 
Carlson, North American Accident. “T 
foresee the day when hospitalization in- 
surance as we know it will cease to exist. 
I am convinced the answer lies either 
in higher limits of coverage with a de- 
ductible feature, or a major medical plan 
without any basic hospital plan to take 
up the slack. With either of these plans, 
we would be getting back to the true 
insurance concept, the insuring of a 
loss which would prove to be of serious 
economic consequences.” 


Future of Major Medical Ins. 


Speaker Robert Ryan, Royal-Liverpool 
Group, commented further on major 
medical insurance. “Major medical has 
its limitations. Recognition of these will 
encourage our industry to learn more 
about what to offer and how to offer it. 
In the sale of major medical, agents 
will gradually become accustomed to do 
a much more thorough job of field un- 
derwriting. More time will be devoted 
to the initial sale with far less time 
wasted in correcting later difficulties. We 
must face up to the challenge of this new 
market and gain the confidence of the 
insuring public. I believe major medical 
has now passed through infancy and 
adolescence where decisions were met 
from day to day and actions taken in 
terms of immediate expediency.” 

Charles N. Walker, Lincoln National 
Life, gave an analysis of his company’s 
experience with deductible hospital in- 
surance. Deductible hospital insurance 


PLAN HONOLULU A. & H. Assy 

C. E, McDonald, International Fidelity 
Dallas, president of IAAHU, has an, 
nounced that preliminary steps have 
been taken for the formation of an A. & 
H. Association in Honolulu to be affij. 
ated with the International A. & y 
Association. 





cuts claim administration costs in half. 
costs the policyholder a third less thay 
ordinary hospital insurance and yet pays 
agents just as much commission. 24 

“A higher proportion of our deductible 
policies are sold on a family basis than 
was the case with nondeductible forms— 
58% against 51%,” he said. “As might be 
expected, the $50 deductible is more 
popular than the $100 deductible, 669, 
of the policies being for the lower de. 
ductible amount. Even after adjusting 
for the difference in maximum jsgye 
ages, the deductible policies have a some. 
what older age distribution. Ages under 
40 are still the biggest source of busi. 
ness, however, accounting for half the 
business. 

“In a check of a sample of the busi- 
ness, we found that applicants for the 
$50 deductible policy had an average 
annual income of $5,000. Applicants for 
the $100 deductible policy had an average 
annual income of $7,200. We also found 
that 42% of the policies are sold to appli- 
cants with incomes under $4,000, and 69% 
are sold to applicants with incomes under 
$6,000.” 

Two Types cf Policies 


Speaking of the industry generally: 
“At the present time there are two dis- 
tinct tvpes of deductible hospital poli- 
cies being sold. The first is patterned 
somewhat after the major medical, medi- 
cal policy, featuring a blanket, or mn- 
allocated, type of benefit. The typical 
policy in this category will provide pay- 
ment for all hospital expenses in excess 
of $300 up to a maximum henefit of 
$5,000. The second is patterned after the 
tvpical hospital and surgical nolicy. Tt 
has a daily hosnital benefit with specific 
limits on the daily amount and m2ximum 
duration; a miscellaneous hospital ex- 
pense; and a surgical schedule. Benefits 
for nhysician’s fees and nursing fees may 
be included or may be available bv rider 
In fact, the onlv thing which distin- 
guishes it from the typical hospital and 
surgical contract is the presence of the 
deductible amount.” 


Underwriting Case Clinics 


The final portion of the program was 
presided over by W. A. Sims, Business 
Men’s Assurance. He also moderated the 
case clinic for lay underwriters—a dis- 
cussion of actual underwriting cases 
submitted anonymously bv companies. 

“An experienced A. &S. underwriter 
must recognize that in the majoritv of 
cases to be dealt with, there is seldomly 
only one correct answer possible. In 
each given situation, therefore, it be- 
comes the task of the underwriter to 
pick out the most practical or logical 
answer based on existing circumstances. 

Panel members included: Charles M. 
Barry, Ohio State Life: JT. Noves Crary, 
Connecticut General Life: Harry L. 
Graham, Bankers Life; Malcolm G. 
Pittman, Gulf Life: Al Robins, Loyal 
Protective Life, and Joseph M. Ryan, 
Metropolitan. 

A second case clinic, dealing with med- 
inal situations, was moderated by Dr 
WH. Scoins. Lincoln National. Dr. 
Scoins said, “all companies shonld want 
to avoid the stigma and poor public rela- 
tions which arise when it appears that 
the policyholder is re-underwritten at the 
time of a claim and the policy either 
not reissued or is reissued with restric- 
tive clauses. Where the moral hazard 
is unquestioned, and only medical 1n- 
formation is concerned, the original un- 
derwriting can only be sound if the 
information is properly evaluated.” 

Panel members were: Dr. Harold R. 
Leffinewell, Paul Revere: Dr. Charles B 
\hlefeld, Business Men’s Assurance; Dr. 
Tohn FE. Boland, North American Accl- 
dent, and Dr. E, B. Williams, Wisconsif 
National Life. 
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THE TRAVELERS INDEMNITY COMPANY 
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Summer... winter... spring... and fall — this 
hat can do things for you. 

The need for fire prevention work is continuous. 
Every 12 minutes, fire snuffs out a life. Every 24 
hours, a staggering $3,000,000 worth of property 
goes up in smoke. 

The opportunity for you to benefit from fire 
prevention activities is continuous, too. They can 
be a constant source of new contacts, community 


good will and recognition. And, by reducing fire 





losses, they help hold down the cost of insurance. 

A tremendous variety of fire prevention material 
is available — from our companies, and from the 
National Fire Protection Association, National 
Board of Fire Underwriters, and National Asso- 
ciation of Insurance Agents. 

So — not just during Fire Prevention Week — 
but all year long, make fire prevention a regular 
part of your agency program. There are few more 


rewarding activities you can undertake. 


AUTOMOBILE INSURANCE COMPANY 
STANDARD FIRE INSURANCE COMPANY 
Hartford 15, Connecticut 


Fire and Marine Insurance— All Forms 


Affiliated with AATNA LIFE INSURANCE COMPANY 






e ETNA CASUALTY AND SURETY COMPANY 











